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AVOID SHUTOFF 
SHOCK 


with smooth self-closing 
2-STAGE Brodie Automatic 
Quantity Control 
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> Fully automatic Brodimatic Quantrol Counter = 
, ‘ . ‘ ‘ M 
Assuring faster automatic bulk transfer of petroleum p> May be preset to deliver any quantity fron 
products without shutoff shock, the Brodie Slow-Closing teats cai 
“Quantrol” is installed directly on BiRotor Meter outlet, or at > First stage closing reduces rate of flow Bs 
any convenient adjacent point in the line. The Brodimatic > Second stage effects positive shutoff wit 
Counter or Printing Counter can be mounted on the meter or no shock 
with counter extensions. Installation of meter and “Quantrol” p> Ideal for bulk transfer and delivery, ee 
; : , , . i installati requiring avit- 
is adaptable to either horizontal or vertical lines. For greatest — aucun rcnehigacnceniinas . 
matic preset quantity control BY HE 
flexibility of installation, higher maintained accuracy, and > indie tae 
; ; . er b> Brodie Slow-Closing ‘‘Quantrol” avail ISIN 
lowest maintenance cost, investigate Brodie BiRotor Meters with BiRotor Meter Models B-62D—250 gp" 
with the versatile shock-free Slow-Closing “Quantrol’”. B-72D —350 gpm, B-82D—550 gpm. 
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REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL cities 
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Gas consumer Characteristics 

Baffles for Fiveboxes and Flues, Part II 
Answer to service Losses 
Smaller Dealers need Guidance 
Profits in Cooling, Part VI 

Electric Heat at 42¢ a Gallon 

Old in Years only 

Mobile Lab tests Cooling 

Mottoes for Sales 

Recession-proof your Business 
Pacific Personalities 


Fueloil for school Heating 

NEWS 
Consumer Survey of heating Brands 
Oil Marketers Institute at Yale 
Plans being made for smoke Tests 
Loan League favors open-end Mortgages 


Fuel Preferences shown in Survey 





Standard (Ind.) plans N. Dak. Terminal 


Underwriters open Northbrook test Station 





Mid-Hudson Afhiliate buys oil Outlet 


Plan barge Shipments of natural Gas 





COMMERCIAL - INDUSTRIAL SECTION 


VOLUME 13 NUMBER 8 
\ 
¢ -O 8 et = 2B Ss 
SUBJECT PAGE AUTHOR 


59 L. F, BECKER 
63 J. W. SCHULZ 
67 RAY REYNOLDS 
68 JACK CAMPBELL 
70 J. R. LEWIS 

72 

74 RAY HORAN 

76 

78 KEN BERGLUND 
79 ARTHUR W. NELSON 
81 


86 J. VERNE RESEK 


DEPARTMENTS 
6 Names in the News 


16 

10 Editorial Leaks 

24 

12 O%ilheating Trends 

26 

14 Fueloil Markets 

28 YEARLY: 

20 aT nme 

. Government on Fuels $3.00 

40 Industry Groups 

32 lanl CANADIAN: 
82 elptu eas 

39 P $4.00 

97 Readers’ Problems 

32 ‘i a SINGLE COPY: 
122 ew Products 

62 $1.00 


154. Manufacturers’ Activities 








COPYRIGHT 1954, HEATING PUBLISHERS, INC. 
ALL RIGHTS RESERVED. 
NO PART MAY BE REPRINTED: WITHOUT WRITTEN PERMISSION. 
PUBLISHED MONTHLY 
BY HEATING PUBLISHERS, INC., PUBLICATION OFFICE: 109 MARKET PLACE, 
BALTIMORE 2, MD, ADDRESS CORRESPONDENCE TO EDITORIAL AND ADVER- 
TISING OFFICES: 2 WEST 45TH ST., NEW YORK 36, N. Y. ESTABLISHED 1922. 
NEW YORK TELEPHONE: MURRAY HILL 2-4786 
ENTERED AS SECOND CLASS MATTER AT THE POST OFFICE AT 
BALTIMORE, MD. 


3 ROBERT GRAY, Editor 
ert Dunphy, Managing Editor John W. Schulz, Technical Editor 
A. C. Esser, Circulation Director 


A. G. WINKLER, Advertising Manager 
Lee Steedle, Assistant Advertising Manager 











MIDWEST OFFICES 


Rane Michigan Ave. as Becker 
; P. O. Box 88 
rpicego 5, Il. Chelsea, Mich. 

ne: Wabash 2-95 48 Phone: Greenwood 5-7431 


1109 w Pacific Coast Representative: Don Harway 
est 8th St., Los Angeles 17, Cal. Phone: Dunkirk 2-8576 


Among other things... . 

The cover picture this month shows Gulf’s new catalytic 
cracking unit at its Philadelphia refinery. The largest cat 
cracker built by anyone to date it handles 64,000 barrels 
a day. While it’s possible with a plant like this to get more 
high-octane gasoline out of a barrel of crude, it’s also possi- 
ble to get more distillate fueloil, which under present mar- 
ket conditions looks healthier. 


The lead feature this month takes a look into the lair 
of the gas industry and shows us how they study market 
influences and consumer characteristics and attitudes. It 
is well worth your study if you are taking gas competition 
seriously, and who isn’t? 

Then there’s a good assortment of articles from all over 
the country, and if they have any particular direction as a 
whole it would be toward oilheating rather than fueloil; 
next month’s issue will have 32 pages of fueloil features. 
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‘ake a Look Under the Hood” 


of this 


ROPER 
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| Names in the News 


Ralph A. Patterson, previously gen: 
eral sales manager for Bell & Gosser 
Co., Morton 





HARDENED 
GEARS 


BRONZE 
BEARINGS 


ABSUSTABLE 
RELIEF 
VALVE 
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SPLIT OUTBOARD 
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HARDENED 
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Grove, Ill, has 
been moved up to 
vice president of 
the company, and 
will soon transfer 
to New York City 
to establish a new 
Bell & Gossett 
office. In addition 
to supervising the New York office, 


















Patterson will also be responsible for 
all of New England, eastern New 
York State, New Jersey, eastern Penn. 
sylvania, and Delaware. 











| A, E, Carr was recently appointed 
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Adjustable Relief Valve permits 
closing discharge without stop- 
ping pump... eliminates out- 
side piping. Adjustable from 
range of 20 to 60 P.S.I. 


Bronze Bearings are self-lubri- 
cating. 16 square inches of bear- 
ing surface...ample size for 
long service life. 


Hardened Helical Gears accur- 
ately machined for perfect mesh- 
ing and friction reduction. Oper- 
ate smoothly in axial hydraulic 
balance. 


Deep Packing Box has 8 pre- 
formed split-ring packings. Re- 
duces wear...assures long ser- 
wice life. 


Split Packing Gland easily re- 
packed by removal of two bolts. 
Unnecessary to disconnect pip- 
ing or drive. 


Outboard Bearing built on pump 
protects pumping gears and in- 
ner bearings. 


Hardened Steel Shaft is full dia- 
meter, heat treated and hardened 
to withstand rugged usage. 


“HIDDEN VALUES” 
CUT-AWAY ASSURE ROPER DEPENDABILITY 


When buying rolling stock for your fleet, 
it’s only natural to look under the hood. 
That’s how it should be with pump selec- 
tion — to know first-hand the amount of 
quality and value you’re getting for your 
investment. So, take a good look at the 
cutaway view of the Roper Series 3600 
Pump and see the built-in features that 
add up to endurance, performance, and 
long service life. There’s a dependable 
Roper for your purpose... sizes 40 to 


IN THIS 


300 G.P.M. — pressures to 60 P.S.I. 





GEO. 


D. 
768 BLACKHAWK PARK AVENUE, ROCKFORD, ILLINOIS 


ROPER CORPORATION 


sales promotion manager of the Heat 
ing Division, | 
Century Engi- 
neering Corp., 
Cedar Rapids, 
to direct 
advertising, sales 
promotion and re- 
lated 
Prior to joining 
Century, Carr 
had been assistant sales promotis 
manager of the heating division of the 
Coleman Co., Wichita, Kan. At th 
same time, Century announced that 
John S. Davis would become district 
sales manager for the southeastem 
states. His territory will include south 
ern Virginia, North and South Cary 
lina, Georgia, and parts of Tennes* 
and West Virginia. Formerly wit! 
the Bryant Heating and Equipm 
Co, and Webster Corp., Davis has) 
| completed his 18th year in the heat™ 
| field. 


Iowa, 


activities. 














| C. L, Burrill has been appoint! 
| chief economist, Standard Oil ll 
| New Jersey. Burrill has been mat 
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Over 10 years old and still as fresh as a daisy! This unit isas rattle-free as the day it rolled off the line. 


AUTOCARS 
GROW OLD GRACEFULLY 


Haul profitably for years 


AN AUTOCAR CUSTOMER remarked “the sheet metal 
lasts longer on Autocars than on other makes of 
trucks. You never see an old Autocar coming toward 
you with its fenders flapping like the ears of a galloping hound dog.” 
That’s because Autocar uses heavier gauge sheet metal and treats it 
with a special coating process before painting it. The result is that 
Autocars go through a lifetime of tough service and remain trim, 

















Press taut, and profitable to operate. 
omotion 
oo AUTOCAR TRUCKS 
At the 
ed that AUTOCAR DIVISION OF THE WHITE MOTOR CO.,EXTON, PA. 
distr Autocar Trucks are sold and serviced throughout the world 
heastett 
Je south 
fh Cato ; Apher ttt ge PeAL en Autocar Division of The White Motor Company 
eniness?? a j a ae Exton, Pa. 
ly wit ; Please send me the Autocar Fact Booklet. 
vipmet ~ NEW AUTOCAR FACT BOOKLET © 
: r “ 
basiot ' JUST OFF THE PRESS! Name and Title 
» heating if Tells you about Autocar’s i om 

other exclusive advantages. 

Address 

ppointe hte # ee <n a y No. of trucks in fleet 
| Co. © 


Type of operation 





en mat 














4’’ PLATE — 14’’ wall, TUBES 


Qualified for A.S.M.E. Marking 


V&E 


COMPLETE 


PACKAGE UNIT 


(for Hot Water Heating) 


ALL CONTROLS MOUNTED and 
WIRED 


Fully PROTECTED for shipment 
and delivery into basement 

A UNIT that stands up under rough 
handling 


BUILT-IN, FLOOD-PROOF EX- 
PANSION TANK 


INTERNAL BY-PASS for SLAB 
HEATING 


Includes ALL necessary Controls 
and accessories 


3 G.P.M. Tankless D.H.W.—Provi- 
sion for additional coil if needed 


Priced right: 


This UNIT, designed and built by men with 
long experience, has every part co-ordi- 
nated to insure HEATING SATISFACTION, 
to REDUCE SERVICE TO A MINIMUM, 
and to make what little cleaning and 
service necessary, as easy as possible. 


WRITE or PHONE, to-day for Literature 
and Prices 


V&E 
PRODUCTS, INC. 


SCHUYLKILL HAVEN, PA. 


Warehouses: 


BALTIMORE ¢ 


Phones: 


SAR. 2387 


BUFFALO e 


GAR, 7300 


PHILADELPHIA e 


STEEL 


Water Tube 


BOILERS 


FOR STEAM OR HOT WATER 


BUILT TO LAST A LIFETIME 
UNDER ANY CONDITIONS 





MAKERS OFTHE FAMOUS 


BOILER 


FOR ROTARY BURNERS 


SCHUYLKILL HAVEN © WORCESTER | 


WAYNE 1625 WOR. 4-4421 
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- Names in the News 


Burrill Hedlund 


ager of the general economics depart 
ment since early this year, when fp 
returned to Jersey after serving as vice 
president of Creole Petroleum Corp. 
C. J. Hedlund replaces J. A. Cogan 
head of the coordination and ep 
nomics department. Cogan has a 
cepted an executive position with 
Imperial Oil Ltd. 


R. M. Marberry on July 1 resigned 
as national sales manager Timken 
Silent Automatic 
Div., Jackson, 

Mich. He joined 

the Timken 
ganization on Oc- 
tober 20, 1934 as 
editor of TSA 
HEAT, organiza- 


tion magazine, 


or- 


gz 
and became the Marberry 
Division’s sales promotion manage 
soon thereafter. Marberry next wa 
named advertising manager for both 
The Timken-Detroit Axle Co, at 
Timken Silent Automatic Diy, fron 
1940 to the fall of 1951 when hele 
came national sales manager. Hee 
plains he has no plans for the i 
mediate future “except catching 
on what’s happened in the outside 
world during the past 20 yeats. 


A. F. Woods has been appoii 
sales manager for the Marlow Pump 
Division of Bell & Gossett Co., Ride 
wood, N. J. Succeeding Andy Rabe 
who has set up a distributorship offs 
own in Fort Pierce, Florida, Woo 
primary job will be to help and © 
operate with the company's local dee 
er organizations. 


Stuart B. Leigh is manager of 
newly created Summer Air o-_ 
ing Division of Thatcher Furnace 

(Please turn to page 166) 
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a CIRCULATORS! 
3 STAINLESS STEEL SHAFT 
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Won't corrode! 








mike Lammealalk iain col am ol-3i7-1am 0] olaleoliloyal. 


exe ||| | WoYavel-TamIhi-Wmo lato MZ -tol ae] TILIA 


POROUS BRONZE BEARING 
GU oldletohi-. wail acele-Moh aE talohaa 
Holds shaft in perfect alignment! 


Holds oil longer! 





































TACO GIVES YOU RUGGED PERFORMANCE— 








®@ Specially selected rugged motor ® Strong flexible drive spring elimi- 

gives lowest possible electrical ATohi-s mal oldehitolaMmolalo mmol t101¢-s Mme lUIT-) 
consumption... operation... 

t Ma lali-saealolalei-xol ol(-Malelate[-+ Melelel oli Molal- 

© Patented rotary seals eliminate circulator to four (4) sizes— 3", 

stuffing boxes and grease. . eRe 





Better Heating-Better with Taco 







TACO HEATERS, Incorporated ° 1160 Cranston Street, Cranston 9, R.I. 
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Editorial SL aks 


IN THE DAYS before World War II, 
it was customary with us to have a 
special issue in August to highlight 
fueloil management methods. In more 
recent years this kind of material has 
been sprinkled through just about 
every issue. 

However, we're going back to the 
old idea in a way. The September 
number this year will contain a spe- 
cial 32-page section on fueloil man- 
agement including 12 pages of sta- 
tistical analysis. That doesn’t mean 
that we won't carry fueloil articles 
every issue, for of course we will. But 
September will be extra special. A 
few hundred of you fueloil men have 
sent us the requested material to make 
it so. Thank you very much! 

es 
COASTAL OIL’s board chairman Lou 
Marron has for years been one of the 
country’s best known deep sea big-fish 
enthusiasts. He has served on USS. 
teams in international competitions. 
His trophy collection is famous. 

Now he’s doing a special scientific 
research in collaboration with the Uni- 
versity of Miami. In a specially built 
cruiser, Marron and some of the pro- 
fessors are exploring the Pacific coast 
of South America to learn the good 
and bad habits of billfish. 

Mrs, Marron, incidentally, has quite 
a history on her own. With a lot of 
records hung up, her best was prob- 
ably the time she landed a 302 Ib. 
striped marlin on a three-thread line 
with a 10 Ib. breaking test. 

All of this points up the fact that 
the fueloil business is nice work if you 
can make it come your way. 
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THE LITERARY FLIGHT that follows is 
reproduced with permission from 


10 


Timken’s house organ. It’s called 
“Tell me Quick and Tell me True” 
and was composed by Victor O. 
Schwab. 


I see that you’ve spent quite a big wad 
of dough 

To tell me the things you think I should 
know. 

How your plant is so big, so fine, and so 
strong; 

And your founder 
handsomely long. 

So he started the business in old ’92! 

How tremendously int’resting this is... 
to you. 

He built up the thing with the blood of 
his life? 

(I’ll run home like mad, tell that to my 


had whiskers so 


wife!) 

Your machinery’s modern and oh so 
complete; 

Your “rep” is so flawless; your workers 


sO neat. 
Your motto is “Quality” ... 
No wonder I’m tired of “Your” and of 
“You! 


capital 


S° tell me quick and tell me true 

(Or else, my love, to hell with you!) 
Less—“How this product came to be” 
More—“What the damn thing does for 


me!” 


Wil it save me money or time or 

work; 

Or hike up my pay with a welcome 
jerk? 

What drudgery, worry, or loss will it 
cut, 

Can it yank me out of a personal rut? 

Perhaps it can make my appearance so 
swell 

That my telephone calls will wear out 
the bell; 

And thus it might win me a lot of fine 
friends— 

(And one never knows where such a 
thing ends!) 

I wonder how much it could do for my 
health ? 

Could it show me a way to acquire some 
wealth— 

Better things for myself, for the kids 
and the wife, 

Or how to quit work somewhat early in 
life? 


Se tell me quick and tell me true 
(Or else, my love, to hell with you!) 
Less—“‘How this product came to be;’ 
More—“What the damn thing does for 
me!” 


o, 
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JOHN BOATRIGHT of Indiana Stand- 
ard, speaking at Palo Alto, Calif., 
mentioned that just a century ago 94 
per cent of the work done in this coun- 
try was by the muscles of men or ani- 
mals; only six per cent was done by 
other energy translated by machines. 

Today the figures are exactly re- 
versed with only six per cent of the 
work dependent on the muscles of men 
or animals. 

Oilheating has made its contribu- 
tion to this pleasant transformation. 
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We have relieved the muscles of a lot 
of unhappy coal miners not to men, 
tion coal shovelers into and out of rail 
cars, wagons, trucks . . . even furnaces 
and boilers. 

We don’t know for sure how mud 
of the 94% total relief we can claim 
but since no one can correct us well 
take credit for a healthy slice. 
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AND WHILE we're taking credit fo 
things have you noticed the most re 
cent comparisons of gasoline and fug 
growth? 


Domestic Consumption 
(Thousands of Barrels Daily) 


194] 1953 Gain 
Gasoline 1,828 3,371 84% 


Distillate Fuel 452 1,325 193 
These are American Petroleum In 
stitute figures. The comparison is mat 
with 1941 because that was the las 
prewar normal year. 

The major suppliers should definite 
ly help promote heating oil in the mar 
kets where they are active . . . much 
more than they now do in our opinion. 
But a look at these figures explains why 
they so often drag their feet when you 
ask for help. 


o, 
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THE GAS INDUSTRY'S publicity gets in 
our hair sometimes, as probably it 
should. We mean the releases broad 
cast to newspapers nationwide by 
AGA. It isn’t that the releases at 
untrue, but just that they carry infer 
ences that can be and often are miscon 
strued by the public. 

They talk of 12.9 million home 
heated by gas at the start of this year 
Such a figure would have to include 
every possible heating device from the 
smallest reflector stove to the larg 
boiler. | 

They make our seven million 0! 
burner figure look small, but of cout 
ours are only central heating and 
that classification we stay about 4 mil 
lion ahead of gas. 

If this thing ever gets into 4 free 
for-all bragging contest gas caf 
lose for what’s to stop us from incl 
ing some 40 million cigarette lighters 
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Which is YOUR Driver? 
fe OE AW com, EFFICIENCY ~ 100% EXHAUSTION 


No VENTALARM Signals 


on this man's route. . . 


SAMPLE DAY: Thirty drops scheduled. Only fifteen completed in eight 
hours. Six had to be left for “call backs” because no one was at home. No 
time to get around to the other nine. Had to enter home and check tank 
before every fill. Driver nervous, exhausted, short-tempered. Reported 
one outside spill due to incorrect figuring. (There was another one he 
didn't know about. He took a chance on "vent pipe click” at one home — 
slightly overfilled the tank — and fittings in the tank top are “weeping”.) 























lit for 
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id fuel 
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Gain 
84% 
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0% EFFICIENCY — STILL FRES 
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VENTALARM Signals 
on all tanks for this man... 


SAMPLE DAY: Thirty drops scheduled. All thirty drops completed in eight 






m In 
is mate 
he last 
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finite hours. Ten customers not at home. Made no difference. Delivered safely, 
he mar. regardless. No need to enter home. Just filled ‘til the whistle stopped. No 
, mud spills. Easy going all the way. Driver happy with a good day’s work. 
ypinion. Looking forward to an evening out with the wife. 

ins why = 

hen you 


“Happier, more efficient drivers” represent just one phase of 
VENTALARM Signal benefits for the dealer. In addition, you save 
- gets in up to 30% on delivery costs. So your VENTALARM signal pur- 


chase is really an investment which pays off in cash the first season, 















= : and ever after: 
s broad 
‘ide by Your decision now to equip all accounts with VENTALARM 
Signal can make an: amazing difference in your company profit VENTALARM = 
ases afe Pi” Signal 
and morale. Most dealers start such a program by first equipping INSTALLED HERE 
ry infer all old-customer tanks with Model LC. It is only natural that 
miscorr regular customers get the automatic delivery convenience before 
others. 
1 homes Write now for samples of tested, low-cost VENTALARM Signal 
his year. literature prepared by Scully. There are folders, envelope stuffers, 
- include self-mailers . . . all designed to help you sell more fuel oil and 
From the build more goodwill through VENTALARM Signal delivery. nes 
There is no sounder profit-building 
ree 
he la Send for your samples today! decision you can make than to equip 
Ae ALL old-customer tanks with 
lion al ULLY SIGNAL MPANY Model LC VENTALARM Signal. 
a 174 Green Street, Melrose 76, M 
g and 0 reen street, Melrose 76, Mass. VENTALARM Signals, both LA and LAC type, 
ut a ml Canadian Licensee- EMPIRE BRASS MFG. CO., LTD., London, Ontario 


are the only audible tank filling signals 


© 1954 Scully Signal Co. listed by National Underwriter’s Laboratories. 















Oa free’ 

can only : wn 

n includ Contact yo 

lighters! REGULAR SUPPLY HOUSE 


for VENTALARM® Signal 
in a variety of sizes- 
Scully Products are 
manufactured under U.S. 
and Foreign Patents or 
Patents Pending. 





Domestic Oilburners & Units 
Domestic Gas Burners 
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FACTORY SHIPMENTS. in Thousands of 
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Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting the 
Census Bureau, FuELoi, &@ Om HEAt’s estimates of shipments are: 


—APRIL —— - —-—FOUR MONTHS—- ~ 

Percent Percent 

1954 1953 Change 1954 1953 Change 

Conversion 32,930 38,092 13.6 124,349 141,638 — 12.2 
Boiler Units 4,123 3,392 +- 21.6 15,405 15,710 — 1.9 
Furnace Units 10,937 12,302 — 12.6 43,043 45,434 =) ee 
All Domestic 47,810 53,786 — 11.1 182,797 202,782 — 9.9 
Commercial 2,483 2,955 - 16.0 10,137 E2992 — 19.2 
Total 50,293 56,741 11.4 192,934 215,334 — 10.4 





150 


. 140 
UNITS TT} NTT r | tC*d 
130 }(in of Shown (717 TH a (ie SS 130 
Factory III Lilie ist es ee ee 120 
ws Dealer 118] a i | 7 | Ca 
TENTS ATR | | /) <{103 | 
100 } | 1 TT . mie —+- a ne 
90 te dertreste tee fen. Seen i att oat — 86 90 
80 He HA Wt 8 oe} 80 
60 teeter ! 1 oe [tee es end Heeb 60 
40 a. Hepiteteettete HH 1 a 40 
SoM Pf | 20 
2 ETT TTT TTT Os Sat Sh a > 
HOH HE HHH HH HHH HH LLL _| eee: ee i 10 
ol | | |] Hy Witt] 0 
JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1949 1950 1951 1952 1953 1954 


150 
140 STOCKS OF 1c OILBURNERS 





June Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
June Aver. $319 $699 $604 
May Aver. 318 705 615 


Price Index: Conversion Burners: January 1940 is 100% 


WHOLESALE RETAIL 
June 138.3 Sixmonthsago 142.7 June 127.4 Six monthsago 130.6 
May 138.9 Yearago 140.8 May 126.8 Yearago 135.3 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


OILBURNER PRICES- RETAIL CONVERSION BURNER - JAN. 1940 = 100 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS - 1939 =100 
CONSTRUCTION COSTS — RESIDENTIAL~- DEPT OF COMMERCE -1939= 100 ——-——-——- 
CosT OF LIVING - BUREAU OF LABOR STATISTICS — 1935-39 = 100 seercccccccsecccccecece 
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Oilheating Trends 


JUNE SHOWED a slight drop in oil 
burner installations compared with last 
year. The estimate for domestic bur 
ers and units installed during the 
month is 57,223 or 2% below 58,282 
last year. The total six months, how- 
ever, was about 6% above 1953, The 
half year estimate for 1954 is 267,334 
compared with 252,326 last year. 
There is a general rule of thumb that 
the first half of a year accounts for one. 
third of total oilheating installations 
The average of all years since the war 
has shown 33.8% of the business in the 
first half and the prewar average was 
33.5%. 

If we follow that pattern in 1954 
the total installations will run a littl 
over 800,000. We suspect that this i 
on the high side but not much, 

June installations were divided: 
New Homes, 21,583; Replacements 0! 
old oilburners, 7,748 and Conversion 
from other fuels, 27,892. 

In comparing the types of install 
tions with last year we find a notabl 
shift. In the first half of this ye 
40.6% of the installations were Nes 
Homes, while last year only 35.1% hi 
that application. There was not mut 
change in the percentage of replat 
ment sales, 16.0% this year agai 
16.7% last year. Conversions fro 
other fuels showed a substantial dn 
to offset the rise in the new home p 
centage. This year those conversi®® 
accounted for 43.4% while in the firs 
half of last year they were 48,2%. 

There is some indication that 4 
second half of the year will not #° 
continuation of this trend, at least . 
such a degree. January of this year had 
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LINES for Faster 


Sater, More Convenient 
Liquids Handling . . . 


SPRING BALANCED e COUNTER BALANCED 


LOADING ASSEMBLIES © 





COUNTER 
BALANCED 





CATALOG F-7 OG_ provides sizes, engineering data and 
specifications on all OPW Spring-Balanced and 
Counter-Balanced Loading Assemblies. 
Free on request. 





Oil and chemical companies alert 
to reducing tank car and truck 
loading and unloading time with- 
out jeopardizing safety standards 
and contaminating product are 
converting daily to the trouble- 
free operation of OPW LOAD- 
ING ASSEMBLIES. 


Behind this industry acceptance 
are several determining factors: 


¢ COMPACTNESS 

° CONVENIENCE 
FAST DELIVERY 
SMOOTH OPERATION 
LONG SERVICE LIFE 
MINIMUM PRESSURE DROP 














an extra high new home percentage 
which obviously was a hangover from 
the fall season. 

GAS BURNERS: A preliminary esti- 
mate by Gas Appliance Manufacturers 
Assn., New York, shows that factory 
shipments of gas fired central heating 
equipment in the five months ending 
May 31 were 270,000 or 9% above 
the 247,400 shipped in the same period 
last year. Final estimated by GAMA 
cover only the first quarter, with 133,- 
900 burners and units shipped. In the 
same quarter 134,987 domestic oil- 
burners and units were shipped. 


BURNER STOCKS: In dealer ware- 
houses at the end of June there were 
approximately 88,044 domestic oil- 
burners and units, This compared with 
94,771 the previous month and 136,- 
951 the corresponding date last year. 
The June 30 stocks were divided: 
Conversion Burners, 48,852; Boiler- 
Burner units, 16,376; Furnace-Burner 
units, 22,816. 

Factory stocks on April 30, the latest 
available data, were 85,613 compared 
with 81,222 the previous month and 
with 81,365 at the end of April last 
year. 

TANK STOCKS: At the end of June 
dealers had on hand approximately 
51,704 consumer oil tanks compared 
with 55,187 the previous month and 
88,134 on June 30 last year. 

There seems quite a trend toward 
holding stocks down. Dealers in our 
industry are about like everybody else, 
they are doing a bigger business this 
year than they had expected and they 
can’t make up their minds that it is go- 
ing to last. 

Tank stocks were divided: 220-275 
gallon, 45,218; 550-675 gallon, 3,772; 
1,000 gallons or larger, 2,714. 

The average price paid by dealers in 
June for a 275 gallon tank was $30 or 
$1 below the May average. By sections 
of the country the June average was: 
New England $26; Mid-Atlantic, $32; 
Midwest, $27; Pacific Northwest, $38. 

The balance of this monthly study 
is being held up for a later release. 
You may have noticed that during this 
year the special questions each month 
have all been related to one topic. 
This time they were on fueloil trucks 
with an analysis of the considerations 
that determine the selection of new 
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Oilburner* and Building Permits 






























—————OILBURNERS ———-——DWELLINGS-sea 
June 6 MONTHS June 6 MONTHS 
1954 1953 1954 1953 1954 1953 1954 1953 
12 22 59 127 Albany, N. Y. ane Vee oo 
109 ~o 963 Baltimore, Md. 316 418 1370935 
os He Binghamton, N. Y. 44 24 104 19 
Bloomfield, N. J. 10 17 4516 
a fh e is Boston, Mass. 32 37 232 19] 
106 123 477 559 Bridgeport, Conn. se Ss Ae 
we yA se a Buffalo, N. Y. 42 37 217% 
4 16 96 95 Columbus, O. ne ss A 
: es it ae Des Moines, Ia. 411 79 1985 1293 
_ a 4 Ms Detroit, Mich. 270 = 3181506 1649 
51 61 182 192 Elizabeth, N. J. 6 4 37 
45 16 223 153 Freeport, N. Y. o* os ca 
as , aK ae Greenwich, Conn. 29 35 236 163 
Hackensack, N. J. 16 4 os $ 
Hartford, Conn. "fe ne of 
ee 2 ie Hudson County, N. J. ry i he 4 
29 52 146 191 Irvington, N. J. 1 4 11 18 
ie ae ia Lynn, Mass. 16 21 = 94 
eke 22 - 206 Meriden, Conn. Ae ta py a 
479 683 2622 2966 Milwaukee, Wisc. 420 322 1760 = 1348 
6 26 75 218 Minneapolis, Minn. 141 93 517549 
26 30 93 102 Montclair, N. J. a ae ‘ip Fs 
i a a ap Morristown, N. J. . 10 38 49 
39 40 150 154 Mt. Vernon, N. Y. — ne 
165 205 596 819 Newark, N. J. ; 
34 39 242 335 New Bedford, Mass. 
31 44 173 189 New Haven, Conn. 
she es we Rs New Orleans, La. rae oe < y 
32 19 ie 188 New Rochelle, N. Y. 32 34 170-907 
as A ae -» New York City (Total) i 
ts “ Brooklyn-Queens a 
- 629 oe 3141 Manhattan, Bronx, Rchd ius xe af i. 
19 54 285 397 Norfolk, Va. 37 61 224 38] 
oy bs fe es Oakland, Calif. ee re pi 7 
8 31 ms 216 Omaha, Nebraska 107 421 ip 817 
15 19 59 84 Orange, N. J. 3 0 10 3 
18 22 66 103 Passaic, N. J. ae re 5s ‘i 
31 54 257 Paterson, N. J. 3) 19 8) 
ote 559 2396 Philadelphia, Pa. = 5 ev 7 
os ws se sh Plainfield, N. J. 38 20 78 4 
54 57 232 244 Portland, Me. 15 16 "2 8] 
359 323 IAT 1636 Portland, Ore. 200 170 932 110 
9 16 112 106 Poughkeepsie, N. Y. yf a i vs 
76 110 i 486 Providence, R. I. 32 17 94 = 106 
ie ae ar 5 Reading, Pa. 3 9 aT 36 
38 1 174 Is A Richmond, Va. 48 42 248 2% 
116 36 260 192 Roanoke, Va. 2 ar 
2A7 292 793 1234 Rochester, N. Y. i ah me 5 
17 16 63 93 Rockville Center, N. Y. 8 9 35 63 
31 24 162 153 Salem, Mass. 6 4 29 4) 
147 98 626 539 St. Louis, Mo. 58 26 289 = 174 
7 10 46 125 St. Paul, Minn. 98 103 556595 
19 14 125 116 Schenectady, N. Y. 4 “ a " 
a 6 Sa ae Seattle, Wash. 280 146 1313 90 
204 200 827 909 Spokane, Wash. - ae 0§ Sy 
es a wi Springfield, Mass. 117 119 602i 
18 12 170 204 Stamford, Conn. ats We va 
5 ee ‘ Syracuse, N. Y. - ss 
as Trenton, N. J. 5 6 ie apne 
ae - ae ie Utica, Ni. Y: 41 11 90 } 
20 78 274 325 Washington, D. C. + re o 
ae me a in West Orange, N. J. 36 27 129 Md) 
26 34 118 121 White Plains, N. Y. 23 47 112, 
34 52-259 = 3.40 Wilmington, Del. 4 6 a2. 4 
119 se 594 577 Worcester, Mass. Re ih oe 
61 59 268 332 Yonkers, N. Y. no os oe tO 
1781 DIAZ 8037 9562 Totals 2544 2399 11305 116% 
—16.0 Percent Change +6.0 a —34 ° 


-15.7 


*Permits are not total sales in each market since none are reported from suburban areas 
which normally account for 20% to 60% of total sales in each market; nor are they ot 
rate index where enforcement is lax. Rightly used, however, they are a useful working in 
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trucks. The study went into the costs 
of fully equipped tank trucks related 
to their sizes and horsepower charac- 
teristics. In other words it’s a lot of fine 
information that lends itself to chart 
treatment so we are holding it up. The 


August 
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September issue of FuELOL © 0 
Heat is going to be devoted primar 
to fueloil management in both mat 4 
ing and distribution. This truck #¥” 
is being held over to be published * 


that special issue 
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Get 2 | sales advantages 


with |] fuel oil additive 


You can stop worrying about a Get new customers, too, by 
operational difficulties caused by . selling these other advantages of 
screen clogging when your fuel oil = Santolene H: it cuts corrosion, 
contains Santolene H. Cracked oe keeps sludge and sediment to a min- 
stocks and blends of cracked and ae imum, practically eliminates rust. 


straight run fuels containing San- 
tolene H will be appreciated by 


your established customers. 
Santolene: Reg. U.S. Pat. Off. 








& 
e Organic Chemicals Division 
MONSANTO CHEMICAL COMPANY 
Box 478, St. Louis, Missouri 
Please send me the latest technical bulletin on SANTOLENE H. 
NOI ods cde clades baasiagssacaw das cucpcasahaanadaris <xisistdi an Wen i ae En 
— AE @ 
SERVING INDUSTRY WHICH SERVES MANKIND PRDOI I oa caisdudadsiacascuatind tsigalantysnnanatapvappaodes<éhispeniog saidoecuteone tines gee 
& 
e 2, Se Oe ae er 78a ce gL tS Coton Run Serene ON ites savasbneceetenadidaoiics MR ee nicsicins 








ti APRIL we engaged Fact Finders 
Associates, Inc., professional New 
York sampling organization, to con- 
duct 1,499 consumer interviews among 
men homeowners to gauge the factors 
which influenced them to buy certain 
brands of central heating equipment. 

The interviews discovered: 

The dealer is the key man in the 
selection-purchase of 9/10ths of all the 
heating equipment which is bought by 
the homeowner himself. 

National or sectional brand knowl- 
edge is highest among those home- 
owner-consumers who are conscious 
that their selection was made on the 
dealer’s recommendations. 

Consumers know less about the 
brand of their heating equipment than 
they do about other major home equip- 
ment purchases, such as refrigerators, 
washers, etc. 

There is confusion about brands 
among consumers, which probably in- 
creases their tendency to rely on the 
local dealer. 

Based on what consumers now know 
after exposure to many years of con- 
sumer advertising by leading manu- 
facturers, obtaining brand acceptance 
for heating equipment in this way is 
difficult. 

Only 2.9% of all purchases in the 
survey were influenced by national 
magazine advertising. 

The fueloil dealer is the man who 
handles the largest amount of service 
for the homeowner. 

The 1,499 interviews were made in 
15 markets areas: Allentown, Pa.; 
Arlington, Va.; Baltimore; Boston; 
Cincinnati; Hartford, Conn.; Kansas 
City, Mo.; Indianapolis; Milwaukee; 
Rochester, N, Y.; St. Louis; Seattle; 
Bergen County, N. J.; Nassau and 
Westchester Counties, N. Y. 

All, of ‘course, owned their own 
homes, And, 39.2% of them purchased 
the central heating equipment then in 
use. Of the rest, 30.7% bought the 
home from a former owner with heat- 
ing equipment already installed; 
30.1% purchased a new home with 
whatever heating equipment had been 
installed by the builder. 

Better than half, 54.1%, of all those 
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Consumer Survey of heating Brands 
shows Dealer is dominating Factor 


FACTORS INFLUENCING 
HEATING EQUIPMENT 
BRAND SELECTION 


DEALER’S RECOMMENDATION 
NEIGHBOR’S RECOMMENDATION 
NEWSPAPER 


| 16.3% TELEPHONE BOOK 


& 2.9%o NAT'L MAGAZINE 


ADVERTISING 


i 1.0% RADIO AND Tv 


| 0.9% DIRECT MAIL 


| 13.2% BUILDER 


| 2.0% PLUMBER 


| 0.7% ENGINEER 


|__| 6.3% MISCELLANEOUS 





interviewed report they were using oil 
for heating; 28.8% use gas; 17.0% 
heat with coal and 0.1% use electric- 
ity. These percentages were virtually 
the same when a similar analysis was 
made among interviewees who re- 
ported they had purchased their own 
heating equipment. 

More specifically, the homeowners 
who had bought their own heating 
plants were asked to name the dealer 
from whom they made the purchase 
and 85.8% were able to do so. Those 
who had acknowledged a direct dealer 
influence in the selection and purchase 
of heating equipment knew the. brand 
name in 68.4% of the cases; 1.7% 
named some part, like a control or 
motor and 29.9% did not know the 
brand name. 

Those homeowners using oilheating 
were asked from whom they bought 
fueloil and who serviced their heating 
equipment, The results showed that 
53.5% of these homeowners buy fuel- 
oil and burner service from the same 
dealer; 29.9% buy oil and service from 
separate companies; 11.8% insisted 
their equipment needed no service, 
perhaps reflecting inherent sales re- 
sistance to burner service contract of- 
fers; 4.8% do their own service. 
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The final question sough: to trace 
“What caused you to select a particy 
lar brand of central heating equip 
ment?” Among those who bought their 
own heating plants, these were the 


influences: 
*Dealer Recommendation 38.39% 
*Neighbor’s Recommen- 
dation of Dealer 28.9 
Advertising: 


*Newspapers 9 
*Telephone books 6. 
National magazines 2 
*Radio and television 1.0 
*Direct mail 0.9 20.6 


Builder (a) ) 3.2 
*Plumber (b) 2.0 
*Engineer (c) 0.7 


Miscellaneous: (d) 
*Reputation of Dealer 3. 
*Convenient (Dealer) 1. 

Used same brand before 1. 
*Price (Dealer) 0. 


oot 


2 6.3 
100.0% 

(a) This undoubtedly refers to the build: 
er who erects the structure, working from 
the owner-architect-blueprint combination 

(b) Some plumbers probably are included 
in the “dealer” classification also, as are 
fueloil dealers, sheet metal men, heating 
contractors. The word ‘“‘dealer’’ was used 
to simplify matters. “Retailer” could have 
been used as easily. 

(c) This undoubtedly refers to dealers 
or some dealer-salesmen. Some_ heating 
equipment manufacturers for years have 
been calling their dealers and the retail 
salesmen “Heating engineers.” 

(d) Some of these answers could have 
been distributed among one of the other 
classifications. For instance, if “Reputa 
tion’ was mentioned, where did the home 
owner learn of the reputation of the dealer’ 

*These items represent factors over which 
dealers exercise direct or indirect influence. 
They total 92.9%, of which 41% are di 
rect contact influences: Dealer recommen 
dations, 38.3%; plumbers, 2.0% and engi 
neers, 0.7%. Then, 51.9% represent iv 
direct influences: Neighbor recommenda 
tion, 28.9%; newspaper advertising, 9.5%; 
telephone books, 6.3%; radio and tele’ 
vision, 1.0%; direct mail, 0.9%; repute 
tion (dealer), 3.4%; convenient (dealer), 
1.0% and price (dealer), 0.9%. Only 
7.1% of the sales covered in these inter 
views were influenced by factors outside 
the dealer's activity: National magazine a 
vertising, 2.9%; builder, 3.2%, used sam 
brand before, 1.0%. 


Inescapably the survey strengthen 
the indication that the dealer is the key 
man in influencing the selection and 
purchase of heating units, It demo 
strates that the manufacturer cane 
rely solely upon his own advertisiig 
to achieve this result, but instead mus 
depend upon the dealer. Also, the 
manufacturer must tell his story 
dealer in order to have it reach 
homeowner at the time he is m™ 
market for a heating plant. This * 
usually only once or at long interv® 






























There’s money in the air. 


when you sell CHRYSLER AIRTEMP! 


THE NAME helps you sell 
the furnace...when it’ 


CHRYSLER AIRTEMP! 


The average person doesn’t buy a 
heating system often. So, when the 
need does arise, he is naturally in- 
clined toward the product with a 
name he knows—and knows he can 
trust. You will find that most people 
know the Chrysler Airtemp name, 
associate it with engineering leader- 
ship, have complete confidence in 
the quality of the products which 
carry it. As a Chrysler Airtemp 
Dealer, you don’t have to sell the 
name as well as the furnace. . . the 
name helps you sell the furnace! 

















































































































But name recognition and prestige 
make up only one of many impor- 
tant extras you have working for 
you when you sell Chrysler Airtemp 
Heating. The seven additional extras 
listed below will give you a more 
complete picture of the many sell- 
ing helps which Chrysler Airtemp 
provides. To receive all the facts 
and figures on the most profitable 
opportunity for dealers which the 
heating industry can offer you today, 
just fill out and mail the convenient 
coupon reproduced at lower right. 


Hi-Boy Furnace— 


in gas and oil-fired models 


















































































































































































































































FO&OH-8-54 | 

Airtemp Division of Chrysler Corporation | 
P.O. Box 1037, Dayton 1, Ohio l 
! 

! 


() H R S I F R f\ | RT F Ny) p | would like to know more about the Chrysler Airtemp Franchise. 
N 


ame. 





heating « air conditioning for homes, business, industry 





| 

| 

Address | 
Airtemp Division, Chrysler Corporation, Dayton 1, Ohio | 
City Zone. State | 

al 
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RENICK & MAHONEY, inc. 


EVER-TITE,THE BEST 
IN QUICK COUPLINGS 


Ever-Tite couplings guarantee a 
quick, tight hose connection every 
time. A flick of the hand and you 
have a permanent, securely 
sealed connection to hose and 
outlets... another flick and it’s | 
open. Never jam or fail. By pre- | 
venting leaks and spills they pay | 
for themselves many times over. 
There’s an Ever-Tite for every 


hose coupling need. 









You can rely on 
R & Mmen to _ 
you keep plant = 
qrucking costs to o minim . 
" he best equipme 


arketing need. 







for every ™ 





Send for the R&M complete catalog 


RENICK & MAHONEY, inc. 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 
Complete Equipment for the Oil Trade 
































THE MOST SIGNIFICANT development 
during July affecting fueloil markets 
was actually not fueloil at all but gas- 
oline. The fact that gasoline stocks 
had climbed to very unhealthy levels 
was echoed in repeated price adjust- 
ments downward. 

Some refiners are of the opinion that 
the chief reason for the gasoline glut 
is the rapid growth of fueloil demand, 
and point out that to meet the nation’s 
call for fuel it is necessary to make 
too much gasoline. 

Other equally prominent oil men 


oe eee eee eee eee eee eee eee eee reese eres eee 





argue that making too much gasolin, 
is nothing but careless attention to in- 
dustry economics since they foresay 
this situation as early as December 
Yields could have been adjusted down, 
ward on gasoline but to many oil my 
that’s sacrilege. 

On the other hand, these situation: 
are transitory and will soon be {oy. 
gotten for the stocks will subsid 
through restricted runs. Heating gj 
stocks are running 3-4% above 1953 
and while that is less than the growth 
of oilburners in use there is plenty of 
flexibility to keep up with demand, 

Fueloil distributors are in the usual 
summer doldrums, getting out some 
product but not making much of a 
push. Most middle distillate consum. 
ers are on automatic deliveries any: 
way, which means that they'll get a 
fill when the oil level in their tanks 
drops to the reserve line, not before. 

It is doubtful if refiners generally 
will do as well profitwise this year as 
last. According to most sources the 
June spread between the cost of crude 
at the plant and the income received 
from products sold was 90¢ per barrel. 
Last fall it reached a high point of 
$1.07. 


CROC SCH SHH SHS H HUES HOCH SHOE HHO KHER ORE? 


No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of July 15, 1954 


Tank Tank 

Car Wagon 

Portland, Me. 9.35¢F 13.0¢ 
Boston 9.257 12.9 
Providence 9.257 12.9 
Springfield, Mass. “% 13.7 
Hartford 9.55F 13.1 
New Haven 9.24 1257 
Syracuse 10.1 1352 
Albany 9.4 12.6 
New York 92+ 13.0 
Newark 9.27 12.7 
Philadelphia 9.35F 12.6 
Harrisburg ‘ca 13.1 
Baltimore 9.357 12.9 
Wilmington, N. C. 9.5 12.8 
Washington ay 13.3 

*Delivered. 


Tank wagon prices shown are for maximum one-time delivery discounts. 


Subject to .25¢ vol. allowance. 
{Subject to .50¢ vol. allowance. 
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Distillate Fueloils 


PRIMARY STOCKS* 
(Thousands of Barrels) 
East of Rockies 


July 9 July 11 

1954 1953 

East Coast 31,370 30,571 
Midwest 28,510 25,234 
Gulf Coast 16,901 21,131 
Total 76,781 76,936 


* American Petroleum Institute. 
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**Bureau of the Census. 


Tank Tank 
Car Wagon 
Richmond 9.7¢ 12.9¢ 
Charleston, S. C. 9.5 12.7 
Chicago 10.6% 13.8 
Detroit 11.157 14.2 
Cleveland 10.7*f 13.7 
Minneapolis 10.25 13.3 
St. Louis 10.2* 13.4 
Indianapolis 10.625* 14.1 
Milwaukee 115° 14.5 
Des Moines 10.75 13.5 
San Francisco 10.15* 12.7 
Portland, Ore. 10.75* 13.3 
Seattle 1075" 13.3 
Spokane 10.15* 15 I 
Los Angeles 9.65* I2.2 
SECONDARY STOCKS** 
(Thousands of Barrels) 
May 31 May : 
1954 1) 
East Coast 6,000 6,0 
Midwest 4,458 a 
Gulf Coast 600 
Mountain 512 i 
Pacific 1,237 1,1 
PR ee eA qo” 
Total 12,807 12,756 
































A Branded Product is Easier to Remember-— 
: Easier to Sell ! 


One sure way to help boost your fuel oil sales 
is to sell a branded product...one that people 
know and trust. That’s Mobilheat! 


This well-known name is backed by 88 years 
of marketing and merchandising experience. 
1953 With it you get sales helps of all kinds... 
proved plans and programs to help you meet 


305 and beat all competition. 

459 

156 Make it warm for your customers—“hot” for 
156 your competition with Mobilheat! 





SOCONY-VACUUM OIL COMPANY, INC. 


eloil 


by 
Milburn Petty 


WASHINGTON — Topmost officials are 
being strongly urged to lay up govern- 
ment-owned tankers and utilize com- 
mercial ships now idle for lack of busi- 
ness. 

Industry leaders are pointing out 
that the United States is setting a bad 
example for other oil countries, oper- 
ating this “government fleet” while 
privately-owned tankers are laid up. 

They are worried by implications of 
the “Onassis Deal” under which Saudi 
Arabia appears to be aiming at a tanker 
monopoly. 

Moreover, with nearly 50 laid-up 
tankers overhanging the market, the 
boat situation is about demoralized. 

Every now and then, some owner 
of a laid-up tanker decides that he will 
lose less by chartering the ship for 
50% or more below USMC rates, 

This, with government competition, 
has discouraged tanker building—not 
one commercial keel has been laid in 
American yards for over 18 months. 

The growing probability that a pipe- 
line will be built from the Gulf Coast 
to the East Coast is another discour- 
aging factor for tanker operators. 


Pipeline to the East Urged 


The National Security Council is 
anxious that a large-capacity oil pipe- 
line be built from the Gulf to the East 
Coast—with perhaps a “feeder” ex- 
tending westward to Williston Basin 
or even linking up the Canadian oil 
fields—to provide overland transporta- 
tion in case of war. 

That was why the American Pipe 
Line Co., promoted by Paul Ryan, 
New York, was given a 40% acceler- 
ated tax amortization on its proposed 
$170,000,000 products line from the 
Gulf to Newark, N. J., with oversize 
capacity of 500,000 barrels daily. 

Perhaps nearer to reality is the pro- 
posal of Texas Eastern Transmission 
Corp. for conversion of the “Little 
Inch” pipeline back to petroleum prod- 
ucts, as soon as the necessary substi- 
tute facilities can be built to take over 
the gas load now carried by this gov- 
- ernment-built line of World War IL. 
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Government Influences on Fuels 


If the FPC approves, Texas Eastern 
hopes to have this change-over com- 
pleted early in 1956, However, it 
would operate only as far east as the 
Pittsburgh area. 

In the Middle West, the Ajax crude 
oil pipeline will be converted to mov- 
ing products from Oklahoma refineries 
to the Wood River, Ill., area; about 
22,000 barrels daily as a starter. Cities 
Service and Conoco have pieced to- 
gether this new line. 

For the fueloil marketer, the build- 
ing of pipelines from refining areas 
into the heavy consuming eastern area 
means greater flexibility in peacetime 
and more assurance of continued sup- 
plies in case of a war. 


IPAA Has New Import Plan 


There has been a shift in the situa- 
tion on oil imports of direct interest 
to fueloil marketers. 

The Independent Petroleum Asso- 
ciation of America has proposed that 
oil imports from any particular coun- 
try at the present tariff (averaging 
about 10¢ per barrel) should be related 
to the total U_ S. export trade with 
that country. Oil imports over and 
above the volume determined by the 
IPAA’s formula would be taxed at 
$1.05 per barrel. 

Effect of this would be that crude 
and products—mostly residual oil— 
from Venezuela could continue at their 
present volume with no added tax. Be- 
cause of the large trade with Canada 
and Mexico, their “quotas” would be 
virtually unlimited. 

On the other hand, only about 34,- 
000 barrels daily could come in from 
the entire Eastern Hemisphere. 

IPAA’s program was called “re- 
freshing” by Otis H. Ellis, National 
Oil Jobbers Council. 


FPC ‘Freezes’ All Gas Prices 


An all-out fight for legislation to 
free independent gas producers from 
the control of the Federal Power Com- 
mission is assured at the next session 
of Congress. 

Using its new authority under the 
Supreme Court’s decision in the Phil- 
lips Case, the FPC has “frozen” all 


prices of natural gas as of June 7 levels, 
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applying utilities rules to over 4099 
independent producers and gatherers 
for the first time. 

No prices can be increased withoy 
first applying to the FPC which cap 
suspend such price changes pending , 
hearing and decision by the Commis 
sion which must be satisfied as to the 
“reason and basis” for such change 

Automatic price increases under “es, 
calation” clauses in gas supply cop. 
tracts must have FPC’s approval, 

Producers are forbidden to back out 
of gas supply contracts even though 
they reserved this right, if the FPC 
should move in. 

So strict was this order that cop 
sumers have charged that the FPC 
“deliberately” made it drastic so that 
opponents could more easily put acros 
legislation ending FPC control, 


Gas Blamed, Not Oil Imports 


Standard Oil Co. of California has 
issued a brochure, titled “Why Can't 
We Sell More Crude Oil?” 

After analyzing the situation, this 
conclusion was reached: “The inability 
of domestic crude oil to find larger 
markets is traceable primarily to the 
greatly increased competition of nat 
ural gas and liquid hydrocarbons de- 
rived from it. An arbitrary curtailment 
of supplemental imports of crude and 
residual oils would not solve the prov 
lem.” 


Cabinet Group Studies Coal 


Acting on the coal industry's ay 
peals for help, President Eisenhower 
has set up a Cabinet-level group 0 
study “the danger to the well-being of 
the Nation resulting from present oo 
ditions in the bituminous coal indu 
try” and recommend remedial steps 

Earlier, the coal men had recotl 
mended all sorts of relief —subsidis 
controls, etc, But the two that Eiser 
hower seemed most interested in wet 
(1) lower freight rates to help 
compete better with oil and gas, and 
(2) greater use of coal by governmett 
agencies. 

Meanwhile, the coal-state governds 
have renewed their recommendatiot 
that Congress impose quotas on ™ 
ports of residual fuel oil and that te 
FPC consider the impact of gas ™ 
ports in granting pipeline applicat®™ 
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and our customer 


with 


This remark was made on a Webster EKOTAPE recording 
by William E. Maloney of the Arilex Oil Corp., Lexington, Mass. 


He continued: 


“I did the work myself 20 years ago. Then, 
as our business grew, I trained men to do 
service work. I found that WEBSTER FUEL- 
UNITS could be serviced in the field, and dur- 
ing World War II this was a big help. We 
satisfied our customers by giving them better 
service then... and we still do. 

“By being able to repair equipment right 
on the job, we keep costs down for ourselves 
and our customers. This is becoming more 
important every day because our business is 
more competitive than ever before. 

“Carrying a stock of repair parts for WEB- 
STER Fuel-units is no problem. A service man 
can carry with him the few parts needed for 
field service on most types of WEBSTER pumps. 

“Servicing overhead furnaces is not an easy 
job because of the high, tight places where 


If you would like to reduce 


your service costs and build Customer Confidence, write for details on WEBSTER equipment 


SIMILAR FUEL-UNITS ARE MADE FOR SALE IN CANADA BY CANADIAN ACME SCREW & GEAR, LTD., OF TORONTO 
UNDER LICENSE BY WEBSTER ELECTRIC COMPANY 


they are installed. Where we make the in- 
stallation, we always use a furnace with a 
WEBSTER heavy duty pump and we’re having 
no trouble at all. We have found this the 
most satisfactory way to do the job.” 


When asked about WEBSTER DELAYTROL, 
the delayed opening, instant shut-off valve, 
Mr. Maloney said: 

“I think Delaytrol is important on every 
burner. It does an excellent job of starting 
and stopping the flame regardless of the type 
of combustion head. The action of Delaytrol 
in the field is more important than its cost to 
the user, and it saves us trouble. 


“When it comes to WEBSTER IGNITION 
TRANSFORMERS, all I can say is that they 
have always been free from trouble.” 
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RECTORSEAL *2 | 








makes EVERY 
installation 





When you use RECTORSEAL #2 on 
connections in your heating installa- 
tions you can be absolutely sure of 
“no leaks” because 

RECTORSEAL never hardens, but re- 
tains a plastic elasticity that seals for 
the life of the joint. 

RECTORSEAL is insoluable in fuel 


oil, diesel fuel and all petroleum frac- 
tions. 


RECTORSEAL thickens in the joint— 
won’t squeeze out. 


RECTORSEAL is thin in the can for 
easy, economical application. 


RECTORSEAL is smoother, cleaner— 
requires no stirring or mixing. 


See for yourself—compare quality, de- 
pendability, service and price. 
you'll know there’s no. seal like 
RECTORSEAL. 


Available in brush-top cans in a size 
to suit your requirements. 


Try it at our expense—Write us for 


FREE SAMPLE. 


Your supply house has it 
or can get it for you. 


RECTORSEAL, Dept. O 
2215 Commerce St. 


RECTORSEAL 


Houston 2, Texas 


Potented. Trade Mark Reg. U.S. Pat, Off 


NUMBER TWO 
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Oil Marketers 


Institute 


at Yale, September 13-15 


ie PROBABLY THE first time in the 
Northeast an Oil Marketers Man- 
agement Institute is to be conducted at 
Yale University, New Haven, Conn., 
September 13, 14 and 15, The sponsor 
is the Connecticut Petroleum Assn., 
through its Educational Committee. 
The chairman is William F, iit 
president, Valley 
Oil Co., Middle- 
and_ the 


>r members 


town, 
othe 
are Samuel Pearl, 
Pearl Oil Co.,, 
Rockville, Rich- 
ard D. Bannigan, 
Danielson Oil 
Co., Danielson, 
and Larry Ed- 


wardson, 





Briggs 
the 


secretary of Assn. 

The Institute is being limited to 50 
Connecticut oil men and the registra- 
tion fee for the three days is $50. 

Highlights of the speakers and panel 
discussions are: 

Opening session Monday, Septem- 
ber 13 at 8 P.M., L. T. White of Cities 
Service, New York, will discuss “The 
Independent Oil Marketer.” This will 
be followed by a panel on “Building 
the Future of the Independent Mar- 
keter.”” Moderator of this panel will 
be Herbert A, Yocum, editor, National 
Petroleum News, and the members will 
be F. Raymond Kraemer, management 
consultant, Mineola, N. Y., Samuel 
Wilkes, president, Crown Petroleum 
Corp., Hartford, W. D. Roth, Dahl Oil 
Co., Norwich, Conn., Fred Meeder, 
president, Richfield Oil Corp., New 
York, and an executive of Shell Oil 
Co., New York, whose name was un- 
available at press time. 

The Tuesday morning session starts 
with a panel on “Development Money” 
and the participants will be David 
Hewitt, Hartford (Conn.) National 
Bank, Edward Isaacs, Edward Isaacs 
Co., New York, George Sawyer, vice- 
president, First National Bank, Boston, 
and Gilbert Timone, general credit 


Next comes a clinic on “Basic Hy 
man Relations” conducted by the Con. 
necticut State Department of Educ. 
tion with S. Y, Spaulding, Vinal Jones 
and Gerald Hafey participating, 

The Tuesday afternoon session has 
first a panel discussion on “Economical 
operation of the Independent Mar. 
keter.” The participants are being g- 
lected by the American Petroleum In 
stitute —four men. 

Following that is another clinic on 
‘Human Relations—Your Employees” 
by the same group as on the morning 
clinic. 

The Tuesday evening session at 8 
P.M. features an address on “Margins” 
by F. Raymond Kraemer, Mineola, 
New York. 

Wednesday the 15th, 
opens at 9 o'clock with a panel dis 
“Sales Promotion and Ef- 


morning, 


cussion on 
fective Merchandising” 
emphasis on fueloil, Moderator is Rob 
ert Gray, FUELoIL & Ort Heat editor, 


with a major 


Merchandising Panel 





Gray 


and the featured speakers are John 
Blondel, president, John Blondel & 
Son, Montclair. New Jersey, L. B 


manager, American Oil Co., New Fox, national manager, Fuel Oil aa 
York. Socony-Vacuum Oil Cc., New Yor 
August 
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Next winter’s clogged-burner service 
alls may be starting now—and right 
in your storage tanks. 

But you can easily cut down this 
costly nuisance if you act now. If your 
fuel does not already contain an addi- 
tive, treat it with DuPont Fuel Oil 
Additive No. 2. 

A recently published survey* dis- 
tlosed that over the past five years 
wtvice calls have been cut an average 
of 44% with heating oils containing 
anadditive to prevent fuel system clog- 
sing. Individuals report cuts of as 
much as 95%, 


duPont Fuel Oil Additive No. 2 acts 
inyour fuel oil to retard the formation 
of insoluble residues that clog filters, 
nozzles, screens and lines. 

And Fuel Oil Additive No. 2 works 
ill the way from your storage tanks to 


E1.DU PONT DE NEMOURS & COMPANY (INC.) 


"etroleum Chemicals Division * Wilmington 98, Delaware 











this distributor is olluliing next winter's nuisance calls 
by ordering DuPont Fuel Oil Additive No. 2 


the flame in your customers’ burners. 
Since it acts as a sludge dispersant, it 
reduces formation of deposits that 
might otherwise plug burners. Thus, 
every step of the way, it is helping you 
eliminate service calls. 


But Act Now... 
The time to improve next winter’s 
service situation is now ... by combin- 
ing DuPont Fuel Oil Additive No. 2 
with your present supply of fuel. It is 
liquid in form and easy to add. 


How much will it cost? 
The cost of Fuel Oil Additive No. 2 is 
amazingly low—with some marketers 
reporting well under 2¢ per barrel. 
And when you consider the increase 
in customer satisfaction by making 
fewer service calls, it more than pays 
for itself. Too, Du Pont Fuel Oil Addi- 
tive No. 2 has an effective sales promo- 



























tion and advertising appeal that can 
help you increase sales. 
Try it! 

You can get samples of DuPont Fuel 
Oil Additive No. 2 to test in your stock. 
And you can get complete information 
on it and methods of adding it from 
any DuPont Petroleum Chemicals Di- 
vision representative or regional office 
listed below. May we urge you once 
again to act mow so that you can get 
the most benefit possible next winter. 

*Fuel Oil and Oil Heat—May 1954 


REG. U.S, Pat, OF 


Better Things for Better Living 
. . . through Chemistry 


Petroleum Chemicals 


ee eee eeeee eee ees eee ee ee ee ee ee ee ce ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee oe or en er en en en ee ee ee ee ae ee ee eee 


NEW YORK, N. Y.—1270 Ave. of the Americas. . .Phone COlumbus 5-3620 

Regional ( CHICAGO, ILL.—8 So. Michigan Bivd......... .Phone RAndolph 6-8630 
< TULSA, OKLA.—1811 So. Baltimore Avenue........- Phone Tulsa 5-5578 

Offices: | HOUSTON, TEXAS—705 Bank of Commerce Bidg..... Phone PReston 2857 
LOS ANGELES, CALIF.—612 So. Flower St. ..Phone MAdison 5-1691 


IN CANADA: Du Pont Company of Canada Limited—Toronto, Ont.—Montreal, Que.—Calgary, Alta. 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Building 6529—Wilmington 98, Del. 
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Presents A COMP ACT 


BIMETAL Combination Fan and 
Limit Control with Summer Switch 






MODEL FAL-20A 


BACK VIEW 







FRONT VIEW 


The Element is 


Less than 2 Inches Deep 





Does the length of the helix element on conventional fan and 
limit controls pose a problem for you? Then take a close look at 
this new thin Crise Model FAL-20A, made with a “‘watchspring” 
type bimetal element.This element is less than 2-inches deep. You 
can easily slip one of these into a minimum area between your 
control panel and heat exchanger. You'll have a cleaner looking, 
more compact design. You'll gain in performance, too, for this 
spiral bimetal element has proved to be extremely positive, fast 
acting, and durable. 

Already, thousands of Crise FAL-20A fan and limit controls are 
giving superior service on leading makes of furnaces. Increased 
production facilities now make this announcement possible. Fur- 
nace manufacturers are invited to ask for samples and quotations. 
Write, wire or phone today. 


CRISE CONTROLS DIVISION 








COLUMBUS 16, OHIO 
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and Fred Haab, president, F. C, Hash 
Co., Philadelphia. 

That will be followed by another 
clinic, “Human Relations—Your Cy 
tomers,” again by Spaulding, Jones 
and Hafey. 

After the Wednesday luncheon 
Frank Kundahl, president of the Con. 
necticut Petroleum Assn., will sum, 
marize the principal high spots of the 
Institute meeting. Following Kundahl, 
the closing speaker of the sessions will 
be Dr. O. Glenn Saxon, Professor of 
Economics, Yale University, 

The marketers attending the sessions 
will eat all meals together starting with 
Monday dinner at 7 P.M., preceded 
by registration at 5 o'clock and a 9 
cial hour at six, 

Some months ago, an Institute some. 
thing along this line was put on at the 
University of Texas with excellent re 
sults. In that one, fueloil had very 
minor emphasis but it will be a major 
topic at Yale. Chairman Briggs points 
out that this new management insti 
tute is to become an annual affair, 


o, 
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Plans being worked out 
for burner smoke Tests 


AN EXCHANGE of correspondence be- 
tween the Oil-Heat Institute of Amer 
ica and the Underwriters’ Laboratories 
has resulted in a broad agreement on 
details for implementing the proposed 
revision to Commercial Standard CS 
75-56 requiring oilburner smoke tests. 
The revision proposes: 

“A field smoke test shall be made 
when the burner has been in operation 
15 minutes and shall show a No.5 
Shell-Bacharach spot or better. Al 
laboratory tests shall show a No. 4 
Shell-Bacharach spot or better.” 

D. H. Bottrill, technical secretary 
of OHI, explains that, after general ap’ 
proval of the revision, difficulty arox 
in working out procedures to get al 
burners retested by Underwriters for 
compliance. In a letter to the labor 
tories, Bottrill suggested the possibility 
of an “arrangement whereby your fac 
tory inspectors could witness a SMO" 
test carried out in the manufacturet 
plant” instead of requiring new tests 
at Underwriters. 

Herbert Witte, Underwriters 
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Now you can have a burner compact 
enough to fit the smallest jacket exten- 
sions without sacrificing quality or effi- 
ciency. Only 8%” deep by 15'%c” wide, the 
Sun-Ray Bantam makes possible impor- 
tant space savings in the design of boiler 
and furnace units with limited clearances. 
Despite its truly small dimensions the 
Bantam has the rugged construction and 
efficiency of all Sun-Ray burners. 


SEATUBEGSD 


Exclusive Perimi-T-Aire.Metering allows uni- 
form, unimpeded air intake, eliminating all 
dead spots. Finger-tip dial facilitates precise 
adjustment of air volume. 


Pressure Seal Design assures efficient, quiet, 
uniform air delivery. Unique bulkhead seals 
low pressure from high pressure air, contrib- 
utirig to elimination of pulsation. 


One Piece Precision Casting with housing 


ATTENTION BOILER AND FURNACE MANUFACTURERS — Sun-Ray’s engineers will 
cooperate.in adapting the Bantam to your particular requirements. Write for details. 


* AUTOMATIC 


scroll designed for smooth, efficient air delivery. 


PLUS: the use of standard parts throughout; 
easy servicing, with swing-away transformer 
exposing all vital parts. 


The Sun-Ray Bantam has been tested and 
proven in actual operation. It is approved by 
U.L. (U.S. Comm. Stds.) C.S.A. of Canada 
and all other leading authorities. 
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\ he fills all 


your needs—at once 


People don’t like to stand in line. When they want something, 
they want it now... not two or three weeks from now. Sure, it 
may have taken your customer eight months to decide to buy a 
new furnace, but when he’s made his decision, he wants that 


furnace “yesterday.” 


» That’s even more true when there’s a breakdown. Repairs 
can’t wait while you wire the factory and wait for parts. 


Somebody’s going to take care of those customers fast. It 
might as well be you. And the only way you can give fast service 
is to get fast service. That’s one important reason why your 
wholesaler is in business. He has those heating units you need, 
in stock. He has those parts, in stock. Name the equipment you 
need, and he’ll have it for you—NOW. 


Mighty few dealers are big enough to carry all the inventory 
they need of units and parts to give that important fast service. 
And most of those big dealers know that it’s better to let the 
wholesaler take care of stocking. Better, yes, and more economi- 
cal, too, because the wholesaler is set up to do it efficiently, on 
a quantity basis. 


It Pays to Buy from Your Wholesaler 


It’s easy to say, “eliminate the middleman,” but it just doesn’t 
work. Someone has to perform the services, and your wholesaler 
is equipped to do so with maximum economy. Wholesalers are 
more than worth every cent of their charges in terms of not only 
service for their dealers, but in actual cold cash. If dealers didn’t 
actually profit by buying from them, these “middlemen” would 
long since have been out of business. 


One of a series of advertisements presented in the interests 
of better distribution of heating equipment all over America 
by THE HEIL CO., makers of HEIL Automatic Heat. This 
series is prepared in co-operation with the National Heating 
Wholesalers Association and the Central Supply Association. 
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meer in the Gases and Oils Dept, 
promised cooperation to expedite 
smoke tests and agreed that, when 4 
manufacturer is equipped to make the 
simple smoke tests required, “we can 
arrange to have our inspector check the 
performance during one of his regular 
visits to the factory.” 

Final details are expected to be ap 
ranged shortly. 
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Savings and Loan League 
favors open-end Mortgages 


IN THE CURRENT EDITION of the 
United States Savings and Loan 
League’s Savings and Loan News, its 
general counsel, Horace Russell, en: 
dorses “open-end” mortgages for home 
improvement, repair and remodeling 
work, His action is expected to stimu: 
late interest of the League’s 4,100 
member savings associations in “open: 
end” mortgages. 

Under them, a family which has re’ 
duced the principal of its mortgage is 
permitted to reborrow the amount of 
the repaid principal, with no change 
in interest rate, or an even larger 
amount if the lending institution ap 
proves. The additional borrowed 
amount then is amortized with the re 
mainder of the mortgage over the life 
of the loan. 

Russell calls such a plan an essen 
tial part of what he believes savings 
associations should use as a “flexible 
mortgage contract” to cover all family 
financing needs. Flexible mortgage 
provisions, he explains, enable a bor 
rower with a good loan record to take 
advantage of the credit rating he has 
established. 

Funds for home improvements, Rus 
sell continues, are obtainable under # 
flexible mortgage contract at mortgag? 
rates and terms, and even credit needs 
arising from emergencies can be ob 
tained “by the family which has pr’ 
paid its mortgage or has built up 
ample security by regular payments 


o, 
“ 


Fuel Preferences shown 


in consolidated Surv! 


A CONSOLATION, compiled by News 
papers’ Consolidated Consumer An® 
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n-limit control 


weed warm air furnaces 


Now you can offer your customers the latest in independent of the thermostat. In addition, it features 
Honeywell’s complete line of furnace controls — the a summer fan switch. 

1498 Combination Fan Limit Control. Designed for With the addition of the L498 to the Honeywell 
application to all types of forced warm air furnaces, line, you can continue to feature the famous Honey- 
the L498 will work equally well on milli volt, low well qualityand dependability in every control required 
voltage, or line voltage circuits. The L498 combines for any heating need. This means more selling-power 
high limit control and operation of the fan motor for you, more satisfaction for your customers. 
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FAN ON INDICATOR 


HELICAL ELEMENT 


LIMIT INDICATOR 


LIMIT STOP 


LIMIT TERMINALS 


MOUNTING HOLES (4) 


oneywell 







TOP BARRIER 


FAN OFF INDICATOR 


SCALE PLATE 


FAN 
TERMINALS 





BOTTOM BARRIER 





For complete information on the 
Honeywell L498B Fan-Limit 
Control, and on the entire line of 
Honeywell Controls, write 
Honeywell, Dept. FH-8-159, 
Minneapolis 8, Minnesota. 


N12 OFFICES ACROSS THE NATION 








TANK-FILTER 


HOOKUP VALVE! 





No. 1910 


why? Because it direct-connects 
the oil filter to the new underside loca- 
tion of the oil tank discharge outlets— 
brings oil filter out beyond the tank 
rim where it can be easily installed, 
removed and serviced. 


The new No. 1910 Tank-Filter Hookup 
Valve has all the quality features char- 
acteristic of Guardian valves: 


@ Adjustable packing nut. 

@ Metal-to-metal precision seat- 
ing. 

@ Highest quality machined 
brass bar stock. 

@ Leakproof brazed body con- 
nections. 

@ Long-life packing. 

Write for catalog pages V-101 and Y-I0I-A illus- 


trating the most complete valve line designed espe- 
cially for oil heat installations. 


Watch October issue for a completely different type 
of flexibie coupling. 


; PRODUCTS CORPORATION 


Valve Division 
Dept. F-84, 1231 E Second Street 
Michigan City. Indiana 
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OIL 


1954 1953 1954 1953 1954 1953 
Portland, Me. 73.2% 66.7% 4.0% 4.3% 27.3% "Eq 
Washington, D.C. 40.8 37.4 35.0 30.4 19.8 yn” 
Cincinnati, O. 7,3 6.6 60.5 57.0 29.9 35.1 
Indianapolis, Ind. 44.5 39.8 7.3 6.7 46.3 52.5 
Milwaukee, Wis. 34.2 3153 Bae 21.9 43.0 473 
St. Paul, Minn. 49.3 55.4 35.7 24.4 14.6 197 
Duluth, Minn. 47.5 45.2 5.6 6.4 47.0 48 4 
Omaha, Neb. 29.9 30.0 52.4 47.8 16.7 219 
Salt Lake City, Utah 6.6 5.2 74.6 71.5 18.3 232 
Seattle, Wash. 83.0 81.0 4.2 4.3 11.6 13.3 
Portland, Ore. 67.9 ‘i 9.4 oe 7.0 ped 
Sacramento, Cal. 7 2A 95.5 95.8 
Fresno, Cal. 2A 3.1 94.7 92.3 
Modesto, Cal. 1.3 1.1 97.6 96.1 
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ysis, Milwaukee 1, Wis., contains re- 
sults of surveys conducted by 19 ma- 
jor newspapers, Fourteen of the sur- 
veys gathered figures on heating fuel 
preferences in their markets, showing 
a comparison of fuels used for heating 
in those areas. 

Early this year questionnaires were 
mailed by the newspapers to readers, 
who returned them in person to news- 
paper offices where they were checked 
for accuracy and completeness. The 


| percentages listed above are interesting 
| in that they show a pattern of geo- 
| graphical preference for heating fuels. 


Figures for 1953, where available, 
are included for comparison. 
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Standard of Indiana plans 


Terminal in North Dakota 


THE STANDARD OIL CO. (Indiana) has 


_ announced plans to build a distribu- 


tion terminal near Jamestown, N. D., 
to serve a part of eastern North Da- 
kota and northeastern South Dakota. 

The terminal, which will handle 


| fueloil and gasoline, will be on a 20- 


acre plot, and will serve about 140 
bulk plants in a 100-mile strip extend- 
ing from the Canadian border through 


| North Dakota to a line 50 miles into 
| South Dakota. 


Running 16 hours daily, the termi- 
nal is expected to handle nearly 50 
million gallons of refined products in 
its first year of operation. Both tank 
cars and trucks will be loaded at the 
terminal. 

At the same time, Standard released 
details about a microwave radio com- 
munication system it is installing along 
its new 200-mile products pipeline 
from Mandan, N. D., to Moorhead, 
Minn. 


Similar in function to line-of-sight 


August 
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television transmission, eight towers 
will be installed at thirty mile inter 


vals across the country. The system 
will initially provide  simultaneoy 


communication on five channels 


>, 
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Underwriters operating new 
test Station at Northbrook 


THE OPENING OF a fourth testing sta 
tion at Northbrook, IIl., has been an 
nounced by Underwriters’ Laborato 
ries, Inc. Among the sections now op 
erating in this new station is the Ga 
and Oil Department. 

Land for the new testing station 
comprises 153 acres northwest of 
Northbrook. The new testing station 
adds approximately 45,000 sq. ft. of 
floor space to the 120,000 sq. ft. of 
floor space at the Underwriter’s main 
ofhice in Chicago. 
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Rhodia has fueloil 
odor masking Chemical 


COMMERCIAL PRODUCTION has beet 
started by Rhodia, Inc., Paterson, 
N. J., of reodorants designed to im 
prove the odor of fueloil. Designate: 
as “Alamask 0.19” and “Alama 
0.20” the products are available 
petroleum refineries. 

According to the manufacturers 
products provide adequate odor 
erage for both No. 1 and 2 fueloil 


Se 
Mid-Hudson Affiliate 


- buys local oil Outle 


| AN AFFILIATE of Mid-Hudson Oil @ 
Inc., Poughkeepsie, N. ¥. North 
Dutchess Oil Terminal, Inc., has ™ 
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OIL THRIFTY 


Che @ils Coe Nous 


HERCO NOW OFFERING COMPLETE LINE 
| OF PROFITABLE OIL HEAT EQUIPMENT 





NEW Boiler- Burners 
inlude Water Heaters. 


sizes of installations. 


ship. 





New units specially designed 
for small, medium size homes, 
industry. Five sizes: 99 to 
42,000 BTU’S (or 440-1120 
4. ft. radiation) . 

Packaged as shown. Tankless 
wils, control (incl. low voltage 
oom thermostat), Herco 
bumer and circulator com- 
iletely prewired; relief valve, 
‘heraltimeter, combustion 
chamber, rockwool insul: ited, 
Vindmaster draft control. 
(hit ready to place, connect. 


“Stainless Heat” Warm 
Air Furnaces from 65 
to 150,000 BTU’s. 


Herco’s Stainless Heat Units 
will hide away in 6-7 sq. ft. 


Models avail- 
any home or 


floor space. 
able for most 
small building. Much atten- 
tion has been given to size 
and appearance so an unob- 
trusive installation can be 
made anywhere. 








Hereg (0 . 
lereo Commercial Water 


‘aters come in the same five 
ae 19 to 39 gals. Enameled 
talvanized shell (60 PSI max. 


Four Different Types. 


"orking pressure), boiler 14 Models. 
nist with insulation, com- | Lowboy (5 models), Highboy 
_ n chamber. Herco (3. models), Horizontal (3 
“stack switch, aquastat,| models), Counterflow (3 
canmmometer are packed | models). All completely fac- 
y. tory assembled. 





Hot Water Boiler- Burner Units Plus 
Low Pressure Burner Completes Line 


Select Franchises Available 


An expanded Herco Line now includes complete heat- 
ing units as well as conversion burners for all types and 
Selected dealer 
areas not now covered are available for organizations 
desiring a complete, profitable, top quality line. 


franchises in 


Herco is famous in the industry for excellence of de- 
sign, best quality materials, and precision workman- 
Economy, minimum maintenance, and customer 
satisfaction have been proven since 1927. 
competitively priced, and each and every Herco is fire 
tested before leaving the factory. 
in profiting by Herco, call or write. 


THE HERCO OIL BURNER CORP., LANCASTER, PA. 


The line is 


If you are interested 


NEW! Low Pressure 
Unit. Firing “dialed”. 
No nozzle clogging. 








Model HLP-1 
of perfection for small instal- 


A standard 


lations. Specially designed 
to burn only the minimum 
amounts of oil required by 
small heating units. Large 
orifice nozzle overcomes the 
problem of clogging. 


No Nozzle Changes. 
Correct firing rate is simply 
“dialed”. (There are ten set- 
tings from 0.4 to 1.5 gals. 
per hr. on Sundstrand fuel 
pump.) No further adjust- 
ments or nozzle changes 
needed. Equipped with fa- 
mous Herco Thrifti-Fier for 
economical, trouble-free 
service. 7, 9, 12, and 16” 
draft tubes. 


| Famous High Pressure 
_ Models for all types, 
sizes installations. 





Model P. 
20 gals. per hr. 
signed to fill a definite heating 


4 sizes—from 1.0 to 
Each size de- 
need. 


Patented Thrifti-Fier 


(exclusive with Herco) saves 
heat. 


oil, delivers maximum 
Clean, quiet, trouble-free. 





Model F. 2 sizes—1.0 to 4.5 
gals. per hr. Flange or pedes- 
tal mount. Extends less than 
10” from boiler with flange. 
| Equipped with Thrifti-Fier. 








Model LV Residential. 


3 sizes 


| —.75 to 7.0 gals. per hr. Fin- 
| est burner you can sell. Visa- 
flame safety control. Equip- 


| ped with Thrifti-Fier. 


Catalog literature describing 
|each line is yours for the 
asking. 
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HORIZONTAL BOILER 


... offers you top 
efficiency and economy! 








The NEW YORKER 
/ f horizontal tube boiler provides 
{top heating efficiency because 
of its scientific 'three-pass" de- 
sign, offering maximum heat trans- 
fer and lowest stack temperature. 
All heat passages are surrounded 
» by heat-absorbing — surfaces. 
.\\ Beautifully jacketed in blue- 
\ \. and-gray hammertone finish. 





@ Oversize, 


capacity 
tankless water heater. 


large 


@ Fire-tubes of extra heavy 
gauge steel. 


@ Pre-cast combustion cham- 
ber withstands temperatures 
up to 3200° F. 


@ Fire-tubes easily accessible. 


tc wwe ee ee eee ee eee —_—— ee 1 
: New Yorker Steel Boiler Co., Inc. | 
i Colmar, Penna. i 
| Gentlemen: | 
Please rush me full information and prices 
on the New Yorker horizontal tube boiler! 
i PURINE co ccccvccccescesccece es | 
BOER save shece ses aieeieece OC er : 
| City ..... pt awe jot NE cetetcise 8 
1 Type of Business .........seee0e eocece I 







New YorKER 


tracted to purchase the fueloil business 
of Clarence Rhynders of Rhinebeck, 
N. Y. 

The transaction includes a 1!4 mil- 
lion gallon oil storage plant on the 


| Hudson River front at Tarrytown, to- 


gether with an office building and 
garage buildings in Rhinebeck, plus 
trucks and other equipment. 

Since the plant is located within 
about four miles of the planned East- 


| ern terminus of the Kingston-Rhine- 











cliff Bridge, it is anticipated that there 


will be considerable commercial and 
home building expansion in this area. 

Retail fueloil delivery service to 
Rhynders customers will be continued 
under the proprietorship of Robert J. 
Tator, Rhynders-Tator Oil Service, 
Rhinebeck, and Rhynders will con- 
tinue to be available to assist in the 
affairs of the business, 

Officers of the Northern Dutchess 
Oil Terminal, Inc., include Richmond 
F. Meyer, president; Donald P. Love, 
secretary; and Charles L. Stanley, 
treasurer. 


\/ 
“9 


A. B. (Al) Coop has joined C, A. 
Breed, Inc., West Newton, Mass. to 
augment their work in the industrial 
and commercial oilburner field. For- 
merly with the Massachusetts Heating 
Corp., Coop is a past president of the 
Massachusetts Oil Heating Assoc., and 
has been in the oilburner industry 
since 1918. Coop’s work has covered 
practically the entire field of commer- 
cial-industrial oilburning, along with 
combustion chamber designs for stand- 
ard and special applications. 


Edgar A, Burt has been appointed 
chief engineer of Orr & Sembower, 
Inc., Reading, Pa. 
Westinghouse Electric Corp., Phila- 
delphia, Burt had been manager of one 


Previously with 


| of the development engineering sec- 


tions of that company. 


A. A. Kirk recently was named 
sales coordinator for Iron Fireman’s 
Electronics Division, Portland, Ore- 
gon, with responsibilities including di- 
rection of advertising and publicity. 
With the Division since 1952, Kirk’s 
appointment is part of a program 
aimed at delegating “responsibility to 


August 
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young and competent men, keeping 
pace with the Division’s growth,” 


David Proctor has been designated 
executive vice president of Gulf Qj 
Corp., Pittsburgh, Pa. Proctor has 
been a director, vice-president, ang 
general counsel for Gulf since 1945 
and is a member of the executive, f. 
nance and management policy com, 
mittees. He will continue as a director 
and general counsel. 


P. C. Thomas, Selwyn Eddy, and 
J. L. Wadlow, general sales managers 
for the East Coast, Midwest, and West 
Coast Divisions respectively of the 
Shell Oil Co., New York, have ex. 
changed sales territories. Thomas will 
take over supervision of the Midwest 
area, Eddy will go to the West Coast, 
and Wadlow will move to the East 
Coast. The exchange is being made to 
give the general sales managers the 
broadest possible experience and 
knowledge of the company’s entire 
marketing operation. 


E. K. Stevens, vice-president and 
treasurer of the International Exposi 
tion Co., has been elected president of 
the organization, and he also becomes 
manager of the Heating and Ventilat 
ing Exposition Power Show. Stevens 
succeeds the late Charles F. Roth, 
founder of the company, who died 
June 24 as the result of an automobile 
accident. Born in New York on De 
cember 24, 1886, Roth, during a career 
of forty years, organized and matv 
aged more than sixty industrial expo 
sitions. He won many awards for his 
work in chemistry, including th 


Cooper Medal. 


Bruce Dickinson, vice-president 0 
MH Heating Supply, Inc., GE di 
tributor in Poughkeepsie, N. Y., dit 
on June 12 following a heart atta 
He was one of the pioneers in G# 
heating distribution. In 193! le 
joined Strain & Sutton in Pougly 
keepsie and a year later that firm we 
awarded the second automatic heati 
franchise awarded by G-E. In 1 
M-H Heating Supply was formed #0 


‘handle the wholesale end of the bus’ 


sales ‘ts Vice’ 
ness and Dickinson became its 
president and general manager. 
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Nine B & G Boosters, individually controlled by room thermostats, 
circulate hot water to each zone. 


For QUIET operation and 
ong, trouble-free life, 
you can depend on the 

& G Booster. Send for 
Bulletin DG-950—see 


EVERY TENANT 
HIS OWN 
WEATHER-MAKER 





Fd 


B & G Flo-Control Valves, installed in the supply mains, prevent an 
override in temperature when the Boosters shut off. 


Some like it warm, some like it cool... but in this apartment 
building, B & G Hydro-Flo Heating keeps everybody happy. 
Each tenant can have the temperature considered most 
comfortable—and raise or lower it at will! 

The building is divided into nine zones, each equipped 
with a thermostatically controlled B & G Booster and a 
B & G Flo-Control Valve. Economy of operation as well as 
comfort is achieved, since zoning permits compensation for 
differences in exposure, solar effect and cemperature 
preference. 


When you install a B & G Hydro-Flo Forced Hot Water 
System, you’ve laid the groundwork for the most modern 
comforts and conveniences. You've provided better heating 
...uniform temperature—warm floors—draftless rooms. 
You've assured fuel economy and the convenience of low- 
cost, all-year domestic hot water. Snow-melting and summer 
cooling equipment can be added at any time. 


Send today for catalog of B & G Hydro-Flo Products. 


ae =) BELL & GOSSETT 


seller in the field. 


*Reg. U.S. Pat. Off. 


c¢ co Ff Ff 2 = FF 
Dept. DN-7, Morton Grove, Illinois 
Canadian Licensee: §. A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto, Canada 
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LOWER 
INSTALLATION COSTS 


BETTER PERFORMANCE 


with 


Kolbkast Chambers 





The Kolbkast Standard. This 
low cost chamber has capaci- 
ties from .75 to 2.25 gph and 
can be installed quickly as 
there are only 5 pieces to 
assemble. 





The Kolbkast Universal. It is 
16” high, has capacities from 
-75 to 8 gph and can be fitted 
easily to most boilers and 
furnaces. 
@ 


All Kolbkast Chambers have a K- 
factor equal to insulating brick 
and provide excellent perform- 
ance with high or low pressure 
burners. The Standard and Univer- 
sal are availab!e in two types 
—for temperatures to 2100° F 
and for temperatures exceeding 
2100° F. Ko'bkast Chambers are 
scientifically packed to prevent 
breakage. 
Get details today 


KOLB REFRACTORIES CO. 


MEADOW AND JACKSON STS., 
PHILADELPHIA 48, PA. 


KOLBKAST 
INSULATED 
CHAMBERS 
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Setters 


H. LIEBLICH & CO., INC. 
New York 23, N. Y. 

Editor: 
I read with interest in your June 
issue of the various new products 
shown at the Philadelphia exposition. 


The front cover, about which you 


comment as being unidentified, shows | 


two Johnson dealers from Otisville, 
N. Y. They are examining with con- 
siderable interest a cut-out section of 
the new §S. T. Johnson model °53 
metering pump burner. The gentleman 
on the right of the picture is pointing 
to the oil passages to and from the 
metering pump. 

MURRAY LIEBLICH 


RODERICK STEPHENS AND 
ASSOCIATES, INC. 
New York 28, N. Y. 
Uditor: 

Your otherwise excellent account in 
the June issue of the natural gas dis- 
cussion during the Empire State Pe- 
troleum Association meeting contained 
a typographical error. 

The report states, “The few citizens 
(i.e. landowners) who have dug in 
their heels and resisted have been able 
to collect as high as 30¢ a foct .. .”, 
instead of 6¢ offered by pipeline 
agents. 

This should have read “As high as 
$30 a foot,” or nearly 500 times the 
amount first offered. 

RODERICK STEPHENS 
President 


\7 
“9° 


]. M. Hoskinson has been appointed 
sales manager for the standard line of 
industrial pumps manufactured by the 
Pump Division, Geo. D. Roper Corp., 
Rockford, Ill. He joined the Roper or- 
ganization in 1939 and was in the 
Navy Bureau of Ordnance during 
World War II. Hoskinson joined the 


sales department in 1950, 


Ward Brundage, vice president and 
general manager of the Brundage Co., 
Kalamazoo, Mich., has been elected 
president of the Western Micuigan 
Chapter of the American Society of 
Heating and Ventilating Engineers. 


> 
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Ay FROM Youn 
(@ G. E. or PREMIER 


FURNACE CLEANER 
..-Get the 


SOOTMASTER 
Futter Unit 


THROW 












SOOTMASTER Filter Unit, oe: 
signed for easy installation i" 
container of G. E. and Premie’ 
Furnace Cleaners, eliminates 
the outside bag. Gives double 
protection against leaks an 
blow-outs. THROW-AWAt 
BAG provides a safe and eas) 
method of dirt disposal. 


Complete with 10th 
$ 7 5 away bags ond 
—~ release tie-cord. 
® Order from your jobber 
© Jobbers’ inquiries invited 
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easier to install 
BI@NG-AIF cooting-heating 


BEATER FLEXIBILITY 10 FIT ANY SPECIFICATIONS 


Now 14 year-round heating-cooling systems ! 
1 (ooling capacities from 2 to 5 tons, with 3 new self-con- 




























NER 


ined units, including the most compact 5-ton unit on the 
narket. Coleman Blend-Air Conditioning removes twice 
«much moisture from the air as ordinary systems. No 
wise or vibration because condensing unit can be installed 
in remote location. All connections accessible from front. 


Now 3 different Water Misers! 


Two, 3 and 5 ton capacities. They install anywhere—in garage, 
lor instance. Coleman Water Misers cut cooling water costs 
Ni%, electricity 25%, eliminate cooling tower problems. 
Vater Misers operate more economically, with less noise, and 
are more accessible for service. 


Three new horizontal furnaces! 


\ total of 18 models now in the Coleman line. Horizon- 
lls are designed for limited-area applications, and are rated 
it 85,000, 100,000 and 140,000 BTU input. Great flexibility 
manifold and control locations for easier installations. All 
(oleman furnaces have long-life burners and combustion 
de chambers, 

n in 

"em New Blenders! 

uble i iling Blenders direct air flow to outside walls and windows 
and & ‘or better perimeter cooling and heating. Ideal for kitchens, 
NAY bathrooms, etc., or to supplement outlets in large rooms. 
ea) lostall with minimum plaster-cutting. eliminate redecorating 
‘spenses in old homes. They install quickly, easily. Ad- 
lustable Concealed Blenders fit neatly in standard walls, be- 
ween studs. Cabinet Blenders are ideal for installations in 
*xisting homes, 


CR Ee 












OIL FIRED 





CEILING BLENDER CONCEALED BLENDER CABINET BLENDER 


Blond -Prv. 


America’s Leader in Home Heating and Air Conditioning 
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with 














How to step up service 
and win new customers 










The | wy 
Answer: x | Nia “a 
Sw. AY: we = 
a —~ 
5A ae 
To ¢ RCA 
2-WAY 
RADIO 














“Our slogan is ‘15 minute service 
when you need it’,” says William H. 
Sullivan, President and General 
Manager, Shore Gas and Oil Co., 
one of the largest independent dis- 
tributors in New Jersey. ‘‘With radio 
it is often possible to dispatch a truck 
while the customer is still on the 
phone!” No wonder business is 
booming for this firm. 


Their RCA 2-Way Radio is more 
than paying for itself, according to 
the record. Based on their expendi- 


For the Best in 2-Way, Say '‘RCA” 


tures for equipment and service, plus 
10-year depreciation, radio costs 
them 70 cents a day per truck. Fig- 
uring three dollars an hour running 
time for a truck and saving an aver- 
age of one hour each day per truck, 
radio is paying generous dividends. 


Attract business your way by install- 
ing RCA world-famous 2-Way Radio. 
Accident-proof 16-gauge steel case, 
housing the transmitter-receiver, 
withstands toughest shocks and jolts. 
Quality parts assure top performance, 
proof against gruelling weather con- 
ditions, whether intense heat or 
intense cold. Operating costs are low, 
servicing easy. 


The RCA Service Company is at 
your beck and call for installation 
and service wherever you are. Why 
not mail the coupon today ? You'll 
incur no obligation. 





RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT « CAMDEN, N. J. 





a USE THIS HANDY COUPON FOR LITERATURE ~—————— = 
| Radio Corporation of America, Dept. G-201, Building 15-1, Camden, N. J. | 
| In Canada: RCA VICTOR Company, Ltd., Montreal | 
7 -» |_| Please send literature |_| Have Communications Specialist call 7 
| NAME i ee _ | 
7 TITLE OMAP AINT 3 Saitek aa ater cnart cients 7 
| ADDRESS__ _ | 
7 cry... ZONE STATE x pier : 
escheat coerce he ati ei en sis te see wcll a oiabiageeindippial J 
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Industey Groups 


Activities of local and national ip, 
dustry associations are reported month. 
ly in this department, Secretaries gy, 
invited to send reports of their Group; 
activities to reach the editor by the 
15th. 


Philadelphia oilheating 


Promotion gets under Way 


A BULLETIN on the progress of the 
Greater Philadelphia Fuel Confer 
ence’s Oil Heat Public Relations Fun¢ 
reveals that on July 14 alrnest $27,009) 
had been subscribed by various oil 
minded organizations. This is 23% of 
the fund’s $115,000 goal. 

The money has been put to use ir 
the following ways: During June 
1,400 lines of advertising were utilized 
in the Philadelphia Inquirer and Sun 
day Inquirer, while 600 lines wer 
purchased in the Daily News. In ad 
dition, supplementary 25 line revers 
ads were inserted during a 15 day pi 
riod extending over late June and earl) 
July. 

The results have been so encouray: 
ing that a broadened, long-range plas 
has been adopted which will cover no! 
only the aforementioned newspaper 
and the Bulletin, but also radio an 
transportation car cards. 

The Conference has prepared 
tabulation showing the cost of hous 
heating with fueloil and gas in Phila 
delphia proper and suburban Philadel 
phia. For the 1953-54 heating season 
gas heating cost 32.3% more in th 
City of Philadelphia and 54.0% mor 
in the suburbs. Based on 4041 degree’ 
days for the period, fueloil (including 
electricity) cost $140.84; gas in th 
City of Philadelphia cost $186.33 an 
in the suburbs, $216.87, Gas costs wer 
calculated after adding 4 Mef/monti 
for service water, but this componett 
of the cost is then subtracted from 
total costs to show the net heating co 
as computed with the influence of 2" 


ice water and cooking. 


SBI Meeting hears of hie’ | 

Rating for hot water Boiler: 
WITH SALES of steel] boilers current’ 
equal to the volume at this time ” 
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_,,. Industry Groups 


1953, confidence in a continued high 
lel of sales of steel boilers of all types 
wasexpressed at the 26th annual meet- 
ing of the Steel Boiler Institute, held 
it the Traymore Hotel, Atlantic City, 
May 25. 

R.A. Locke was re-elected president 
of the Institute while E. I. Boardman, 
manager, Spencer Heater, was elected 
vice-president. Locke is also secretary 
and treasurer. 

Elected to the Board of Directors 
was John T. Dillon, president of The 
Titusville Iron Works Co, Other mem- 
hers of the Board include the officers 
and the following: Paul K. Addams, 
Fitzgibbons Boiler Co.; C. M. Baum- 
vatdner, The National Radiator Co.; 
E.V. Hebard, The International Boiler 
Works Co.; J. F. Johnston, Jr., Johns- 
ton Brothers, Inc.; E. M. Palmer, Ke- 
wanee- Ross Corp.; H. H. Peek, Jr., 
Lookout Boiler and Mfg. Co.; H. B. 
Steggall, Pacific Steel Boiler Div., U. S. 
Radiator Corp.; and J. C. Trefts, Jr., 
Farrar & Trefts, Inc. 


Meeting approves Code 


The meeting also formally approved 
the sixth edition of the Steel Boiler 
Code, and for the first time Scotch 
type boilers will be included in the 
code, along with three large sizes of 
residential boilers up to 5,000 square 
feet of net steam, and three additional 
large sizes of commercial boilers. 

L.N. Hunter, chairman of the En- 
gineering Committee, reported that the 
net rating of automatically-fired hot 
water boilers has been increased by 
MA%. 

The change was made after the com- 
mittee completed a study of the allow- 
ances for piping and pick-up losses and 
decided that the existing allowance of 
0% could be reduced safely to 
1%. The small home heating boiler 
currently rated at 77,000 Btu or 510 
net sq. ft. of hot water radiation now 
will handle 87,000 Btu or 580 net 
sq. ft, 

The Engineering Committee also 
Me a joint meeting with the Boiler 
ae espeage of the Heating, 
fein 7 “0 Air Conditioning Con- 

ational Association, the 


| Ptpose being to discuss cooperation 


On a io ? 
ais joint code to rate boiler-burner 
Its, 





New England OHI to sponsor 

10th Annual Service School 
THE TENTH ANNUAL Oil Heat Service 
School will begin in Salem, Mass., 
September 13, under the sponsorship 
of the Oil Heat Institute of New Eng- 
land and the local Oil Heat Industry 
Committees. 

The course consists of ten lectures 
and during each week the meetings 
will be scheduled as follows: Mon- 
days—Young Men’s Catholic Tem- 
perance Society Hall, 10 Boston St., 
Salem, Mass.; Tuesdays—Y.M.C.A., 
31 Mechanic St., Manchester, N. H.; 


Wednesdays — Municipal Court 
Room, City Hall, Dover, N. H.; 
Thursdays — Y.M.C.A., 70 Forest 
Ave., Portland, Me.; and Fridays— 
Y.M.C.A., 62 Turner St., Auburn, 
Me. 


During the first four weeks of the 
course Minneapolis-Honeywell Regu- 
lator Co., Minneapolis, Minn., will 
arrange lectures covering oil burner 
control systems, wiring, master con- 
trols, accessory controls, electronic 
controls and the servicing of Modu- 
flow installations. The next two weeks 
of lectures will be given by the Wm. 
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FUELOIL & OIL HEAT will close 
for advertising the 


20th 


of the Preceding Month 


OCTOBER 
ISSUE 





sonnel, Agency Men, 





Please Notify all Advertising Production Per- 


Engravers, Copy Men, of this move to give 


better service to our Advertisers. 


Advertising Managers, 














the 
"BECT CELLER 


for 
you 





Here’s a man worth talking to! He can show you 
quickly how to ring up more sales on your cash 
register —through advertising in the Classified 
Telephone Directory. 


The Classified has proved itself a real “best 
seller’’. It’s found in practically every home, office 
and factory. And so many people use its ‘yellow 
pages’ to find out where to buy the products and 
services they need. 


Naturally, the more product or service headings 
you're listed under, the more prospects will find 
you. The Classified Directory Representative knows 
plenty about local buying habits. He can give you 
many sound suggestions for getting more cus- 
tomers, more business, more profits. 


Call your local telephone business office—ask for the , 
Classified Directory Representative— make a date to let 
him show you how to put this “best seller” to work for you! 





! 







+ + + Industry Groups 





Steinen Mfg. Co., Newark, N. J., and 
nozzles, air patterns, combustion 
drafts and chimney prablems wif] he 
discussed, 

Bacharach Industrial _Instrumep, 
Co., Pittsburgh, will be in charge of 
the following week’s lecture on tey. 
ing equipment. The Williams Diy. 
sion, Eureka Williams Co., Blooiing 













ton, Ill., will give lectures on servicing 
all low pressure burners for two week: 
The final week, the Winkler servicin: 
story will be presented by the US 
Machine Division, Lebanon, Ind. 







For further information, write Iva 
C. Sutherland, director of education, 
Oil Heat Institute of New England 
839 Beacon St., Boston, Mass, 





South Carolina Oil Jobbers 
have annual summer Meeti 





MEETING AT THE Bon Air Hotel i 
Augusta, Ga., the South Carolina (i 
Jobbers Association had two days o! 
meetings and conferences, August 
9-10. President of the group, C, 6 
Bass, presided at all meetings. 

Among the industry speakers wer 
Ollie O. McGahee, Phoenix Oil C 
Augusta; J. T. Melton, executive sc 
retary of the S.C. Petroleum Indust 
Commission; W. G. Willard, vie 
president of the S.C, Oil Jobbers; C 
Wylie Statler, executive  secretar) 
Georgia Independent Oilmen’s Ax 
ciation; Frederick H. Meeder, chat 
man OIIC in New York; and Roter Here 
Gray, FUELom & Cm Heat. 

Ed Wimmer, vice president, the G 
tional Federation of Independent Bu duction 
















iness, was the speaker at the banqu! - 
and his subject was “How Much! teat 
your Name, Mr, Jobber?” Marti Hf attracts 
A. Shearouse, general trust ofice: alike, J 
Citizens & Southern National Biff "™rle 


of South Carolina discussed Hh yy, 
Planning with the group. tising ay 
hind yc 

F 3 profit 1 

Jersey Association holds The, 


its fourth annual Outi ment, al 


THE FOURTH Annual Outing of . 

Fuel Oil Distributors Association ° 

N. J. was held on July 27 at the De 

Golf and Country Club, Deal, NI 

Co-chairmen for the outing ™ GENER) 

Robert Crane and Willard Hagens E | Motor 

A. W. Rich is executive director of 

| organization. 
August 

1954 
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1! CAN SELL 


HOME OWNERS EASIER 
BECAUSE OF DEPENDABLE 
COMFORT WITH LOWER 


FUEL BILLS ! 


MY UNITS ARE 
PRE-SOLD BY BIG 
NATIONAL AND LOCAL 
ADVERTISING PROGRAMS! 


| AM ASSURED 
OF FULL PROFITS 


BECAUSE OF SIMPLIFIED 


INSTALLATION AND 


SERVICE ! 





Here’s What General Motors’ Backing Means to You! 


The General Motors automobile pro- 
duction line methods gives you a top 
quality product at lower unit cost. GM 
combustion engineering means more 
heat from fuel—a selling plus that 
attracts builders and home owners 
alike, And GM designing gives you a 
complete, compact oil line that fits all 
today’s modern building needs. To top 
itall, you have the force of GM adver- 
‘ising and merchandising methods be- 
nind you. Yes, it’s the only 4-way 
profit program in the industry ! 

These deluxe OPC-H units for base- 


ment, alcove or closet are available in 


DELCO-HEAT 


two sizes, 80,000 and 100,000 BTL 
output. The OPC-LD units for base- 
ment installation are available in four 
sizes: 80,000, 100,000, 125,000 and 
150,000 BTU output. Handsome heavy- 
duty steel cabinets and Multi-Rad Heat 
Transfer System for maximum heating 
surface. Delco-Heat Pressure Oil 
Burner. Entire units, except OPC 150- 
LD. shipped assembled for fast, easy 
installation. 

Get the facts about our franchise 
today. Write: Delco Appl. Div., Dept. 
FO, General Motors Corp.. Rochester 
1. New York. 


For a good deal — 
DEAL WITH DELCO 


. .a complete line of automatic oil and gas-fired conversion burn- 
ers. Conditionair forced warm air furnaces and heating and cooling 
units, boilers, water heaters, and electric water systems. 


eloil 


1 CAN SELL 
MORE BUILDERS EASIER 
BECAUSE OF NEW LOW PRICES } 
AND GM MERCHANDISING 
VALUE ! 

















i. 


me up to one hour of 
service time every day 














THE IDEAL OIL HEATING 
INSTALLATION AND 
MAINTENANCE BODY 


Here’s the body that takes a completely 
equipped shop to the job, and saves up to 
75 minutes per day. Using the latest 
average service base rate of 6 cents a 
minute and an average saving of 30 min- 
utes a day Service-Master saves 
$478.00 worth of time a year. Available 
in sizes for 1/, 34, 1, and 114 ton chassis 
— regardless of age or make. The coupon 
below will bring complete details, with 
no obligation to you. 


MAKE YOUR PICK-UP TRUCK 
A SERVICE TRUCK, TOO! 


for Y2 and % ton pick-up trucks 





These easy-to-install tool and material 
compartments are finished in baked-on, 
medium-dark green enamel. Parts bins are 
built-in. Doors have slam-action catches, 
with locks keyed alike. Available with 
overhead rack. 





McCABE-POWERS AUTO BODY CO. 
_ 5900 No. Broadway « St. Louis 15, Mo. 











Please send me complete details on: 
SERVICE-MASTER [_] SERVICE-TWINS [_] 


Name 





Company 








City & State 





I 
i] 
q 
i 
1 
ft 
Address i 
i 
I 
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. . « « Industry Groups 


Holloway named President 
of Oregon Heating Industries 


OREGON HEATING Industries, Inc., re- 


| elected Charles R. Holloway, Jr. presi- 


dent at its annual meeting held at 
Berg’s Chalet, Portland, June 16. 

Other officers elected were: Vice- 
president: Bill Moersch, Joe Loomis 
Co., Beaverton; Secretary: Vic Milnes, 
Western Oil & Burner Co., Medford; 
Treasurer: George Larsen, Larsen Oil 
Co., Portland. 

The seven directors elected to serve 
one year terms included: Henry Auld, 
Jr., Automatic Heat Co., Eugene; Jim 
Coon, Jr., Diamond Fuel Co., Port- 
land; Ken Gustafson, Gustafson Fuel 
Co., Eugene; John Heilbronner, Fred 
Heilbronner Fuel Co., Klamath Falls; 
Howard Smalley, Howard Smalley 
Co., Salem; Johnny Saunders, McCall 
Oil Co., Portland; Oscar Tyler, Mt. 
Scott Fuel Co., Portland. 

The election of three directors to 
serve terms on the board of the Port- 
land Oil and Burner Dealers Associa- 
tion, was held in conjunction with the 
state meeting. Elected to serve three 
year terms were: Denton J. Bacon, 
North Coast Oil Co.; Andy Cook, 
Carson Oil Co.; and Lyle Neschke, 
Campbell Oil Co. 

Members of the Portland board hav- 
ing one additional year to serve are: 
Ian Shaw, Albina Fuel Co.; Jim Yeo- 
mans, Multnomah Fuel Co.; and 
Chuck Holloway. Those having two 
years to serve are: Walt Anderson, 
American Oil Co.; Roy Lindsay, Econ- 


' omy Oil Co.; and Lloyd Miesen, Sun- 





set Oil Co. 


Success of Operation WHAM 


assured; Acceptance good 


“OPERATION WHAM,” the National 
Warm Air Heating and Air Condi- 
tioning Association’s promotional cam- 
paign designed to promote aircondi- 
tioning and heating modernization, has 
been greeted with considerable enthu- 
siasm by manufacturers, dealers, and 
wholesalers. 

The number of requests for WHAM 
material and information has been 
great, although the program is only 
sixty days old. The effectiveness of the 
plan is dependent on getting a repre- 
sentative number of dealers to take 


Fred W. Heaney, president of the New 
York Oil Heating Association, Inc, 


presents his organization’s check for 


$1,000 to J. F. Albright (right), So. 
cony-Vacuum and treasurer of the Pe 
troleum Education Foundation, The 
Foundation is chartered by the State 
of New York and sponsors educational 
programs in New York City schools 
and a university course in petroleum 
distribution. New York City courses 
include oilburner training for voce: 
tional high school students. The Asso- 
ciation’s contribution was taken from 
the treasury as evidence of its faith in 
the Foundation’s plan for providing 
trained personnel. Reasoning behind 
the move held that as the program 
progresses and more and more trained 
students are available for employment 
by New York City oilheating dealers, 
the dealers not only will be saved the 
time and expense of on-the-job training 
for new servicemen but also they can 
expect to cut down turnover in service 
personnel. 


part, along with constant repetition of 
local advertising. 

With such a favorable response, the 
Association feels that the future 0 
the operation is assured. 


Int’l. Heating and Ventilating 
Show to be held in Philadelphi« 


THE TWELFTH BIENNIAL session of the 
International Heating and Ventilating 
Exposition will be held in Philad! 
phia, January 24 to 28, 195). The 
show also known as the air condition 
ing exposition will be sponsored by the 
American Society of Heating and Vew 
tilating Engineers, New York, whos 
61st annual meeting will be that sa™ 
week. 

The entire facilities of the Philade 
phia Commercial Museum will be uti 
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BURNS BROS. 


FUEL OIL. 


Every gallon saved by 
SUSTAINED METER ACCURACY 


saves the profit on several gallons sold 





Every gallon lost by inaccurate measurement . . . every dollar spent adjusting 
hing Servicing your meters . . . loses the profits on many gallons sold. With con- 
sontly shrinking margins, you no longer can make up these losses simply by 


pram : 
‘ne, | %0sting volume. Best way to hold the profit line is to select the meters with the 
nent ‘mest record for sustained accuracy and low maintenance. Red Seals stand head 


Sa ond shoulders above all other meters . . . for tank trucks and bulk plants alike. 
1 the “ant proof? Keep your own accuracy and maintenance records. Ask the men 
who have worked with Red Seal meters . . . in your own company or your 


ming ; 
, neighbors. 


) can 


rvice Here’s more proof of sustained accuracy... 


things you can see with your eyes: 
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Measuring chamber has 
only one moving ele- 


“Capillary” seal... 
a thin film of liquid 


Double-case design 
eliminates distortion of 


This patented ‘’Gear 
Shifter’ firmly locks 


ng ae No complicated . +.» prevents wear be- measuring chamber’ calibration. Cannot 
hi of = ae to get out tween piston and cham- caused by pressure or drift or slip between 
p Ja lustment. Occa- ber. Seal is rigidly piping stresses. Pre- tests, Easy to adjust 


sional dirt won’t dam- 


controlled by precision 


vents binding and un- 


when required, but it’s 























of the yh Red Seal . . . machining . . . stays even wear. seldom required. 
: pee FIs easy to re- constant through long Y 

lating * easy to clean. accurate life. | ’ 

’ 4 
ladel 
wa Can Bank Gn 
ition — i 
Dy the 
| Ven N 
i PYEPTUNE METER COMPANY 
, Same Des . 4; - 

SO WEST Soth STREET » NEW YORK 20, N.Y. & e: 
ATLANTA + BOSTON ¢ CHICAGO « DALLAS + DENVER 

dade! NO. KANSAS CITY, MO. « LOS ANGELES « LOUISVILLE 

4 PORTLAND, ORE. * SAN FRANCISCO 
e uth Op IN CANADA’ MEPTUNE METERS LTD., 


3430 LAKESHORE RD., TORONTO 14, ONT. 
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ized and all the exhibits will be on one Qualifications restrict eligibility to 
level. Space reservations are already “any person affiliated with the petro- 
ahead of the total at the last exposition | leum industry who, in the line of his 
two years ago according to the Inter’ _—_ duty or off the job, saves a life either 
national Exposition Co., managers of — because of an act of heroism which 
the show. involved the risk of his own life, or be- 
cause of the successful administration 
API announces Award for of first aid.” 
Heroism by Individuals Sponsor of the award is the Safety 
THE AMERICAN Petroleum Institute has and Fire Protection Section of the In- 
established a Meritorious Safety  stitute’s Department of Technical 
Award to give public recognition and _ Services, and only those acts performed 
tribute to outstanding acts of heroism since January 1, 1953 will be recog- 
and first aid. nized. 


THE PORTMAR ENGINEERED STEEL 
BOILER LINE ze govs 










Now You Can Get Wet Heat in Any 
Capacity ... from One Source! 









Because of the many years of dependable performance, 
proved in thousands of installations, Portmar can now 
offer you a complete line of Oil or Gas Fired Heating 
Boilers for Steam or Hot Water Systems plus a complete 
line of Tankless Twin Coil Volume Water Heaters for 
instantaneous, sanitary hot water 





knows that they can get a correctly specified boiler or water heater to meet 
all their heating needs. 


Yes, Portmar’s A.S.M.E. APPROVED line is going places because the trade f 
i) 
ie) 

HERE’S AN ENGINEERED 


QUALITY STEEL BOILER, 
ATTRACTIVELY PRICED! 


The WINDSOR 
“Horizontal Tube Series” 


For heating small buildings, medium and large 
residences, with eye-appealing extended jacket. 
Submerged, tankless copper coil supplies year 
round abundant, clean hot water. 


12 Sizes — 77,000 to 720,000 BTU per hour 
320 to 3,000 sq. ft. steam radiation 
510 te 4,800 sq. ft. water radiation 


(H) A.S.M.E. 


APPROVED 


R COMPANY, Inc. 
Bklyn. 15, N. Y. 














i} 
\ 
\ th Street, 
! 193 Seven i . e and prices, checked below. 
‘ Gentlemen: dus the following literature 
\ Please send u nena: 
H Residential Boiler for cottage oF e building ae er: 
FILL OUT ; O Windsor Boiler for small te fv apartment houses, conten esti industrial 
AND MAIL ae eo Commercial Boiler iler for the Rotary F ame oo ne 
| - ae jal, indus 
1 O ings (1 Rotary forthe Row Fe 
THIS ‘ building te pote 
' Instantaneous 
vo Ea water 
' 
Oe ae | 
tal H CT" ae , 
: ee nn aca caren nme 
— Ess. M3 
' ADDRESS....... = 
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-all servicemen in the Baltimore 









I-B-R expands Activities; 
moves to larger Office, 
AS PART of the Institute of Boiler and 
Radiator Manufacturers’ expansion 
program, Franklin 
Greene has been 
appointed . direc- 
tor and organizer 
of a new depart- 
ment of public re- 
lations. 
The new unit 
is aimed at in- 
forming home- 





owners, builders, architects and others 
in the industry of the activities of 
I-B-R in improving and expanding the 
use of hot water and steam heating sys 
tems and cooling systems using chilled 
water. 

Prior to joining I-B-R, Greene was 
vice-president of Cothran & Co, a 
New York public relations counsel, 
and was also associated with the Amer 
ican Petroleum Institute. 

Ancther major expansion move has 
been the taking of larger office space 
by the organization at 608 Fifth Ave, 
New York. The group plans to add: 
heating engineer as technical secretary 
in the near future. The secretary wil 
handle requests for technical informa 
tion and also prepare technical bulle 
tins and installation guides for use by 
the industry. 


Heating Wholesalers plan — 

January annual Convention 
JANUARY 20-22, 1955 has been sched: 
uled as the date for the next Nation 
Heating Wholesalers Association's at 
nual convention, and the Bellevue 
Stratford Hotel, Philadelphia, Pa., ha 
been named as the location, 

Since the American Society of Heat 
ing and Ventilating Engineers Exhibi 
and Convention will be held in Phil 
delphia the week of January 23, the 
timing of N.H.W.A.’s meeting will J 
low wholesalers to save travel a 
time. 


Maryland Service Managers 
Club plan Baltimore Meet 
THE SERVICE MANAGERS’ Club of 
Maryland plans to have a meeting” 
area oi 
Sept. 9 at the Mergenthaler Vor 
tional-Technical High School. 
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Permanent 


attachment! 


























Permanent attachment is one of the outstanding 
advantages of Scovill hose couplings. 

This, we think, makes real sense since fuel oil hose 
and distillate hose come in such good quality now, 
and are so long-lived, that there is no point in 
using anything but permanently attached couplings. 

Think of some of the advantages found in Scovill 
couplings: They’re leakproof, uniform assemblies 







































which will remain trouble-free for the life of the hose. 
You get positive attachment, a perfect static con- 
nection, and internal expansion insures maximum 
flow. 


For complete information, write for Bulletin 520-H 
on fuel oil and distillate hose couplings. Scovill 
Manufacturing Company, Merchandise Division, 
88 Mill Street, Waterbury 20, Connecticut. 








THE BROADER GRIP THAT SAVES THE HOSE LIFE 


Note broader area over which coupling grips 
hose. Maximum compression without cramp- 
ing. Other Scovill features: Lock-on ferrule 
becomes integral part of coupling, making 
gas-tight seal. Wide range of ferrule sizes. 
Coupling machined from solid brass forgings. 
I. D. of coupling same as nominal I. D. of 
hose—rigid, uniform, full-flow area. Also 
available for gasoline applications. 


reteesees 





NOTE: Triple testing proves Scovill coupling holds beyond 
bursting pressure of hose, does not weaken the hose, holds 
beyond tensile strength. 





SCOVILL TRIPLE-TESTED 


A Product of 


SCOVILL} 








GIVE MAXIMUM FLOW, SAFETY AND HOSE LIFE 


vi 
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A film will be shown and an attend- 
ance of approximately 500 men is an- 
ticipated, The club is associated with 
the Oil Heat Association of Maryland. 

















Burroughs addresses Jersey 
Oil Heat Council Meeting 


FRED S, BURROUGHS, O.H.I. Market- 
ing Division Secretary, reported on the 
public relations plans of the Division 
at the June meeting of the Oil Heat 
Council of New Jersey in Dover. 

He outlined the proposed plan and ; 
the pilot fund necessary to study the | 


advisability of such a program in pro- 
viding legal representation in Wash- 
ington, sales promotion and advertis- 
ing. He told the members of their 
stake in the program and a resolution 
was passed authorizing the collection 
of funds for the project. 

John Sibarium explained the Bar- 
rington Code which proposes to put 
all oil and gas installation on an equal 
footing regarding inspections. Officers 
of the Council will make efforts to 
have the code adopted by all New 
Jersey communities, 














































OIL HEAT 
Package Unit! 


The Bethlehem DYNATHERM is a com 
capacity in a fraction of usual boiler size 


Bethlehem DYNATHERM than converting 
boiler! 


BETHLEHEM, 


IS “The Bethlehem 
OVNATHERM! 


MAKING 
MONEY 
FOR YOU? 


If you're a Dynatherm Dealer, 
you'll recognize this famous Pack- 
age Unit—known the world over 
for its quality construction... 
efficient performance . . . out- 
standing beauty. Yes, the Bethle- 
hem DYNATHERM creates satis- 
fied customers . . . gives them 
more for their money in fuel 


America's Finest coonenny, tn sempactness, com- 


fort and convenience. The Beth- 

lehem DYNATHERM offers all 

the features that make your sale 

easier—The Whirling Flame, Unit 

Engineering, "Thermos Bottle” 

Insulation, Beautiful Cabinet! 
pletely 


welded steel heating plant with a revolutionary REMEMBER! YOU CAN 


oil burning principle that squeezes more heat out 
of every drop of fuel... that has the same heating SELL THE BETHLEHEM 


... that DYNATHERM WITH 
is as automatic as an electric refrigerator or tele- PRIDE CONFIDENCE 


vision. And, best of all, it costs little more for the 


in abl AND PROFIT! 


A few exclusive Bethlehem Dynatherm territory 
Franchises are still available. 
Wire or write immediately for full information. 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


PENNSYLVANIA 















Kaiser named research 


Director for ASHVE 


THE AMERICAN SOCIETY of Heating and 
Ventilating Engineers has appointed 


Elmer R. Kaiser, 
Columbus, Ohio, 
as Director of Re- 
search it was an- 
nounced recently. 
Kaiser will as- 
sume his new du- 
ties at the Society 
Research Labora- 
tory, Cleveland, 
on or about September 1. 

A graduate of the University of 
Wisconsin, Kaiser has been engaged 
in research work particularly in the 
field of fuels, and during the past twen- 
ty years served on the staff of Battelle 
Memorial Institute and with Bitu 
minous Coal Research. 


Cast-iron boilers, baseboards 
covered in new I-B-R Ratings 


THE INSTITUTE of Boiler and Radiator 
Manufacturers has announced the pub- 
lication of the sixth edition of “rBR 
Ratings.” The booklet contains 1BR 
ratings in effect on April 1, 1954, for 
cast-iron boilers and baseboards of all 
types currently being produced. 

Ratings for cast-iron boilers made by 
25 American and Canadian manufac’ 
turers are listed, along with ratings for 
cast-iron baseboards of all types made 
by 26 manufacturers. 

Copies, which are priced at 75 cents, 
may be obtained from the Institutes 
new headquarters at 608 Fifth Ave., 
New York, N. Y. 


National Power Show scheduled 


for Philadelphia, December 2/ 


COMMERCIAL MUSEUM, Philadelphia, 
Pa., will be the site of the 21st Nw 
tional Power Show, December 2/7. The 
exposition will be held under the avy 
pices of the American Society of Me: 
chanical Engineers, whose annul 
meeting is scheduled in New York, No 
vember 28. 

The exposition was originally sched: 
uled for New York, but a vote of & 
hibitors was in favor of transferring the 
show to Philadelphia. 

L. N. Hunter, president, Ameri 
Society of Heating and Ventilating 
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SelecTemp, the revolutionary new heating system, is the 
greatest advance in the heating field for many years. 
SelecTemp’s independent heat-metering units provide an 
individual non-electric thermostat in every room of any 
home, school, office building, hospital or other building. 
A continuous flow of filtered warm air, automatically 
modulated, maintains each chosen temperature exactly 
... 0 matter how variable the heat losses (or outside 
heat gains) for each room. 

Right now, responsible heating men across the country 
are taking advantage of the trend to this new kind of 
heating. They’re taking steps now to obtain Iron Fireman 
dealerships! 

Why don’t you, too, investigate the advantages of 
selling Iron Fireman SelecTemp systems and the complete 
line of Iron Fireman heating and air conditioning equip- 
ment of all types, for all fuels. Send the coupon below 
for complete information today ! 


No wonder an Iron Fireman? Fr 


X Nationally Advertised. For 28 years Iron Fireman has con- 
ducted a steady, planned national advertising campaign. The 
cumulative result of these years of selling makes an Iron Fireman 

lership more valuable all the time. Nearly everyone has heard 
of, and respects, Iron Fireman quality and dependability. 
Salability is built in! 


x Complete Line. SelecTemp is the newest addition to Iron 
Fireman’s complete line of residential, commercial, and industrial 
ling equipment. No matter what the fuel or what type of 
ling, there’s Iron Fireman equipment to fit every requirement. 
And that’s mighty important for any dealer. 


X Factory Assistance. Iron Fireman gives its dealers strong 
Petr backing. Advice on technical problems is available 
Pe trained field engineers, or direct from the factory. Dealers 
oes with cooperative advertising, merchandising programs, 

Ing ¢quipment, and sales training. Dealers get plenty of help to 


€ even easier their job of selling the best heating equipment 
in the world! 


This advertisement is telling millions 
of prospects about the new 





THE IRON FIREMAN 


For Homes 


Moderately-priced SelecTemp heating systems 
are available for every size and type of resi- 
dence. Easily installed, with the low pressure 
steam boiler in any desired location, with proper 
distribution of heat to every room. Steam is 
supplied to individual room units through flexi- 
ble %-inch I.D. copper tubing. Return lines 
are 14-inch tubing. 


For Office Buildings and 
Businesses 


Each office or room is individually heated with 
SelecTemp’s independent heat-metering units. 
Important fuel economies are achieved by 
furnishing just the right amount of heat, only 
where needed. Blower in each room unit is 
powered by a small steam turbine, eliminating 
wiring and electricity costs. 





For Hotels, Motels, Apartments, 
Schools, Hospitals 


Every occupant can individually select the 
exact temperature he prefers! Substantial fuel 
savings result from keeping the temperature 
low in unoccupied rooms. SelecTemp quickly 
reheats cool rooms. 





Mail this coupon 
for full information 


IRON FIREMAN MANUFACTURING COMPANY 
3091 West 106th Street, Cleveland 11, Ohio. 
In Canada, 80 Ward Street, Toronto, Ontario. 


Please send complete information on: 
[) SelecTemp—the revolutionary new heating system. 
(0 The Iron Fireman dealer franchise. 








City Pe a ae. a 
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Engineers, will represent that organ- 
ization on the show’s Advisory Com- 
mittee. 


Maryland Dealers gather 

for Golf at annual Outing 
THE COUNTRY CLUB of Maryland was 
the scene of the Oil Heat Association 
of Maryland’s fourth annual outing on 
August 6. 

Door prizes were awarded, and the 
afternoon was featured by a soft ball 
game between dealers in Light Oil vs. 
Residuals. 


An Important Extra 


EE 


that means Extra Sales 


New Officers elected 


by fan Manufacturers 


ELECTED AT THE recent annual meet- 
ing of the National Association of 
Fan Manufacturers, Inc., Detroit 26, 
Mich., held at Greenbrier, White Sul- 
phur Springs, W. Va., were the fol- 
lowing officers: R. W. Nelson, presi- 
dent; C. C, Cheyney, vice-president; 
J. M. Birkenstock, honorary vice-presi- 
dent; and G. W. McCormick, Jr., 


secretary-treasurer. 


Nelson is a vice-president of Amer- 











.»And Only Sinclair has it! 


SuperFlame containing RD-119®, Sinclair’s amazing 
rust inhibitor, helps prevent rust-clogged filters and 
burner nozzles when used regularly, reduces service 
calls... builds good will with your customers. 
Sinclair SuperFlame, the Anti-Rust Fuel Oil with 
RD-119 is really different — so different it’s patented. 


(U.S. Pat. No. 2,594,266) 


SINCLAIR 


Super 
Flame 


Fuel Oil with RD-119 \oe 








August 
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ican Air Filter Co., Inc.; Cheyney ig g 
vice-president of Buffalo Forge Co. 
and Birkenstock is the general map, 
ager of the Green Fuel Economizer 
Co., Inc. 


Home Building Fair set 
for Seattle in September 


SEATTLE’S first autumn Home Build. 
ing Fair will be held from September 
25 to October 3 of this year at the 
Civic Auditorium. 

Under the auspices of Herbert Dah, 
president of the Seattle Builders and 
Contractors Association, the Fair. 
which is complementary to the Spring 
Show, will be aimed at the coming 
winter heating season, and will em- 
phasize new products as well as new 
services. 

Larry Amack and Ed Norman have 
formed a committee to meet with pros- 
pective exhibitors and provide addi 
tional information. 


N.Y. State Plumbers plan 
Exposition for next April 


BROOKLYN, N. Y. has been chosen by 
the New York State Association of 
Plumbing Contractors as the scene of 
its next annual exposition and conven 
tion. 

The joint event will take place at the 
Hotel St. George on April 12 to 16, 
1955, with the exposition occupying 
the grand ballroom of the hotel. 


Oregon Heating Industries 
takes over new Office Space 


THE OREGON Heating Industries, Inc, 
has announced a new office. As 0 
July 14 the Association will be located 
at 3917 N.E. Hancock St., Portland, 
Ore. 

This moves the group from the col 
gested downtown traffic area where 
their former office was in the Failing 


Building. 


Northwest Petroleum Asso¢- 
opposes crude oil Curbs 


THE NORTHWEST Petroleum Asso 
tion held its spring meeting at Breet) 
Point recently and passed a resolution 
similar to Pennsylvania’s, opposing the 
restriction or imposition of further 
duties on crude oil. 

It was also decided at the meetiNé 
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Here’s a gauge you can ship for less because it weighs 
less .. . Yard less than standard lever arm type gauges. 
Actually, Galongage is the only gauge which can be 
shipped in a standard carton of 24 by Parcel Post. 

n- Galongage can save you storage space, too. Its 
package is only 4th the size of that for lever arm types. 
And risk of damage is reduced, because the firm card- 
board carton containing Galongage fits easily, safely in 


ve a serviceman’s kit. 

Galongage saves you time on the job. It is completely 
Na assembled, ready for quick and 
{j. easy installation. Gets you by in 


tight places, because it needs 
only 4” clearance! 

With Galongage you're saved 
needless call-backs because it's 
an accurate, reliable gauge 





ril whose float cannot become oil- 
logged. Galongage is Under- 

by writers approved, of course. 
E But above all, the quality of 
of Galongage, the fact that it 


of “tells” in gallons, will give your 
jobs that special, extra touch be- 

en cause Galongage has. over- 
whelming customer appeal! 


16 Snlenalional 


Ing 
Here’s the best lever arm type 
gauge for profit in your lower 
priced field. Saves you installa- 
tion time because it's factory- 
assembled. Saves you repeat 
ace calls, too, since its flexible float 
arm construction permits immedi- 
inc., ate oil-tight fitting. Has Under- 
f writers’ approval. International 
; appeals to customers because the 
ated large-size numbers on the alumi- 
and, num face can be so easily read. 
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con 

here 

iling Simplest of all to in- 

stall is the Fil-thru; 

gauge, vent and fill 

pipe in one conven- 

. ient unit for 55-gallon 

For details, contact drums. No tools 
your distributor or needed. 

Wite direct to: — 


C. 
urbs 
sola 
reezy 
jution 
ag the 
srther 


eeting 










. » « « Industry Groups 


to start a regional educational pro- ager of the Merchandise Department 
gram. of the American Blower Corp., and 

Ed Melody, Melody Oil Co., Fair- has a background of engineering and 
mont, was elected to the board of di- sales work. 


rectors to succeed Joe Freyberg who 
announced his retirement for reasons Wishart tells Architects 
of health. new home Desire is strong 


IN AN ADDRESS before the American 
Institute of Architects at the organiza- 
tion’s 86th annual convention, Paul B. 
THE ELECTION of James W. Hosler as Wishart, president of Minneapolis- 
vice-president has been announced by Honeywell Regulator Co., asserted 
the Industrial Unit Heater Associa’ that the irresistible appeal of modern 
tion, Detroit 26, Mich. Hosler is man- glamorized new homes would be “the 


Hosler named Vice-President 
of Unit Heater Association 








NEW FIROMATIC vatve 


For Bottom Outlet Tanks 
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NO. 140-TF '/)" IPS (m) x 34" 
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@ One Piece Design Eliminates 
Chance of Leaks 


NO. 141-T 2" IPS (m) x 34" 
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force that will do more than any other 
to expand the American economy jn 
the next 10 years.” 

He went on to predict that the fas. 
cination of new homes would prove 
stronger than the legendary sales ap. 
peal of new automobiles, and that by 
1964 it would push housing starts to 
2,000,000 a year. Wishart told the 
architects that they themselves would 
help to satisfy this desire for newer 
homes by providing the clement of 
more modern styling. 

He concluded by pointing out that 
“Only outstanding design can assure 
permanent satisfaction and be a con- 
tinuing inspiration to the community.” 


National Warm Air Convention 


scheduled in Cleveland. Dee. | 


THE 41ST ANNUAL Convention of the 
National Warm Air Heating and Air 
Conditioning Association will be held 
at the Hotel Cleveland, Cleveland, 
Ohio, on Wednesday and Thursday, 
December 1 and 2, 1954. 

Committee and board of trustee 
meetings will precede the convention 
on Monday and Tuesday. 


Chicago Oil Men’s Club has 
Spring Golf Party, Dinner 


MORE THAN 100 prizes were given at 
the spring golf party sponsored by the 
Chicago Oil Men’s Club at the Me 
dinah Country Club, July 10. 

The day’s activities ended with 
dinner for members and guests of the 
organization. Cliff Wells was chairman 
of the entertainment committee. 

Se 

R. B, (Bob) Grant was recently 
named Los Angeles branch manager 
for Minneapolis-Honeywell Regulator 
Co., Minneapolis, Minn. Grant joined 
Honeywell 14 years ago, and since 
1949 has been regional industrial mar 
ager for the Pacific region. 


G. O. Kuhen has been promoted ! 
the newly-created position of tech 
nical assistant to the manager of the 
airconditioning division, Servel, Inc. 
Evansville, Ind. Starting as an ong 
neer in 1930 with the company: 
-Kuhen’s most recent appointment W# 
as assistant airconditioning se 
manager. 
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Gas COnsumer Characteristics 


Four city Study by A.G.A. of Rates, Incomes, Preferences 


by 
L. F. Becker 


This review is published to give oil- 
heating dealers a better understanding 
of a competitive fuel industry. It 
merits careful study, particularly the 
sections on consumer attitudes toward 
various fuels. The data cover condi- 
tions existing in the period 1950-52 
but the findings today would be about 
the same, 


HE “Study of the Economics of 
Gas Househeating and Related 
load Characteristics,” jointly spon- 
sored by the Committee on Economics 
and the Rate Committee of the Ameri- 
can Gas Association, was initiated in 
March 1952. This particular report 
embodies a market analysis of gas 
househeating in several sections of the 
country, as well as load charcteristics 
of such heating; load characteristics 
of other appliances; and an appraisal 
of the role of domestic dual fuel burn- 
ets. It is an interim report; the full 
report, covering additional areas will 
not be published until completed at 
the end of this year. The Committee 
was assisted by the utility operating 
in each of the four markets. 

The underlying intent of the survey 
is to provide information which will 
assist gas plants in anticipating load 
demands of all gas appliance custom- 
es. The gas cooking ranges, space 
heaters, water heaters, incinerators, 
‘tc. in use have been tabulated both 
ingas heated and non-gas heated homes 
in each area. This is expected to in- 
dicate the need for any expansion of 
facilities, and to assist such compaines 
m the Promotion of appliances which 
sve More constant load demands. 

uch attention has been given to 
the relation of gas heat and the use 
of other gag appliances in homes. Since 


it is not anticipated that our readers 
are likely to associate themselves with 
the operation of gas manufacturing 
facilities, this review will pass over 
that phase of the survey, and deal with 
the analysis of gas househeating in the 
several markets. 

As we progressed into these case 
studies, we have become aware of the 
recurrence of such terms as “premium 
cost fuel,” “maximum gas load,” “gas 
househeating saturation.” These are 
terms with which the oilburner indus- 
try has not had to seriously concern 
itself, It points up the fact that the 
gas heating field is circumscribed, Oil 
has long since moved down out of the 
premium cost field, and so long as 
there’s a desire for creature comfort 
or a dwelling heated by any other fuel, 
the saturation point is too far distant 
for consideration. 

The surveys in this report covered 
the Mid-Hudson Valley of New York 
of which Poughkeepsie and New- 
burgh-Beacon are the largest markets; 
Chicago; Philadelphia; and Pittsburgh, 
including Allegheny County, Pennsyl- 
vania. 

The Central Hudson Gas and Elec- 
tric Corporation, serving the Mid- 
Hudson valley is a relatively small util- 
ity with slightly less than 40,000 cus- 
tomers, of whom some 2,900 were gas 
heating customers at the time of this 
survey. The stated purpose of this sur- 
vey was to determine the possible re- 
lationship between the economic status 
of customers and appliance ownership 
and consumption with reference to gas 
heating. When the survey was made 
the comparative cost of fuels was: gas, 
12.2¢ per therm; heating oil, 12.3¢ 
per gallon; anthracite for stoker firing, 
$14.50 per ton; and hard coal for hand 
firing, $23.35 per ton. 

The obvious reluctance of indi- 
viduals to discuss their income and eco- 
nomic status with researchers resulted 


eloil 
jue 


in the Central Hudson Gas irterview- 
ers using the assessed valuation of 
homes of its customers rather than 
their relative incomes as a basis for 
this study. Beacon and Newburgh 
properties had recently been compe- 
tently reassessed by an outside author- 
ity. One, two, and three family dwell- 
ings were used in the study, after re- 
search indicated this to be representa- 
tive of the entire area served by Cen- 
tral Hudson. Moreover, the survey 
states “in view of the prevailing level 
of gas heating rates, larger dwellings 
are not realistically considered part of 
the gas heating market by the com- 
pany.” In the cases of two and three 
family dwellings, the assessment values 
were divided accordingly. 

The Newburgh-Beacon sample was 
made on 6,845 customers, of whom 
724 were already using gas for house- 
heating. The following table will show 
the customer breakdown by assessed 
valuations: 





% Gas 

Assessed Heating 

Valuation Number Saturation 
$ 0-$1,000 78 0.0 
1,001- 2,000 1,508 4.3 
2,001- 3,000 1,928 5.9 
3,001- 4,000 1,407 11.7 
4,001- 5,000 950 17.5 
5,001- 6,000 451 18.8 
6,001- 7,000 212 19.8 
Over 7,000 311 27.7 
6,845 10.6 


While the saturation is 10.6% in 
the area surveyed, the study states that 
in the entire area served by Central 
Hudson, the saturation for gas heating 
is only 8.0%. The study broadly states 
but does not further elaborate that 
“there is clear evidence of increasing 
acceptance of gas heating with in- 
creased house valuation.” And still an- 
other statement—"‘As indicated earli- 
er, the househeating customers as a 
group have higher incomes and are 
thus more prone to be the quality mar- 
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ket. . . . Thie indicates the care that 
must be taken in encouraging gas heat- 
ing, particularly in the formulation of 
rate schedules.” 

The following table showing month- 
ly therm consumption per customer in 
relation to degree days should provide 
some interesting cost comparison be- 
tween gas and oil for oilburner dealers 


in the Mid-Hudson valley. 


Central Heating Sales Related to 
Degree Days In Billing Period In 1951 


Billing Sales 

Cycle Therms per 

Months Degree Days Customer 
January 853 238 
February 1,007 278 
March 935 264 
April 770 208 
May 504 136 
June 230 61 
July 76 28 
August 16 14 
September 18 12 
October 96 29 
November 302 77 
December 632 164 
Total 5,439 1,509 


The report states: “An almost per- 
fect linear correlation exists between 
the billing cycle degree days and heat- 
ing sales. Heating use per customer is 
.269 therms per degree day below a 
daily mean of 65° F.” 

Although Poughkeepsie was flect- 
ingly referred to as one of the major 
markets in the area, no detailed figures 
for that market were supplied in this 
study. We assume that Poughkeepsie 
will be covered in the completed study 
to be published later. 

The basis for the market study in 
Chicago is a consumer survey of dwell- 
ing units made by the Peoples Gas 
Light and Coke Company. The mate- 
rial was presumed to be representative 
of conditions in mid-1952. In Chicago, 
gas is considered a “bargain” fuel. Un- 
til May 1953 the gas heating rate was 
7¢ per therm—it is now 8¢ per therm. 
The survey gives the following com- 
parative fuel costs (as of 1950): gas 
7¢ per therm; No. 1 oil, 13.3¢ per gal.; 
No. 3 oil, 12.3¢ per gal.; stoker coal, 
$16.80 per ton; hand firing coal, $18.15 
per ton. The survey reveals that despite 
restrictions of the Illinois Commerce 
Commission, the unsatisfied demand 
for gas heat in Chicago is still tre- 
mendous. As of December 1952, the 
Peoples Gas was serving gas for heat- 
ing to 109,000 customers in single fam- 


60 


. . « » Gas consumer Characteristics 








Comparison of Heating Equipment and Fuels Used 
TOTAL DWELLING UNITS IN CHICAGO, JUNE 1950 
Type of Type of 
ie Number Equipment Fuel 
Central Heating Plants 46,080 74% 
Circulating Heaters 15,840 26% 
Total 61,920 100% 1% 
OIL 
Central Heating Plants 54,240 28% 
Circulating Heaters 139,440 712% 
Total 193.680 100% 22% 
COAL 
Central Heating Flants 513,480 84% 
Circulating Heaters 98,280 16% 
Total 611.760 100% 1% 
TOTAL 
Central Heating Plants 613,800 71% 
Circulating Heaters 253,560 29% 
Total 867.360 100% 100% 








ily dwellings, with a waiting list for 
gas heat of 122,000 applicants. The 
company had practically doubled the 
number of its gas househeating cus- 
tomers between June 1950 and De- 
cember 1952. 

The table shown above gives the 
comparative relationship of gas heat to 
other types of heat in total dwelling 
units in Chicago. 

Percentagewise the survey indicated 
that 80% of the centrally heated in- 
stallations using gas were concentrated 
in single family homes, while 38% of 
the centrally heated oil installations 
were in single family dwellings. The 
survey assumed that single family 
homes were owner occupied, while 
multi-family dwellings were generally 
rented. Because of building restrictions 
and income status, single family homes 
were the basis of this study, 

The large backlog of applications 
for gas houszheating in Chicago, in 
this reviewer's opinion, resulted in a 
somewhat less informative survey than 
would otherwise have been made. 

In Philadelphia, where the survey 
was based on a study conducted by 
the Philadelphia Gas Works in the 
summer of 1952, gas is still consid- 
ered a premium fuel. Comparative fuel 
costs at that time showed gas 12.5¢ per 
therm; heating oil, 13.2¢ per gal.; hard 
coal $15-$22 per ton; and coke $22 
per ton. The survey sample used 12,- 
000 houszholds, both users and non- 
users of gas heating. 

To determine heating preference and 


acceptance, high, medium, and low in- 
come groups were included in the 
study. Income classzs were divided into 
three groups. Class I—composed of 
professionals, business executives, or 
individuals living on unearned income; 
maintains a high standard of living; 
normally housed in a single, semi- 
detached, or high-priced row house, 
with ample means to purchase what is 
wanted or needed for the home with 
cost consideration not usually a con: 
trolling factor. 

Class II—middle income group, 
bulk of the buying market; usually 
live in row or semi-detached or single 
family house of limited size; holds sw 
pervisory or some such responsible 
positions, teachers, ministers, semi’ 
professionals, local government em 
ployees, or skilled workers. This group 
maintains a good standard of living, 
but in most instances price and operat 
ing costs are determining factor in ap 
pliance purchases, Class I[I—low im 
come group, semi-skilled and unskilled 
worker, wage earners in stores and like 
establishments, seasonal and tempo 
rary workers; purchases made by th 
group are strictly on the basis of price 
and purchase of major household items 
generally based on the complete break. 
down of old appliance. 

Philadelphia has a high degree ® 
home ownership. It is characterized by 
a large proportion of so-called “1 
houses.”’ As elsewhere, the greater - 
of gas househeating was concentra 
in owner occupied homes, In the Phi 
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adelphia market, due to the introduc- 
tion of natural gas to the area subse- 
quent to 1946, more than 95% of the 
gasheating installations consist of gas 
designed furnaces. It is reported that 
most of the changeovers had previous- 
ly used coal, Philadelphia has experi- 
enced a tremendous shift from home 
renting to home owning since the end 
of World War II. The number of gas 
heated homes has jumped from 18,500 
in 1946, to 94,460 in 1952, The sur- 
vey estimates that approximately 45% 
of these gas heating installations have 
been made in new houses. It is also 
revealed that it is safe to estimate 
sme CO% of all homes in Philadel- 
phia in 1952 were automatically heat- 
ed, with gas accounting for 22% and 
oil for 36%. There is some use of cen- 
tral steam for heat in this area. 

If oilburner dealers in the Philadel- 
phia area are not keeping such infor- 
mation in their portfolios, the follow- 
ing table on buying intentions and 
preferences will prove beth informa- 
tive and useful. To be sure this is 1952 
information, but how does it compare 


with market information in 1954? 

Oil is admittedly still strongly com- 
petitive with gas in the Philadelphia 
area. The survey succinctly states: 
“While the trend of preferences and 
the sales of past years indicated a grow- 
ing acceptance for gas heat in Phila- 
delphia, the situation is far from the 
run-away market that many old, low- 
priced natural gas areas have experi- 
enced.” 


Survey of 3 Companies 


The basic study of the Pittsburgh- 
Allegheny County area is a composite 
of surveys by the three gas utilities 
operating in the area—Equitable Gas 
Company, Peoples Natural Gas Com- 
pany, and Manufacturers Light and 
Heat Company. It was undertaken by 
a private research group in 1952. Ap- 
proximately 40,000 gas customers of 
the three companies were used in the 
sampling. Gas is considered a “bar- 
gain” fuel in the Pittsburgh area and 
has been so for many years. There is 
no uniformity of pricing among the 
several companies. Equitable’s rate is 


5.5¢ per therm; Peoples, >.Y¢ per 
therm; and Manufacturers, 5.0¢ per 
therm. This compares with No. 2 fuel- 
oil, 14¢ per gal.; stoker coal, $11.50 
per ton; hand firing bituminous coal, 
$14.20 per ton; coke, $20.85 per ton. 

Part of the weakness of a survey 
based entirely on existing users of some 
kind of gas appliance is evident in the 
introduction to the Pittsburgh survey. 
The report states: “As a consequence 
of price disparities and the post-war 
construction boom, each of the com- 
panies has had to impose varying 
types of restrictions on gas heating in 
recent years. According to the com- 
panies, this has resulted in some new 
construction not using gas for any 
purpose, for builders and home own- 
ers frequently will not install any gas 
service when gas heating is not avail- 
able. Presumably this situction has been 
less serious in Pittsburgh proper than 
in some of the outlying suburbs where 
much of the post-war construction 
activity has occurred.” 

Here, as elsewhere in this report, 
the greatest concentration of gas cen- 








Philadelphia Homeowners’ Plans for Future Househeating Purchases 
(CLASS IlI PREFERENCE IGNORED IN PERCENTAGE FIGURES) 


ee 





Immediate Next Year 
Type of Heating Fuel Number Future Or Two 
PRESENT GAS USERS 
Indicated Next Choice 
| Oil 1,120 13% 14% 
| Coal 150 “ same 
Automatic’ 2,430 — — 
| No Change 87,420 Less than Yy of 1% 
Total Gas Users 91,120 1% Less than 1% 
| PRESENT OIL USERS 
Indicated Next Choice 
Gas 31,230 3% 8% 
Coal 90 - - 
| “Automatic” 3,540 — 3% 
| No Change 110,940 1% 1% 
| Total Oil Users 145.800 1% 2% 
| PRESENT COAL USERS 
Indicated Next Choice 
Gas 50 030 11% 21% 
Oil 18.330 12% 18% 
“Automatic” 8.480 4% 10% 
No Change 50,520 1% 1% 
| Total Coal Users 127.360 71% 12% 
| TOTAL* 
| Gas 169,420 4% 8% 
| Oil 130 590 2% 3% 
Coal 50.810 1% 1% 
| Automatic”’ 14,500 2% 1% 
| All Others 4,220 a - 
Grand Total 369,540 3% 5% 
*Includes those using Central Steam. 


Sometime No Definite 
Plans 
68% 5% 
67% 33% 
4% 96% 
21% 719% 
21% 78% 100% 
68% 21% 
100% i 
58% 39% 
18% 80% 
30% 67% 100% 
60% 8% 
58% 12% 
81% 5% 
15% 83% 
44% 38% 100% 
41% 47% 
25% 70% 
15% 83% 
62% 29% 
17% 83% 
32% 60% 100% 

















. . « » Gas consumer Characteristics 


tra] heating is in the high income 
homes. In customer homes valued over 
$20,000, the gas heating saturation 
was reported to be 100%. In homes 
valued at $12,500-20,000, more than 
80% used gas heat; $7,500-12,500, 
44%, 

The table shown below provides a 
percentagewise distribution of gas and 
competitive fuels by type of installa- 
tion and home valuation, 

An analysis of the Pittsburgh report 
appears to indicate that although gas 
is considered a “bargain” fuel, it still 
requires some sales promotion. 

It is difficult to draw conclusions 
from the case studies, This is an in- 
terim report. It was not the main pur- 
pose of the report to show the extent 
of gas heating in each of the studies. 
However a detailed study of the re- 
port leaves no room for complacency 
on the part of oilburner dealers and 
manufacturers. It can, and does, have 
material educational aspects for the 
industry. It is practically impossible to 
know too much about one’s competi- 
tors, and what they are up to. To be 
sure, these case studies have pointed 
up the preference and acceptance for 
gas heat. It was so intended. 

Homeowners have long since passed 
the experimental readjustment to auto- 
matic househeating. The oilburner in- 


dustry pioneered that readjustment. 
Automatic gas water heaters appear 
to be more than “‘one foot in the door” 
for gas heating sales. Hot water is so 
vital to modern living that the user 
knows it is worth what it costs. A 
shrewd, capable salesman can easily 
amplify this attitude on the part of his 
prospect who has rarely bothered to 
assay his water heating costs, and thus 
is not in a position to be more than 
gently inquisitive about the cost of gas 
heating. 

This reviewer found two interesting 
facts recurring as supplemental in the 
case studies. One was the extent of the 
“use of the kitchen range for distress 
heating.” And mind you, some of this 
“distress heating” was reported in new 
homes of 4!4. rooms, with insulation 
and storm windows, The other was the 
fact that electric cooking ranges had 
the highest degree of general use in 
the higher-priced, single family, owner- 
occupied homes, This would appear to 
indicate that no one is in love with gas 
as such. Convenience, efficiency, avail- 
ability are doubtless the deciding fac- 
tors in the type of heating plant one 
purchases, Good strong salesmanship 
on the part of the oilburner dealer 
could, we think, still provide the great- 
est assistance to the prospective cus- 
tomer in making his decision. 





Gas 

Central Heat 
Over $20,000 4% 
$12,500- 20,000 33% 
$ 7,500- 12,500 49% 
$ 3,000- 7,500 13% 
Under $3,000 1% 
100% 


Gas 
Central Heat 

Over $20,000 8% 
$12,500- 20,000 40% 
$ 7,500- 12,500 42% 
$ 3,000- 7,500 9% 
Under $3,000 1% 
100% 


* All customers. 
**Customers in Allegheny County. 


are full gas space heating. 





Proportion of Customers in Pittsburgh Dwelling Value Groups 


BY TYPES OF HEATING INSTALLATIONS 
Equitable Gas Company* 
Competitive Full 


Peoples Natural Gas Company** 


Central Heat Space Heating*** Total 
— — 2% 
10% 1% 18% 
58% 33% 47% 
30% 53% 29% 

2% 13% 4% 
100% 100% 100% 

Competitive Full 

Central Heat Space Heating Total 
inthe — 5% 
13% 1% 28% 
60% 20% 43% 
26% 59% 20% 

1% 20% 4% 
100% 100% 100% 


***Includes all space heating with no central heat, of which 40,387 out of 56,420 
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Plan barge Shipments 
of liquefied natural Gas 


A DEVELOPMENT of Willard L. Mor 
rison, Lake Forest, IIl., reported in the 
New York Herald-Tribune on July 
11, envisions the transportation of nat. 
ural gas as a liquid in barges from New 
Orleans to Chicago, Morrison, devel. 
oper of the deep-freeze principle of re. 
frigeration, has worked out a method 
involving a rather specialized applica. 
tion of the gas. Part of the costs of op. 
eration are offset by refrigeration work 
to be carried out in Union Stockyards 
at the Chicago terminus of an 8-barge 
transportation system. 

As planned, gas obtained at Houma, 
La. will be liquefied under pressure 
aboard the barges. Because of the pres 
sures required this step will reduce the 
temperature of the methane to less 
than minus 250° F. At Chicago, brine 
required for refrigeration at Union 
Stockyards will be used to heat the 
product for regasification and in the 
process the brine will be cooled for re- 
circulation. 

Morrison has placed a contract for 
the first of eight special barges, each of 
which will have a capacity equal to 100 
million cu, ft. of gas in liquid form. 

Considerable interest is being shown 
in Morrison’s plan in view of the high 
pipeline costs for natural gas transmis 
sion, but even more so as a possibility 
of reclaiming quantities of natural gas 
which now are wasted in such areas as 
Venezuela and the Middle East. 

Costs to pressurize the gas are de’ 
scribed as rather formidable and no 
evaluation has been made of the merit 
of the plan where facilities would not 
be available to use the liquefied gas for 
refrigeration as in the Chicago project 

With eight ships in operation, the 
barge system is said to be capable of 
delivering 18 million cu. ft. of natural 
gas a day to the Chicago terminus 
They are expected to operate on a & 
livery cycle of from 11 to 14 days. 


}, 
“9° 


N. J. Connor is manager of the New 
York district office of The Babeoct 
& Wilcox Co., New York, to replace 
H. E. Martin, who resigned effective 
August 1. Connor has been assistant 
manager of the office since 1946. 
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Battles tor Fireboxes and Flues 


Part Il: Working heating Surfaces harder produces more Heat per gallon of Fueloil 


by 
J. W. Schulz 


OW STACK TEMPERATURES, down in 
9 the range of 400°F. to 550°F., 
zidom are encountered. Why do ar- 
tiles mentioning such low stack tem- 
seratures appear in FUELOIL & OIL 
Heat, when about every job you test 
gives stack temperature readings of 
650°F, on up to over 950°F? 

The foregoing protest comes from a 
man whose days are spent servicing 
and combustion testing oilburners in 
Brooklyn. His letter goes on to explain 
that most of the burners he sees are 
fring coal-designed, rectangular cast- 
iron boilers heating two-family to six- 
family houses—reason for this is the 
il company he works for hit a streak 
f selling burners to owners of such 
houses, he explains. 

He would give a great deal, this un- 
happy serviceman relates, to see just 
one oilburner installation that gives a 
tack temperature reading of about 
400°F, 

“Please, if you can, tell me briefly 
how to reduce the stack temperatures 
greatly on the dogs of jobs I have to 
ervice every day?” 

That’s the wind-up of his letter. 

The oilburner business in Brooklyn 
is highly competitive—to use one de- 
“tiption for it—therefore, this serv- 
eman probably would not see stack 
‘emperature readings lower than 600° 
F even if the oil company he works 
for started doing what it should be 
doing, which is selling new oil-designed 
rollers to replace the old coal-designed 


wilers that heat these small apartment 
houses, 





His request on how to reduce 
stack temperatures in the range of 
50°F to 950°F, can be complied with 
nelly, A nasty reply that will help him 
tle lies in these words, which are 
(0% accurate: “To bring those high 
tack temperatures down to about 
10°F, simply make the boilers’ direct 
and indirect heating surfaces work 
much harder, Increase the effectiveness 
ot the heating surfaces in the boilers.” 








See p. 82 of the May, 1954 issue of 
FueLtow & Ow Heart for the first part 
of this discussion of baffles for fire- 
boxes and flues. The first part listed 
the six advantages of baffles, and cov- 
ered four types of baffles, including the 
effective “heat rakes” for flue passages 
large enough for a cat to run through. 

Because excellent baffling jobs can 
reduce excessive stack temperatures 
by as much as 300°F. to 500°F. and can 
reduce excessive fuel consumption by 
25% to 45%, oil companies as well as 
oilburner dealers should be interested 
in proper baffling. It is good to de- 
scribe the beauties of oil heat to an 
oilburner owner who is seriously con- 
sidering switching to gas; the advan- 
tages of oil heat need much more pub- 
licity than they are getting. 

Publicity can help the future of oil 


heat. The future of oil heat can be 
helped additionally by another meth- 
od—by making determined, skillful 
efforts to give burner owners the fuel 
economy they were promised when 
they bought their oilburners. Many 
typical servicemen write Furtom & 
Oi Heart to complain that they seldom 
if ever really see highly efficient in- 
stallations of the types described in 
the magazine’s pages as representative 
of best oilheating. These servicemen 
often cite that 4% to 7% COce and 
700° to 900° stack temperatures are not 
uncommon in their cities. 

Oil companies can do much to insure 
their own future prosperity. They 
should not overlook making available 
to fueloil users the combustion cham- 
bers and baffles that can cut excessive 
oil consumption 25% to 45%. 














Later in this: article there'll be ex- serviceman—and to others who want 
planations and figures on how stack 
temperatures are dropped by increas- 
ing the effectiveness of a boiler’s direct 
and indirect heating surfaces. Right 
now an attempt will be made to give 


direct, practical help to the Brooklyn 


lower stack temperatures from boilers 
of the type he describes. 

Diac, 5 shows a refractory down- 
draft wall designed to improve com- 
bustion greatly, for one thing, by caus- 
ing the flame to burn at unusually high 


First step in preparing to baffle a boiler is to study it closely. Make dimensioned 
sketches. Don’t fail to make the complete combustion tests described in the 
article, including the ‘““maximum chimney draft” test. This test consists of read- 
ing the smokepipe draft with the smokepipe draft regulator blocked in its maxi- 
mum-draft position; block closed a swinging-gate type barometric draft regulator; 
keep the burner running. During this test readings as high as .15” are obtained in 
two-story homes having basement-located furnaces or boilers and good chimneys. 
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STEEL CURTAIN BAFFLE 
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REFACTORY DOWNDRAFT WALL. 
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as high as feasible 
provides only 40 


considerably up- 
set over the fuel- 
oil bills he has to 





DIAG. 5 | 





Diag. 5—Refractory downdraft wall often is installed on 
new jobs to insure minimum fuel consumption and ultra- 
clean combustion. On old jobs, is best installed along with a 
new combustion chamber; use of insulating firebrick is recom- 
can be supported by heavy 
firebrick or ordinary building brick to reduce costs; but 
building brick should not extend up into high-heat zone. 
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mended by author. Wall “B” 
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temperatures, Jobs equipped with this 
downdraft wall give exceptionally high 
COs, readings together with low smoke- 
instrument readings, thanks to their 
hot flames, and seldom need flue clean- 
ings. 

Second thing about these jobs is that 
the downdraft wall works the direct 
heating surfaces of the boiler much 
harder than they are worked on usual 
jobs. Extra-hot products of combustion 
scrub these surfaces in a lively man- 
ner. The fiercely hot flame pours vast 
amounts of radiant heat into the direct 
heating surfaces, Finally, downdraft- 
ing has well known benefits of its 
own, which definitely reduce stack 
temperatures. 

One way for the Brooklyn service- 
man to start on his career of baffling 
boilers lies in his finding a boiler simi- 
lar to the one in D1ac. 5, which should 
be easy for him. The owner should be 
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pay to provide 
heat and hot 
water for the 
apartment house 
—and that part is 
easy also. 

Just two more 
items: The boiler should need a new 
firebox anyhow, and the chimney serv- 
ing the boiler should be able to provide 
fairly decent draft, or better still draft 
somewhat above usual. 

The serviceman makes combustion 
tests that give him readings of COs, 
stack temperature, smoke, over-fire 
draft and smoke-outlet draft, all with 
the burner running as it always runs. 
Blocking the smokepipe draft regula- 
tor in its maximum-draft position, he 
ascertains the highest draft the chim- 
ney can provide—burner still running, 
of course. . 

Showing the combustion test results 
to the owner of the boiler helps prove 
to him that his excessive fueloil bills 
are caused by excessive smokepire loss. 
From 30% to 50% of the Btu’s in the 
oil he buys are being wasted; the heat 
he is buying is shooting up the chimney 
in alarming amounts. 
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Diag. 6—Inexpensive, less durable version of the refractory 
downdraft wall in Diag. 5. To increase the effectiveness of 
this arrangement and at the same time lengthen the life of 
the ¥%” boilerplate curtain, make the back wall of the firebox 


. Make it so high that the passage over it 
sq. ft. of area for each gph the boiler is 


fired. Corbelling of the high back walls in these drawings is 


unnecessary. Straight back walls produce excellent results 


The owner needs a new combustion 
chamber anyhow, for a great deal of 
the trouble is directly due to use of an 
old, deteriorated combustion chamber. 
The serviceman offers an exceptional: 
ly good combustion chamber, perhaps 
made of insulating firebrick—together 
with the fuel-saving downdraft wall 
behind it. 

The new combustion chamber 
should be designed painstakingly for 
the proper gph firing rate, which 
should be figured taking into account 
the radiation load on the boiler, the 
past yearly fueloil consumption, an¢ 
the decided increase in efficiency which 
the improvements will produce. 

Many jobs fired at the proper rate 
in the past—considering their past iN 
efficiency—should be fired 20% t 
30% more lightly, to take into accoum 
the increase in efficiency the improve 
ments will fetch, and to make certal! 
that during coldest weather (zero 0 
side in Brooklyn) the burners will run 
a total of about 16 hours a day. 

The location of wall “A” in Dw 
gram 5 is established by the length 0! 
the combustion chamber; this wall 
made 414” thick (not thinner, thoug? 
‘the drawing might suggest this), an? 
is extended up to within about 6" t09 
of the crownsheet. The distance ™ 
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(CLOSE CROWN SHEET UPTAKES 


by-side openings 
in wall “B,” in- 
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stead of the two 

















in the drawing, so 
that the red-hct 
gases must dip 
down a maximum 
to pass through 
the wall “B” 
openings. 

The  fill-back 


: material between 





the two walls and 
behind wall “B” 
should be topped 


off with an air- 














tight covering of 
refractory mate- 





rial to eliminate 





Diag. 7—It’s an error to fail to close uptakes “A,” ““B,” 

and “C”—where closing such uptakes does not result in ex- 

cessive draft drop for the boiler, together with difficulties of 

insufficient draft. Closing these openings increases distance 
flue gases must travel to reach boiler’s smoke outlet. 
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tween walls “A”’’ and “B” alco usually 
is6" to 9”. To gain this distance, wall 
“B’ can be so far back in the boiler 
that it closes off the crownmeet uptake 
penings just a bit—the back of wall 
'B” can be below the “C” which ap- 
pears over the boiler in the drawing. 

To do better planning, use this 
thumb rule to determine the minimum 
pen area above wall “A” and the 
ninmum distance between the two 
walls, Provide a minimum of 40 sq. in. 
f opening above wall “A,” and be- 
tween walls “A” and “B” in a horé- 
ontal plane, for each gallon-per-hour 
to be fired, 

The openings low in wall “B” are 
wed similarly—40 sq, in. of opening 
or each gph to be fired. If in doubt, 
make wall “A” low to start out, for 
you can make it higher easily later by 
dding a few layers of brick to it, Use 
‘nsulating firebrick for wall “B” and 
make it 44" thick. Build this wall so 
‘nat if this proves to be necessary you 
an make its openings larger later by 
sing a hacksaw blade. 

To gain maximum downdraft effect 
n jobs having excellent chimney draft, 
make wall “A” as high as is feasible— 
0 high that if made higher it would 
rttle up the flame and causs the over- 
ite draft to be pcsitive, or negative but 
nsufficient, Also, make three low side. 
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any chances of air 
leaks. This mate- 
rial must be re- 


fractory, for 
thanks to the ef- 
fectiveness of the 
entire arrangement red-hot gascs will 
pour through the openings in wall “B” 

that’s been learned on installations 
having observation doors in the backs 
of the boilers. 


The refractory downdraft wall in 
DiaG. 5 improves combustion greatly 
and works the direct heating surfaces 
of the boiler exceptionally hard, but it 
does nct increase the effectiveness of 
the indirect heating surfaces of the 
boiler. If you want also to increase the 
effectiveness of the indirect heating 
surfaces, up in the flucs, install the 
heat rake type of flue baffles which 
were described in the first article on 
this subject. But make certain first that 
the chimney provides sufficient draft 
so that baffling beth the combustion 
space and the flue passages does not 
lead you into the trouble of insufficient 
overfire draft. 


Newcomers to the oilheating indus- 
try may be puzzled by the terms “di- 
rect heating surfaces” and “indirect 
heating surfaces” in the preceding 
paragraphs. 

“Direct heating surfaces,” tremen- 
dously hard-working and important 
when the boiler is fired properly, are 
those water-ccoled surfaces which re- 
ceive radiant heat from the flame (as 
well as conducted heat from the red- 


hot gases that wipe them). “Direct 





heating surfaces” simply are those 
water-cooled surfaces that are lighted 
up by the flame. 

“Indirect heating surfaces” receive 
no radiant heat from the flame (and 
receive no light from the flame). Main- 
ly up in the flue passages of the boiler 
and serving to ccol down the red-hot 
products of combustion that leave the 
combustion space, the “indirect heat- 
ing surfaces” are heated 100% by con- 
duction—they receive no radiant heat 
from the flame. 

Hard-working indirect heating sur- 
faces are needed to wind up with suit- 
ably low stack temperatures. But di- 
rect heating surfaccs were just de- 
scribed as tremendously hard-working 
and important (when the boiler is fired 
properly) becausz one square foot of 
direct heating surface can do as much 
work as many square fect of indirect 
heating surface, 

The steel curtain baffle in Diac. 6 
was used widely by stoker installers 
before oilburner men got around to 
using it. Oilburner men who pains- 
takingly built durable refractory 
downdraft walls (Diac. 5) wondered 
if the steel curtain baffle in Dac. 6 
would last for even a few years, 

The way things have worked out 
steel curtain baffles made of 3%” boiler- 
plate are sufficiently durab!e to be used 
in small apartment house boilers, fired 
at up to 6.0 gph perhaps—and fired 


lightly because they are not heavily . 


loaded for their capacgties. But these 
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DIAG. & 


Diag. 8—Only experts should fit this 
steel-pipe downdraft arrangement to a 
wall flame rotary installation, for poor- 
ly engineered it can overheat burner 
parts, or in time deteriorate and drop. 
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TOP VIEW, PLANE B 
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DIAG.9 





Diag. 9—Increase the heat transmis- 
sion rate in the flues of an ordinary 
round, cast-iron boiler by blocking cer- 
tain uptake ports partly or entirely, 
and instead of strolling sluggishly and 
ineffectively through the flues the prod- 
ucts of combustion race through—dart 
back and forth at the same time. This 
is only one way to improve such boil- 
ers; other types of baffles can be in- 
stalled to make the hot gases zig-zag 
as they race toward the smoke outlet. 





































































SIDE VIEW DIAG, 10 











Diag. 10—In addition to installed fur- 
naces and boilers having flues that by 
design are ineffective for oilfiring, 
there are boilers like this which are 
even more ineffective because they were 
assembled improperly by their install- 
ers. In one instance an oilburner was 
removed because of excessive fuel con- 
sumption, after it was tried out for 
one year in a new home, The owner 
switched to coal. Fuel bills still were 
high, resulting in investigations of the 
boiler, which was found to be assem- 
bled improperly—in the manner above. 
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steel baffles should not be used in hard- 
fired boilers, boilers fired at higher 
rates than about 6.0 gph, or boilers 
fired by horizontal rotary cup type oil- 
burners. Such a baffle is made in two 
or more parts small enough to go 
through the boiler’s firing door, is 
bolted together inside the boiler, and 
is hung in any manner suitable for the 
particular boiler. 

Diac. 7 points out that many boil- 
ers have more uptake openings than 
are needed. Closing some of these 
(“A,” “B,” and “C” in drawing) does 
not result in difficulties of insufficient 
over-fire draft—but does cause the 
products of combustion to travel a 
greater distance in reaching the boiler’s 
smoke outlet, thus does reduce the 
stack temperature. 

Refractory material is best for clos- 
ing the boiler uptakes in its crown- 
sheet, for it can stand high tempera- 
tures. Insulating firebrick cemented in 
place by refractory cement or furnace 
cement works out very well—such 
brick can easily be sawed and carved 
to shapes that fit the openings precise- 
ly so that only small amounts of ce- 
ment need be used. 

Be on the lookout for boilers that 
need the treatment DIAG. 7 suggests, 
for you can improve the efficiency of 
such boilers considerably using a mini- 
mum of time and material. 

Dic, 8 has warnings attached to it: 
(1) Don’t carry this idea too far; don’t 
extend the downdraft tube down too 
far into the combustion space, for if 
you do you will overheat and ruin the 
blower wheel and oil distributor of the 
burner; (2) Make certain the pipe you 
install in the crownsheet uptake will 
not fall down in a few years—remem- 
ber that like the steel curtain baffle in 
Diac. 6, this pipe will gradually de- 
teriorate. 

Dac. 8 shows a steel pipe fitted into 
the crown-sheet center uptake of a 
cast-iron boiler fired by a wall-flame 
vertical rotary oilburner. You must 
balance this, first warning against the 
fact that the steel pipe will do little 
good if it does not extend downwards 
far enough. 

Applying the idea in D1ac, 8 for the 
first time, you may find that experi- 
menting with the pipe length is un- 
avoidable. Use the largest size pipe 
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which will fit into the crown sheet up- 
take. Drill holes near the top and ug 
large nuts and bolts to support the 
pipe; install five nuts and bolts to play 
safe against failure in time of one or 
two; have the heads of the bolts in. 
side the pipe. 

Or place two heavy steel rod; 
through four holes drilled through the 
top of the pipe—if one rod carries the 
weight, the other above it serves as 3 
spare in case the first fails. Close the 
crack between the pipe and the up 
take opening with refractory cement 
so that to escape from the combustion 
space of the boiler all the products of 
combustion must downdraft first, then 
go up through the pipe. 

D1ac. 9 shows how to add to the zig. 
zag action and length of flue travel of 
an ordinary round cast-iron boiler, To 
do a thorough job that won't be un 
done the first time the flues of the 
boiler are cleaned, use pieces of 4’ 
boilerplate specially cut to sae, and 
use long bolts to hold these boilerplate 
pieces in precisely the proper posi 
tions. 

To arrive at the proper position, us 
your combustion testing instruments 
Read the stack temperature and CO; 
to start. Find out the maximum draft 
the chimney can provide, Adjust the 
smokepipe draft regulator for the maxi 
mum smokepipe draft that can be 
maintained dependably by the chim 


ney ... perhaps .06” to .08" on 4 
medium-size domestic job, if you a 
lucky. 


Now close in on the flue openings 
with your baffles until you arrive # 
suitable over-fire draft—perhaps 1!" 
to .03”, and finally use your COz teste! 
and stack thermometer to find out ! 
what low level your efforts have 
duced the stack loss. Simply bafln 
boilers after the manner of DIA6. ’ 
has reduced stack temperatures “ 
much as 300°F. 

D1ac. 10 deals with the opposite ® 
baffled flue passages, for here the 
direct heating surfaces of a boiler have 
been rendered almost 100% ineffect 
by improper assembly of the boile: 
Here the boiler sections got switch 
with the result that the products . 

- combustion go almost directly ™ 
the combustion space to the smoke 


(Please turn to page 171) 
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by 
Ray Reynolds 


ALK TO TEN oilburner service 
ie today and most of them 
will tell you that the daf of breaking 
even financially in service is gone. 
These men for the most part did at one 
time show a break-even statement or 
better, but they will insist that they 
can't do it anymore. 

Their reasons include the 40-hour 
week in some instances, high labor 
costs, overtime rates for their men, less 
production per man hour and higher 
costs for materials. The list of reasons 
goes on indefinitely and no one is will- 
ing to predict a reversal of this trend. 

The result is that the equipment sales 
division of the company or the fueloil 
department has to subsidize the serv- 
ice end of the business with a resulting 
loss of profit. What is to be done about 
this critical industry condition? 

The equipment department cannot 
close its eyes to this drain on its profits 
because just a slight shifting of the 
wind in favor of a buyer’s market 
could reduce gross margins to a point 
where the service subsidy would be- 
come very painful indeed. The fueloil 
department cannot long ignore this 
wondition for just as sure as taxes there 
will come a time when the quality of 
etvice will suffer if service depart- 
ments can’t stand on their own feet 
inancially, The lowering of oilburner 
etvice standards would be most dis- 
strous for gas competition would 
quickly profit by such a trend and 
“eryone’s fueloil gallonave would be 
in jeopardy, 


Service and Modernization 


No, the plain unvarnished truth is 
‘hat the oilheating industry as a whole 
‘ould stand even better service than it 
Pic tenders rather than worse. Even 
ve est service managers admit that 
Pre service could be improved and 
es: relations with their customers 
“siderably enhanced if they were not 
; — the battle of the budget every 
“Our of the day. 


Answer to service Losses 


Modernization Work can mean Profits through the oilburner service Department 


We have long been of the opinion 
that the salvation of the service de- 
partments is the aggressive sale of 
modernization work. It seems to us that 
this is a field where the service depart- 
ment can rightfully do some selling 
without treading on the toes of the 
sales end of the business, for the sale 
of modernization is too small a sale in 
dollars to be attractive to the average 
salesman, who is used to selling oil- 
burner installations or complete heat- 
ing plants. Furthermore, the average 
salesman is not trained for this type 
of sale. Almost everyone with whom 
we talked agrees that the amount of 
modernization work that is crying for 
attention represents a market of many 
millions of dollars. Yet we find prac- 
tically no evidence that any substan- 
tial amount of this work is being done 
or any serious selling of modernization 
being promoted. 


What is Modernization? 


Maybe we should define what we 
mean by modernization, In its broad 
term we refer to the examination of 
present oilfired equipment and, by the 
use of modern testing equipment, de- 
termine its present state of efficiency 
and then proceed to rebuild fire boxes 
and combustion chambers where nec- 
essary. Do a modern job of baffling, 
install the most effective draft control, 
work out the proper air and oil pat- 
tern, apply the absolutely correct noz- 
zel for the perfect fire and come up 
with a low stack temperature and 
somewhere around an 11 or 12% COs. 
Then install the latest type of thermo- 
stat, and accompanying relays if nec- 
essary, to give the 1% variation in 
temperature that the industry has al- 
ways preached but which does require 
the latest and best types of controls to 
deliver. Proceed from there to the in- 
stallation of an up-to-date type of do- 
mestic hot water control so something 
like a 15° to 20° variation can be 
maintained. In brief, that’s moderniza- 
tion. 

While we know that there are oil- 
burner service departments doing some 


of this for a few customers, we are 
not aware that the jobs are being done 
completely or that they are being sold 
as modernization jobs but rather as 
corrective measures, piecemeal, to make 
the job passable for the time being. 
If there is any doubt about the wide- 
spread market that exists for oilburner 
modernization we would like to quote 
from a survey made on Long Island, 
N. Y., some time ago on 200 oilburner 
installations taken at random, The re- 
sults of this independent survey, made 
at the instigation of the writer, are 
in our possession and a few of the 
items follow: 


Heating system Faults 


37% without balanced stack drafts 
or the draft control was not operating. 

44% had wrong size or style of 
Nozzles. 

22% thermostats with over 4° vari- 
ations. 

58% inferior refractory material. 

24% insufficient air inlet or draft. 

This deplorable condition undoubt- 
edly would not be found among in- 
stallations made by the average reputa- 
ble company, but almost every service 
department is servicing great numbers 
of burners that were installed by fly- 
by-night dealers who are probably out 
of business now. Many of these burners 
are without parents of any kind; even 
the manufacturer or the labeling com- 
pany has disbanded. It is not enough 
to say that these customers should buy 
new installations, for it’s true that 
some should, but many cannot afford a 
new job and will suffer along with 
the present troubles for years unless 
someone sells them modernization. 

A complete modernization job can 
be done usually for between $150 to 
$175 and, as every good service engi- 
neer knows, he can give the customer 
plenty for his money, Also there can 
be good profit to the oilburner service 
department on such jobs, because they 
will be selling expert engineering and 
materials instead of just labor. 

What must an oilburner service de- 

(Please turn to page 174) 
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Smaller Dealers need Guidance 


In this second Article Elliott-Lewis changes Hats and talks as a burner Distributor 


by 
Jack Campbell” 


N THE FIRST STORY of this series we 

explored our company’s retail meth- 
ods for selling oilheating equipment, in 
which Delco men sold more than a 
fourth of the burners going in to Phila- 
delphia last year, through old-fash- 
ioned, specialty, door-to-door market- 
ing. We also do a wholesale business 
for Delco, some of it in the city, but 
a substantial volume is done in the im- 
mediate suburbs extending not more 
than 15 miles from city limits. 

Most, but not all, of the dealers we 
sell are in other business, such as sheet 
metal and the like. They all are suc- 
cessful companies in their communi- 
ties, or we couldn’t sell them; but some 
are small in burner sales, They lean on 
us for guidance both in selling and in 
the mechanical end of the business. 


Contact Man helps Dealers 


‘We have one dealer contact man 
who devotes all of his time to helping 
the dealers with their various sales 
problems and planning promotions and 
advertising. He also actively partici- 
pates in hiring and training dealer 
salesmen. 

Our general manager of the heating 
division is H. R. MacAvoy, and he de- 
votes a lot of time to our dealer busi- 
ness. Much of its success is to his credit. 

To bring you an orderly presenta- 
tion of our dealer training philosophy 
we are reproducing a questionnaire or 
yardstick that is brought to the dealer 
occasionally to remind him of how we 
think he should go after more business. 
This was developed by MacAvoy. It is 
built on fundamentals as old as the 
industry, but just as effective in 1954 
as 20 years ago. It’s true the oilheating 
industry has come of age, but we be- 
lieve that intelligent adults keep in 
training. 

Let’s run through some of the items 








*Vice-President, Elliott-Lewis Corp., 
Philadelphia, in charge oilheating and fuel- 
oil department. 
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H. R. MacAvoy is Heating Division 
general manager, responsible for much 
of the success of the dealer program. 


on the questionnaire to briefly show 
our viewpoints on them. 

1. No dealer can get more than oc- 
casional friendly orders for burners un- 
less he has one specialist selling noth- 
ing else. Such a man knows that he 
must justify his income through or- 
ders, This could be a dealership as large 
as 75-100 installations a year. Such a 
man can get a surprising amount of 
training free from the distributor. 

Factory field men will hold sales 
meetings with the dealer and his men 
as part of his regular work and will 
actually go with him on that “impossi- 
ble to close” job, if requested. 


Canvassers aid Salesmen 


2. In our first article we showed 
how a canvasser can double the effec- 
tiveness of even a single salesman by 
seeking out prospects and making ap- 
pointments for him to try and close. 

3. Advertising the simple benefits of 
oilheating identified with your name 
will do a lot to make your man wel- 
come when he calls. If you use a can- 
vasser, spend 2-3% for advertising. if 
no canvasser, spend up to 5%, 

4. In going after coal users with di- 


rect mailings, keep in mind that more 
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than half of all oilburner sales since 
the war have been conversions from 
coal. Local coal dealers tell us that they 
are losing an average of better than 
15% of their customers a year to oil 
or gas. Your canvasser helps to build 
mailing list of coal users, 

One of the simplest, but most pro. 
ductive methods of building sales in 
off season months and prospect lists for 
the future, is following the ash removal 
truck in the various sections of yeur 
town. It won't take very long to have 
enough coal users pegged to keep you 
busy for weeks. 


Make it Merchandise 


5. In offering present users a reward 
for prospects, we don’t propose that 
you give them money. It doesn’t get 
them. Instead, make it merchandise, 
some small appliance that you buy in 
wholesale lots for about $10. Circular 
ize all types of customers. With us, al 
customers are the best . . . they sort 
of feel they are in the family. 

6. Definitely have a showroom, how: 
ever small, where you can display and 
compare items as you talk. Also it dem 
onstrates that you are in the oilbumer 
business, not just an opportunist. 

But above all, don’t let your show 
room grow dusty and stale. Keep it 
clean, sparkling and fresh looking 
New display material is cheap, Chang: 
it often! 

7 &@ 8. These are all part of your 
advertising investment, very inexpet 
sive, decidedly effective. 

9. Sales meetings at least once é 
week! You'll always have some 1" 
slants in a week, Salesmen like to 
in ideas, especially to describe »™ 
hard victory. 

Keep your sales meetings alive! Gir 
due credit to men that have produc! 
in unusual ways. A lot of times th 
most deserving man is not the top ” 
in sales! Don’t fail him! Tomorrow be 
may be your “ace in the hole.” 

10. Contests are a must, even if x 
have only one salesman, in which sf 
it’s a target he shoots for. Establis 
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quotiis based on a man’s ability. Don’t 
classify them all the same. The top men 
often object to higher quotas, but they 
ysually win anyway. 

One of our most successful contests 
isa “dress up plan,” staged for the 
ason, At one point we give under- 
wear, later a shirt, various incidentals 
nd, finally, a good suit. In the mean- 
time, competition is hot. The man is 
pictured on a board, too, in these vari- 
ous stages. 

11, When our employees turn in 
leads they get $5 if we make a sale of 
conversion equipment; $10 for a unit 
sales, plus another $2 if we get the oil 
account. 

12, Literature and selling helps are 
again part of advertising. They cost 
very little, sometimes nothing; keep 
them in motion. 

13, There are a number of different 
opinions on what a dealer’s inventory 
should be. We advocate not much more 
than a month’s supply. If he’s a 75-100 
unit dealer in annual sales he should 
buy in lots of 10, getting a good dis- 
count. If he ties up too much cash he 
gets too cautious, An inventory of 10 
units should include probably six con- 
version burners in two sizes, and each 
size with short and long tube models. 
Then he should have a highboy and 
lowboy furnace in 75,000 Btu size and, 
in our area, a couple of boiler units. 


Keep Service up 


14. Most dealers claim to render 
prompt and efficient service, but in 
lact, it’s far from universal, Nothing 
discourages a salesman more than run- 
ang into repeated incidents where his 
company fell down on this point. 

No single thing has contributed 
nore to the success of the gas heating 
industry than poor oilburner service. 
15. Nothing sounds more elementary 
than keeping up to date on your own 
"ew products, You'd be surprised. We 
et enthusiastic over something new 
ind fire it out to the dealers, Sometimes 
when our field man calls a month later, 
ne finds the great new bonanza in a 
desk pile, unopened. Or more often it 
7 been opened and put aside to study 
‘ater. And the salesman is still in total 
‘Norance of it, 

16. It is often important to know 
“hat your competitor down the street 


has today or is going to have tomor- 
row. Study the industry’s magazines 
for this and attend the product ex- 
positions. You may even find a com- 
petitor emphasizing some refinement 
that you have had all along and hadn’t 
thought very important. 

17. Factory schools of a week or two 
are a big help, especially in under- 
standing your own equipment. The 
training is free; you pay travel ex- 
penses. If you’re located near a big city 
there may be local oilheating schools. 
In Philadelphia we have an oilheating 
course in Dobbins Vocational School, 
two nights a week for 20 weeks, and 
the tuition is only $36. 

18. If your volume is too small to 





and locate a competent installing con- 
tractor. One serviceman can’t handle 
it alone. A serviceman’s time is better 
spent on clean-ups and regular me- 
chanical maintenance work on the 
burners, building good will and mak- 
ing contacts for oil business, Installa- 
tions cost more if you use service men 
for fill-ins, 

19. The answer here is obvious, Any 
dealer who has read this far is inter- 
ested in improving his business. 

Self appraisal, sizing up yourself, is 
a favorite indoor sport. It’s more than 
that for companies that get ahead 
faster than the herd. Sometimes pain- 
ful, it’s always rewarding if you act 
on it. There’s gold in them hills, pod- 





support an installation department try 


ner, if you dig it, 








What makes a successful oilburner dealer? 


We asked factory men, wholesale field men and a host of top flight oilburner 
executives. The results we have set up in the form of a little test, which might 
well double or triple your profits, if you put all of these ideas into practice: 





1. You must have at least one man who does absolutely nothing year ‘round, 
but sell oil heat. I do —_—— I do not ———— 

2. Back him up with a canvasser (either telephone or street). I do ———— 
I do not - - 

3. Advertise oilheating regularly. I do ———-- I do not —-——— 

4. Have regular mailing campaigns to coal customers, with oil heat literature 
enclosed. I do —— do not ———— 

5. Have mailing campaigns to oil heat users offering them a reward for pros- 
pects. I do ——— I do not — 

6. Keep an attractive display of oil heat products on your show room all year 
‘round. do ——— _ I do not ———— 

7. Identify your store as an oil heat dealer with outside signs and banners. 
I do ———— I do not ——-— 

8. Identify your trucks with banners, and your installations with installation 
signs. 0 —--— I do not - 

9. Hold regular sales meetings with your salesmen. I do — I do 
26 

10. Hold regular sales contests with cash or gift incentives for your salesmen. 
I do ——— I do not ———— 

11. Give incentives to all your employees for turning in leads. I do 
I do not ———— 

12. Keep an adequate supply of literature and selling helps in stock. ] do — 
I do not ———— 

13. Keep an ample inventory of products in stock for immediate installation. 
I do ——— do not ———— 

14. Render prompt and efficient service to your customers. I do ——— 
I do not ——— 

15. Keep yourself and your organization up to date on new products, literature 
and prices. I do I do not - 

16. Keep yourself and your organization up to date on competitive equipment, 
prices and policies. I do ——— I do not ——— 

17. Have at least one man who has attended a factory installation and service 
school. I do ——— I do not —-——— 

18. Maintain an adequate, trained installation department interested in making 
every installation perfect. I do — I do not —-—— 

19. Have enough interest in your oilburner business to have taken the trouble 


to fill in this test. I do ——— I do not ———— 


There’s no way to give you a chart for scoring your test, but you should be 
able to see quickly from your answers whether you are effectively doing the things 
that insure success and profits in your oilburner business. 

Please believe that these are not theories dreamed up behind a desk or pro- 
pounded by analysts with no practical experience in your business. They are the 
tried and proven methods used by the leading companies in your business. 

The methods will help you, if you will use them. 














Profits in Cooling 


Part VI. General Information and diagnosis Chart for Maintenance and Service 


by 
J. R. Lewis 


A" WHO ARE CONNECTED with the 
industry, and 
who have watched recent growth, con- 


airconditioning 


tinue to predict that a very large por- 
tion of the future total volume of busi- 
ness will be for residential year-round 
systems, Certainly the figures for the 
last three years offer the best reasons 
for this trend of thought. There just 
is no valid reason why now, and for 
many years to come, any other branch 
of this fast expanding industry offers 
better profit opportunities, 

The airconditioning industry’s ex- 
pansion rate has followed a most in- 
teresting pattern, Real estate people 
have surveyed and found that once 
about 15% of office space in a given 
city is available with conditioning, 
then owners must install similar sys- 
tems if they wish to maintain their rent 
levels and their favorite tenants. There- 
fore, it seems likely that many owners 
of old homes will want to get the facts 
and the equipment as they watch the 
ever increasing number of new homes 
offered at higher prices, with the popu- 
lar feature being the conditioning 
unit. The acceptance to date also means 
that an increasing number of builders 
will be using cooling, even on houses 
in the lowest price brackets. 


Potential in new Homes 


One good reason for the terrific po- 
tential in this field is the great amount 
of new home construction. Wherever 
you may be, look at what is happening 
all around you. There are in excess of 
one million residential starts a year in 
the country as a whole, and no one 
area seems to have a particularly high 
share of the total. Also, there are more 
than 13 already 
equipped with warm air heat. A good 
percentage can be, and will be inter- 
ested in adding cooling. Probably as 
many as 4 million homes have the 
latest design of heating plants, and 


million homes 


should need few if any revisions when 
2 


cooling is added. Almost another 3 
million homes have warm air units 
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which are old enough to make complete 
replacement economical. This offers 
one of the best possibilities but in be- 
tween there are a good number of 
other prospects. It will total a very 
large figure and a great many are al- 
ready old customers of the established 
fueloil dealer. 

Previous articles in this series have 
touched upon theory, practice, bene- 
fits, and other reasons why people may 
wish to invest a fairly large amount 
of money in residential cooling. The 
chances are very good that the home- 
owner will have very little knowledge 
about what he is buying. However the 
sum to be spent is great enough so that 
he will want to do some “shopping.” 
The smartest buyer will know that his 
best “buy” can only be quality equip- 
ment backed up by a well rounded 
service facility. This applies to a great 
many mechanical things, but none 
more than summer cooling, 

Cooling is needed when, and only 
when, hot weather makes outdoor cli- 
mate uncomfortable. Then the system 
must operate at its best efficiency, or 
the buyer has spent his money fool- 
ishly. Properly servicing the cooling 
plant one week after the hot weather 
is expensive at any price. On the other 
hand, good timely maintenance and 
prompt service can be costly and still 
be reasonable. 

The routine maintenance which will 
help to avoid unnecessary expense and 
inconvenient service may be expected 
to include the following work: [In 
some instances the annual or semi- 
annual check will be sufficient. In the 
warmest climates where cooling is used 
for a larger part of the year then more 
frequent maintenance may be bene- 


ficial. ] 


Electrical Inspection: 
1. Motor lubrication 
2. Relay, transformer, and starter 
actions 
3. Control performance 


Refrigeration cycle inspection: 

1. Refrigerant charge and leaks 
Oil levels maintained 
Condenser cleanliness 
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(a) Air Cooled: Remove dug 
and check fan and motor 


performance 
(b) Water cooled: Note water 
valve setting and check 


tubes for scale 

(c) Evap. or Tower: Clean 
water collecting reservoir 
Check fan, motor, and noz 
zle operation 

(d) Water drainage wherever 
winter freeze may occur 


Miscellaneous: 
1. Belts for all drives 
2. Dampers, motors, bearings 
3. Filters for cleaning or replace 


ment 

Main fan bearings and balance 
Cooling coil 
amount of cold surface. 

6. Winter-summer switch over 
7. Damper positioning for seasonal 


- 


wa 


cleanliness and 


air circulation 
8. Noise at the proper level 


Less Servicing required 


The amount of servicing required by 
modern well built refrigeration units 
is nothing like what it was ten or more 
years ago when low pressure equip 
ment was in its development stage 
Present design, particularly on pack 
age units, assures refrigerant circula’ 
tion with proper return of the lubn 
cating oil. The open type, the hermett, 
and the semi-hermetic are sufficiently 
trouble free, and are frequently 0” 
ered by manufacturer’s warranty 
one or five years. 

Service costs which the owner m 
pay can be a good deal more than iO" 
labor charge. It is, therefore, very ™ 
portant to train field men in ev 
practice that will save time at the ¢ 
In most cases, it will be impract® 
even impossible to repair the refriger 
tion equipment without removins ; 
for shop work, It will be far quicker 
less costly and more satisfactory ® if 
place refrigeration compress! - 
possibly the refrigeration high side 
the complete unit. Different manta? 
turers have different designs ¥" 
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materially atfect the logical service pro- 
cedure for the type construction, The 
manufacturer's recommendations on 
repair or replacement must, therefore, 
le followed carefully in order to avoid 
errors which can only be expensive, 
Furthermore, compressor — service 
work usually requires special shop tools 
and equipment which is costly. This 
work also requires special training and 
knowledge which the average installing 


dealer can afford to buy as needed 
rather than to acquire for possible fu- 
ture use. It is important to remember 
that whenever any part of the refrig- 
eration cycle must be opened, then pre- 
cautions have to be taken to avoid al- 
lowing air or moisture or dirt from 
getting inside of the system. The slight- 
est trace of moisture can be responsible 
for substantial damage. Even the nor- 
mal humidity in a small amount of air 


could mean far more water vapor than 
may be allowed to remain inside of the 
system. This is one important reason 
why special technicians and equipment 
are so important in any shop that will 
work on components of the refrigera- 
tion cycle. 

Other servicing for the summer cool- 
ing equipment of the year-round sys- 
tem is, in many ways, similar to what 

(Please turn to page 168) 



















































































































































































































































































































































































































































































































































oF _ ° 
Service Diagnosis Chart 
NO COOLING 
Set thermostat down, check contact closing, 
then note the operation 
EQUIPMENT FAN RUNS 
COR AN DOESN'T i saanr CYCLES | COMPRESSOR DOESN'T 
Close thermostat Check wiring 
pl bower, hand [coer tee Measure voltage 
urn the fan | " Tr each phase 
| CYCLING CYCLING 
| a STOPS CONTINUES | 1 
FAN STUCK FAN FREE | | NORMAL VOLTAGE | | NORMAL ae 
check bearings Check belts THREE PHASES SINGLE PHA 
Check belts voltage at motor re ve te a nt tat re gs asaiiae starting control starting contro! 
Check alignment Check motor . na location >: 9. on starting winding Starting winding 
Compressor frozen Compressor frozen 
[ —_ | 
; contro/ 
FAN AND COMPRESSOR Water cooled , Aircooled ai FAN RUNS 
Temperature high} | Temperature high sagram 
DON’T RUN Pressure fow "roe ne, 9 COMPRESSOR RUNS 
ubes alr — 
| Pump off v eo Pt cet 
Lines clogged or vo/rage Check temperature 
|ry reset b utton| Bad switc condition | OF Cooling: con 
NO START RUNNING ABOVE BELOW 
NORMAL NORMAL 
Motor of F 
on overload | | 
Check transformer . - 
vottoge and relay Expansion valve Dampers or filters 
action pre eae adan is bad prevent air Flow 
Repair or replace AIR oo euuauanian Mae Leaky compressor | | Dirty coil surface 
Check pressure COOLED Condenser surface dirty No refrigerant Duct obstruction 
switch which Check fan and motor Clogged refrigerant 
should reset strainer 
Replace water in system 
Check motor 
ral coils and 
meee marines Water temperature high TOWER 
ae Water pressure low OR Check pump 
WATER Water flow poor Check nozzles 
COOLED Check valve setting EVAPORATIVE Check fan 
inspect condenser tubes 
CURRENT Check rela: Compressor 
HIGH IN and capacitors bearing tight 
| aan Replace Repair or replace 
VOLTAGE Low NORMAL VOLTAGE iy 
UNBALANCED AND BALANCED PHASE 
Line sizes CURRENT Compressor 
Other loads on line Resa sey IN bearing tight 
Power Co. checkup am y _ c Repair or replace 









































paneer, WE GET CONCERNED 
over high fuel costs and put less 
effort into pushing oilheating because 
some other fuel may be cheaper, it’s a 
good idea to spend a few minutes look- 
ing at electric heating as it is sold in 
the more expensive parts of the coun- 
try. 

Take Cleveland, for example. More 
than any other city east of the Mis- 
sissippi, Cleveland is saturated with 
natural gas heat. The ratio of gas burn- 
ers to oilburners in that city is about 
12 to one. The reason, of course, is 
that for a long time gas has been con- 
siderably cheaper than oil. 

Now we discover that some families 
are starting to buy electric heating for 
their homes at a fuel cost so far above 
anything else on a Btu basis that you 
would expect that selling such equip- 
ment would be impossible. The local 


Electric Heat at 427 a Gallon 


Cleveland Utility heats Homes at three Times oilheating Cost 


electric utility, the Illuminating Com- 
pany, has 560 homes in metropolitan 
Cleveland completely heated with elec- 
tricity. 

The lowest present rate for home 
heating is 1.7¢ per Kw. By October 
the utility hopes to have this rate down 
to 1.5¢. At 1.5¢ would be equivalent 
on a Btu basis to fueloil at 63¢ a gal. 
Even if you are willing to allow elec- 
tric heat an efficiency of 100% and oil- 
heating 70%, the fuel cost is still 
equivalent to oil at 42¢ a gallon, which 
is just three times as much as it ac- 
tually costs. 

The electric heating sold up to now 
has come without very much effort by 
the utility. In an interview with John 
R. Lushbaugh, home heating specialist 
for the company, he mentioned that 
on their first applications for home 
heating they tried to discourage the 
people because they were afraid that 
high fuel bills would bring grief all 
around. More recently they have done 
some selling, and they expect to do a 
lot more of it this fall. 

Your first reaction in hearing that 
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so many homes were paying such a 
high price for heat is to assume that 
these are homes of millionaires who 
have no concern for cost. On the con- 
trary, according to Lushbaugh, prac- 
tically all of these homes are small, get- 
ting down as low as 1,000 sq. ft. of 
floor space. Fuel bills are kept within 
a range that the family can meet by 
insulating each house so thoroughly 
that it is practically a thermos bottle. 
Even so, the fuel cost on a 1,000 sq. 
ft. house runs about $170 and on a 
1,400 sq. ft. house around $250. 
Oilheating in these heavily insulated 
homes would cost only about one-third 
as much and natural gas less than that 
in the Cleveland area, As to the type 
of heating, most of the homes, in fact 
85% of them, use wall panels with in- 


dividual thermostats in each room.‘ 


Some of them have ceiling panels, and 


the company’s experience so far is that 
the ceiling panel is cheaper to operate 

Another form is to use a cable fas- 
tened to rock lath in the ceiling and 
then plastered over. This is the cheap- 
est method and seems to work well. 

Baseboard convectors are also used 
and in discussing the cost of an in- 
stallation in the typical house, we 
found that this baseboard type in a 
1,400 sq. ft. house cost about $800 
while glass panels cost about $1,000. 
In addition the average homeowner 
will have to spend an extra $250 for 
more insulation. 

Electric heating in the Cleveland 
area is On a separate meter so it’s possi- 
ble to keep an exact cost. A few jobs 
have been put in by speculative build- 
ers. There have been no large develop- 
ments using electric heat but a num- 
ber of builders have put in one to three 
jobs experimentally and during April 
the utility conducted some meetings 
for builders to educate them on the 
merits of electric heat. 

There is a little saving in the con- 
struction cost of a new home because 
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it needs no chimney nor floor space for 
the conventional heating plant, 

The Illuminating Company does not 
sell any equipment but several general 
heating dealers in town offer the elec. 
tric variety. Lushbaugh mentioned 
that the Electromode Company ig 
Rochester is now producing an electric 
forced-air unit for combination heat. 
ing and cooling. This is not a heat 
pump but uses resistance coils, 

The customer reactions to electric 
heating are mostly good. A lot of un- 
solicited testimonials have been re- 
ceived claiming that electric heat had 
cured health difficulties, particularly 
where the radiant types are in use A 
few customers have complained that 
children were burned or draperies 
spoiled where they got loose from their 
moorings and hung in front of the wall 
units. 

The electric utility 
can take on a lot of 
home heating if folks 
will buy it because it has 
a new plant under con: 
struction that will be 
finished in 1955 and 
will increase the capac 
ity of the system by 
250,000 Kva. 

In questioning Lushbaugh on why 
folks will buy electric heating at such 
a rate he says that they have two prn- 
cipal reasons. First, those families com 
sider it the most modern fuel since they 
have individual temperature controls 
in every room, and second, they talk 
about it being the cleanest fuel, cleaner 
than either oil or gas. 

Electric heating will some day be 
important, Conservative atomic scietr 
tists say we will have abundant ele 
tricity by their method within 15 yeas 
at the latest, perhaps 10 years. There 
are now about 300,000 homes in the 
country electrically heated. Most ° 
these are in the TVA country OF the 
Pacific Northwest. Yet a surprisits 
number keep popping up in the hig 
cost areas, Certainly these are objet 
lessons to folks who think you «al! 
sell anything unless it’s cheap. 








Copy on opposite page is part of 4 
16-page booklet which ansue 
questions about electric heating: ! 
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Old in Years 


by 
Ray Horan 


J N THE HIGHLY competitive oil heat- 

ing market of Milwaukee, the Wis- 
consin Ice & Coal Co, maintains a pace 
and a position in the industry that is 
as creditable to this old firm as the best 
era of its long and successful history. 
All of which speaks praise for the 
Kopmeier family who started the busi- 
ness in 1849 and who have maintained 
ownership and management of the firm 
throughout four generations to the 
present day. 

While the Wisconsin Ice & Coal Co. 
is today one of the largest and most 
progressive fueloil and oilheating firms 
in Milwaukee, it was, of course, not 
always so. The company’s fueloil ex- 
perience does date back to 1929 when 
they built a one million gallon storage 
plant on the west bank of the Mil- 
waukee river and establishes it as one 
of the earliest of the coal merchants to 
recognize and accept the arrival’of a 
great new fuel business. 

In the retail merchandising business, 
particularly those engaged in services, 
it is not uncommon to see firms that 
both rise and fall in a single genera- 
tion. It always has been a most dis- 
tressing experience for men of mer- 
chandising minds, knowing full well 
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Wisconsin Ice proves to be as progressive 
as any of its oilheating Competitors 


the blood and sweat a founder puts 
into the birth and development of a 
new business, to see it lose its vigor 
and resourcefulness with the declining 
years of its founder. It is, therefore, 
stimulating to become acquainted with 
a firm that has enjoyed such a long and 
successful history and at the same time 
find no evidence of a shortage of breath 
or hardening of the arteries. 

The Wisconsin Ice and Coal Co. 
was started by John Theodore Kop- 
meier, immigrant from Germany, in 
1849. Apparently Milwaukee had few 
night clubs in those days for it is re- 
corded that John and his family (there 
were seven children, four of them 
boys) always started work at 5 A. M. 
If he could look down on current con- 
duct, he would probably be hard put 
to understand what the present em- 
ployees of his old firm do with their 
time after they have finished a 40 hour 
week, 

But anyway, he started a retail milk 
delivery business and soon discovered 
that in the good old summertime the 
milk customers were as much inter- 
ested in the ice that he had on his 
wagon to keep the milk cool as they 
were in the milk. So he started selling 
ice and it was not long until he was 
leasing nearby lakes for his ice supply 
and the milk business died out. 
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From the ice business, he expanded 
into trucking and trucking later Jed 
into the coal business, The trucking 
activity was abandoned eventually and 
for many years it was an ice and coal 
business. In 1929 the company began 
to sell fueloil and a short time later 
added oilheating equipment 

In 1935, it started renting ice refrig. 
erators, an activity that continued for 
several years. About 1937, it intro. 
duced ice blowing equipment for blow. 
ing cracked ice into refrigerator rail. 
road cars. This ended the heavy lifting 
of ice cakes into the cars; with this 
equipment a car could be loaded quick. 
ly by forcing the cracked ice into the 
top of the cars through a six inch hog 
by air pressure. 

An interesting story about this ice 
blowing equipment is related to the 
snowless winter of 1938 when the com- 
pany authorized use of the equipment 
to ice slides in Kosciusko Park where 
thousands of children had the slide of 
their lives. Another year, this ice blow- 
ing equipment supplied 300,000 lbs. of 
pulverized ice to the slides and land: 
ing grounds of the Milwaukee, Ocono- 
mowoc and Racine Ski Club Tourna 
ment. It is recorded that the longest ski 
jump on record was made on the com 
pany’s ice. 

The company’s activity in the ice 
business is related to oilheating becaux 
it points up the value of promotion 
and good public relations that have 
played a big part in the successful de 
velopment of its oilheating division. 

Eight years ago Leslie Falk joined 
the firm as top sales executive; he # 
now a vice president. Falk has devel: 
oped a highly successful oilheating 
sales activity during the years he ha 
been with the company. His equip 
ment sales run well over two hundret 
installations a year, His oil sales, ba 
domestic and industrial, are climbing 
steadily and recently airconditionint 
was added and is beginning to sho 
real promise. . 

Falk possesses a long background 
sales and is nationally known for i! 
presentation on the “Dynamic Effect 
of Demonstration in Selling.” W# 
two associates, Al Herr of a Milwav 
kee advertising agency, and Jim Dow 
off, vice-president of Milwaukee Pat 


Oil Co., he has been part of a silé 
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tno that nas traveled far and wide 
across the nation putting on a three- 
man skit entitled “Making Your Sales 
Presentation Stay Presented.” In such 
distant points as St. Louis, Nashville, 
New York and Davenport, they have 
addressed Sales Executive Clubs and 
received enthusiastic acclaim, They are 
referred to as the “Horsemen of Sales” 
and, while they claim that they are not 
professional speakers but just plain 
ales people, their reputation would 
certainly indicate that there is nothing 
amateurish about their delivery. 

However, Falk seems to be a man 
who has risen far above his specialty of 
sles and is obviously a well rounded 
business executive. He places great em- 
phasis on advertising, engineering and 
ervice, His advertising is probably the 
most ambitious undertaking of any 
Milwaukee oilheating dealer, featuring 
large insertions of newspaper institu- 
tional copy and display each year. Di- 
rect mail is also effectively utilized. 


Uses effective Slogans 


He has used such effective slogans 
a “All three are your Guarantee” 
(stressing equipment, fuel and serv- 
ce) and “Your Pipeline is on Wheels.” 

Falk has a profound understanding 
of the importance of engineering in the 
oilheating business. He says that in his 
esperience he has never seen a business 
where engineering is of such para- 
fount importance and so generally 
neglected as in industrial oilheating. 
Consequently he has given this de- 
partment special attention and is very 
proud of his engineering staff, who can 
bast of approximately 25,000,000 gal- 
lon of industrial business. He feels 
that the industrial fueloil field is one 
great future promise for any firm 
willing to make the investment and 
‘aff themselves with the proper cali- 
ver of engineers, 

Ih service, Wisconsin Ice & Coal 
OWs rare courage in charging the cus- 
‘omer what service actually costs, The 
tollowing service rates tell the story. 

Day Rate 7:00 A.M. to 4:00 P.M.: 
4.75 minimum charge for first half 
‘Our, $4.50 per hour regular rate after 
trst half hour. 

a and After Hour Rate 
bide - 12:00 midnight) : $6.75 

Charge for first half hour, 


Leslie Falk 


$6.50 per hour regular rate after first 
half hour. 

Sundays and Holidays or between 
12:00 midnight and 7:00 A.M.: 
$8.75 minimum charge for first half 
hour, $8.50 per hour regular rate after 
first half hour. 

The above rates apply to Milwau- 
kee County only. Rates outside are 
regular rates plus time to and from 
job, plus travel cost of 10¢ per mile. 

The company also has a_ theory 
about annual service that is not gen- 
erally shared in the industry. It does 
not offer its customers a yearly service 
contract but sells them an annual over- 
haul instead. It sells the overhaul on 
the basis that it is much less expensive 
than the yearly contract, and if a good 
overhaul job is done each year it is a 
preventive measure that should mini- 
mize emergency service, 

In its installation department Wis- 
consin operates a system that we have 
not previously seen. A large wall board 
or rack, about 5 ft. high and 8 ft. long, 
is marked off in vertical sections with 
several headings indicating each stage 
of the installation work, When an in- 
stallation is approved by the sales de- 
partment it goes into the first slot and 
moves along with each successive step 
of the installation. The management, 
the dispatcher and the salesmen know 
at all times just where each job stands; 
the service manager can tell at a glance 
just where his men are working, what 
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operation they are performing, and 


how long they are likely to be involved. 
Falk has introduced a complaint 
mailing folder that is quite unusual. 


The heading says “We're Asking For 


It, Don’t Pull Your Punches,” and then 
lists the following questions: 

1. Was our representative courteous 
and business-like? 

2. Were you satisfied with the serv- 
iceman’s work? 

3. Did the representative or service- 
man call back and explain the opera- 
tion of your heating equipment? 

4. Did the serviceman leave your 
basement clean after finishing his 
work? 

¥. Did you receive prompt and cour- 
teous service on your phone call? 

6. What can we do to improve our 
service? 

The customer is told that he does 
not have to sign his name if he doesn’t 
want to, Each time one of these re- 
ports comes in from a customer it is 
tacked up on a bulletin board so each 
serviceman can see just what his cus- 
tomers think of his work and his con- 
duct. Falk says, “I couldn’t keep house 
without it. The men not only get polite 
criticism but also plenty of complimen- 
tary reports come in to encourage and 
supply incentive for high standards of 
work.” He says that 22% of the re- 
turns from customers have some com- 
plaint, most of them are not of a seri- 
ous nature, 78% are satisfied or com- 
plimentary in their remarks. 


Opens new Department 


The newest department of business 
at Wisconsin Ice and Coal is the 
wholesale equipment department. Like 
some other sizable operators in various 
parts of the country, the firm has de- 
cided that its retail department does 
not have to be a deterrent to operating 
a wholesale business. As one executive 
of a company who has made this move 
explains, “Small dealers prefer to buy 
from us because we know much more 
about the retailer’s requirements than 
the average wholesaler, and our retail 
experience enables us to be of practi- 
cal service in counseling them.” 

Wisconsin Ice and Coal sells every- 
thing in the equipment line to dealers 
including a complete line of vaporizing 
stoves and furnaces, 

All things considered the Wiscon- 
sin Ice & Coal Co, can say: one hun- 
dred and five years of age does not 
necessarily make a firm old, it just sup- 
plies it with a lot of experience. 
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Key MOBILE LABORATORY of the 
National Warm Air Heating and 


Mobile Lab tests Cooling 
. Saati 3 Air Conditioning Association has been 
1n Aircondition ed Village observing and testing the performance 


of residential warm air heating and 
i _ airconditioning systems throughout the 
United States for the past five years. 
This laboratory .on wheels, shown 
above, is being used at the first mass 
experiment in airconditioned living at 
Austin, Texas. 

Under the sponsorship of the Re’ 
search Institute of the National Asso 
ciation of Home Builders, 18 Austin 
builders have constructed 22 homes ef 
varying design and structure in a single 
tract. Each of the houses designed for 
middle income families has a different 
type of year ‘round airconditioning 
system. The project is called the Air 
conditioned Village. 

The research study is expected 
produce valuable data on the cost and Tem 
operating efficiency of central aircon Fa 
ditioning. Research teams will chet Fp, j,,, 
om what it costs to run the systemsam fF ture pe 
what effect various building material J tons on 
have on the efficiency of the different f°" re 


exists ¢ 
systems. 


Donald Dell, Mobile Technician at? 
left, describes to visitors how vandw 
testing devices are used. Here he 
is demonstrating one of the eight-pom 
continuous temperature recorder 





Thermocouples (left) mounted * 
standards in each room transmit t0 d 
recerder those temperatures which & 
ist at floar, sitting, standing and cei 


pes, room 


ing level. From recorder ta ait 
termine? 


to-room comfort can be de 
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Temperature meters connected to the 
thermocouples located at 24 points in 
the house are used to record tempera- 
ture patterns, By pressing central but- 
tons on the meter, the test technician 
can read the exact temperature that 
exists at each thermocouple location. 


At right the technician explains the 
sling psychrometer, used to measure 
rem berature and humidity of the air 
_ the house; a velometer, for re- 
: mg air velocities; and a hygrom- 
— . peeitins the amount of mois- 

Ouse s structural components. 








At the open house held at the Airconditioned Village visitors 
have fun checking temperature sensitivity of thermocouples 
as rise from room to body temperature is recorded. Included 
in the overall study which will take a year to complete will 
be investigations into the physiological and psychological 
reactions to the airconditioning of the families living in the 
homes. The University of Texas is prepared to do this re- 
search. Families paid $12,000 for the homes which all have 
three bedrooms and are one story in design. Land is extra. 








by 
Ken Berglund 


A HUMOROUS DIRECT MAIL CAM- 
PAIGN built around such remark- 
able slogans as: ““Think—-Maybe We 
Can Dodge This Work” and “Come 
Back When You have a Little Less 
Time to Spare” is doing a strong pub- 
lic relations and selling job for Over- 
Head Heaters New York Inc. who han- 
dle specialty equipment for heating 
and cooling. 

Besides using a novel approach in 
its sales promotion, OverHead Heaters 
is unique in other respects too. The 
firm is headed up by two women ex- 
ecutives, Ruth I. Shafer, president, 
and Rachel R. Ormsby who directs 
the merchandising activities, 

Mrs. Ormsby, who makes the ma- 
jor decisions on merchandising ideas, 
decided to use the campaign after a 
test mailing showed that industry ex- 
ecutives enjoyed the humorous slogans. 

“The motto mailings are the perfect 
answer for us,” Mrs. Ormsby states. 
They are light-hearted and convey the 
feeling that we do not take ourselves 
too seriously, After the first mailing 
we received a large number of favor- 
able comments.” 





Rachel Ormsby, director of merchan- 
dising, pins up a few mottoes used 
in the firm’s direct mailing program. 
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Mottoes for Sales 


OverHead Heaters solicits Prospects with humorous Slogans 


The slogans are printed on cards and 
are accompanied by a letter filled with 
good-natured insults and light chatter. 
This informal approach to equipment 
sales is a low pressure campaign in 
every sense of the word, Business is 
never mentioned in the letters. 

When OverHead Heaters started 
the campaign several months ago, the 
first letter surprised many a person on 
the firm’s mailing list. When he opened 
the envelope, he found he was being 
welcomed to the “Let’s Have Better 
Motto’s Association.” This group, it 
was explained, believed that outworn 
slogans like “Think,” “Smile,” “Do it 
now” and similar mottoes were out of 
date. 

Every month thereafter, Overhead 
Heaters mailed a letter plus a 6” x 4” 
card with an insulting comment such 
as these samples: 

“I'd like to help you out—which 
way did you come in?” 

“Your call has climaxed an already 
dull day.” 

“You have all the possibilities of be- 
coming a complete stranger.” 

“If you don’t understand it—op- 
pose it!” 

‘Money isn’t the best thing in the 
I just like it best.” 

The accompanying letter was just 
as ridiculous. It mentioned a fun-lov- 
ing horse named Joe who leads a parade 
of all Motto Association members 
down a New York street. The letter 
ribbed people on the mailing list and 

(Please turn to page 176) 
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Joe, the Horse, is probably the only 
animal in history who ever heiped sell 
heating and cooling equipment. Joe is 
main character in mailing campaign, 
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One of the few women presidents in 
the industry, Ruth I. Shafer, looks over 
a selection of mottoes. Firm handles spe 
specialty heating and cooling equip: 
ment. 
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Recession-proot your Business 


Now is the Time to review the Things We’ve always known and then do Them! 


by 
Arthur W. Nelson 


ny” HING IN THIS PERIOD ahead 
gives cause for alarm,” said 
Jack Bosted of New York, treasurer of 
the National Association of Manufac- 
turers, recently in discussing business 
in general. 

Fueloil and oilburner dealers hope 
this forecast proves correct. However, 
we have conflicting predictions, so, 
just as a precautionary measure, we 
should consider steps to take if busi- 
ness doesn’t improve. Instead of con- 
silting an economic and business ex- 
pert, I decided to talk with an old-time 
dealer who has survived more crucial 
periods than any we are likely to ex- 
perience in the foreseeable future. 


Pioneer Dealer 


John Henry is a pioneer dealer, who, 
in the early 20s, cajoled the more ven- 
turesome to try a pot-type or a con- 
tant gas pilot rotary. It took ability 
and the capacity to absorb terrific pun- 
ishment to build a prosperous dealer- 
ship in those days of puff-backs and 
wary prospects. Later during the big 
depression when most dealers pulled 
in their horns and slowed up, he did 
just the opposite. He shot the works! 
He built a bulk storage plant, bought 
fueloil trucks and equipment and got 
a thousand customers before the de- 
pression was over. He works best un- 
der the stress of adversity and he has 
‘record of sound judgment, His ad- 
vice should be timely, progressive and 
practical based on a wealth of experi- 
ence, 

Sol phoned John Henry and asked 
lor a date, 

To read him into the problem I re- 
‘erred to a statement by the president 
of the Standard Oil Company of Indi- 
ia made at the 33d annual meeting 
01 the American Petroleum Institute. 
Ps indicated we have reached a 
Mateau; that our future growth will 
miata slower rate under intense com- 
tition, He believes this should force 
*t0 become more efficient and that 


we will be better off in the long run. 

John Henry pinpointed the problem. 

“To begin with let’s agree on a cou- 
ple of fundamentals. Assuming an 
overall efficient management, will you 
agree the most important requirements 
for a prosperous dealership are good 
customer relations and top-notch sales- 
manship?” 

John Henry didn’t wait for a con- 
currence. 

“Be at my office Saturday afternoon. 
Customer relations is the first thing 
for dealers to straighten out. After 
that we'll look into the bucket of 
worms—-sales!” 

Saturday while driving across state 
to John Henry’s bailiwick I thought 
over our conversation. His two pronged 
attack to improve business, consisting 
of cementing customer relations and 
pushing for sales, seemed too simple. 
And John Henry slipped in a joker. 
He had said, “Assuming efficient man- 
agement!”” What an assumption! From 
the standpoint of efficiency some deal- 
erships are like a honky-tonk on a 
Monday morning after a busy week- 
end. 

I don’t mean John Henry’s outfit. 
John Henry is a tip-top manager. He 
has a tight, smooth running spread. 
It clicks with efficiency, All of it. The 
sharp, attractive appearance of his 
bulk plant, his office and store, his 
trucks and equipment. His people are 
painting all the time—new signs— 
lettering on trucks—new color schemes 
in his showroom. His fueloil and serv- 
icemen look as neat, trim and alert 
as West Point cadets. Not only does 
everything have eye appeal but it even 
smells fresh and clean and new like 
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an auto off the assembly line, Perhaps 
we all need more spit and polish; more 
clean-up and paint-up, 

But most dealers aren't as fortu- 
nate as John Henry; he’s rolling, Prob- 
ably his cash and quick assets are ten 
times his total obligations. Perhaps he 
doesn’t realize many dealers, with nor- 
mally efficient management, have ra- 
tios of quick assets to current liabili- 
ties of not over 3 to 1. These dealers 
are working hard to build businesses; 
they're not big time show-off operators 
on a shoe string. I began to have mis- 
givings for John Henry’s plan didn’t 
seem suited for many dealers who are 
not wealthy, 


Things not to do 


To put themselves in better financial 
condition to meet a recession many 
dealers would need to push customers 
for the payment of their old accounts. 
How could these dealers force cash 
from customers and at the same time 
improve their customer relations? Cus- 
tomers have an old-fashioned resent- 
ment when squeezed for money. John 
Henry would have a hard time selling 
me his plan. Perhaps old John Henry 
was beginning to slip; perhaps I'd 
made a mistake in going to him for 
advice. 

I found John Henry stretched out 
comfortably in a chair while smoke 
from his fragrant Havana floated lazily 
in the air over his bald head. He grunt- 
ed pleasantly as I lit my pipe. 

“That oil president hit it dead cen- 
ter. Dealers got careless during lush 
times. Their attitude, in some cases, 
has been ‘If squawking customers don’t 
like our way of doing business to hell 
with them,’ and these dealers need a 
shake down.” 

I protested that we don’t want an- 
other siege of price cutting like we had 
during the depression and that we 
need stiffer competition and the price 
war that goes with it about as much 
as a hole in the head. But John Henry 
didn’t agree. 

“Dealers with good customer rela- 
tions don’t need to worry about a shake 
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. . . « Recession-proof your Business 


up. We had plenty of shake ups dur- 
ing the depression but look what my 
customers did for me? They carried 
me through the depresssion! My cus- 
tomer relations policies built my busi- 


” 


ness. 

So I asked John Henry to define 
good customer relations. He said that 
goodwill is a feeling of satisfaction 
based on satisfactory service and that 
many dealers had a large backlog of it 
years ago, However, many dealers due 
to bad customer policies have seen it 
trickle away customer by customer. 
Then I asked what a dealer should do 
to get in gear. He said that three ac- 
tions are needed. First: cut out un- 
ethical business methods. Second: set 
up policies that will hold customers. 
Third: set up fair and effective meth- 
ods of handling customer complaints. 


Should own Service Department 


Then I asked him what unethical 
methods he referred to. 

‘“Here’s an example, Suppose you're 
a customer needing service so you 
phone your fueloil dealer. He says 
he’s sold his Service Department be- 
cause it was a headache and he lost 
money on it. Now he relays calls to 
a concern that does general oilburner 
servicing. Perhaps this concern answers 
his relayed calls right away and per- 
haps it doesn’t. Perhaps it quickly gets 
your oilburner running efficiently, per- 
haps not. The thing is, you used to be 
able to point your finger at your fuel- 
oil dealer who sold you an oilburner 
knowing you depended on him for 
service. Now he says ‘So sorry.’ 

‘“Here’s another that gags me. Some 
dealers don’t like the ting-a-ling of a 
phone on stormy nights when it’s zero 
and roads icy. So what do they do? 
They line up an ‘Answering Service.’ 
When that thing in the cellar that’s 
supposed to heat the house quits cold, 
customers like to hear the know-how 
talk of oilburner men who understand 
the gimmicks and gadgets, How would 
you like to be in East Burlap with an 
oilburner that won’t run and a wife 
who yodels and not be able to talk to 
an oilburner man?” 

John Henry’s question reminded me 
of an experience in our own dealer- 
ship. Fortunately we hadn’t farmed out 
our service. For that I face Mecca and 
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salaam. We had a batch of fueloil that 
clogged strainers. It was our dirty mess 
and our servicemen worked day and 
night. But they were our servicemen 
so we all zippered our lips. John Hen- 
ry raised a hand impatiently shutting 
me off. 

“T want to mention runt sized heat- 
ing systems; boiler or furnaces too 
small, piping undersized and radiation 
inadequate. It isn’t the speculative 
home builders who are gypped when 
dealers install these midgets. It’s the 
home buyers. They’re sore and ripe for 
natural gas conversions.” 

This ancient gripe was out of the 
corn popper so I asked him how we 
could stop a dealer who’s out to make 
a fast buck. 

“That’s the point! Most chiselers 
don’t make money. It’s like the double 
bounce oilburner service some fueloil 
dealers gave customers for free. This 
double bounce service backfired. It took 
dealers a little while to find out why 
since 75% of quitting customers give 
no reasons, When I saw the rat-race 
free service was getting these dealers 
into I began to think about our own 
service, I made up a questionnaire and 
interviewed a hundred typical fueloil 
customers. 

“This survey showed us the best 
way to revise customer relation poli- 
cies. Sticking to these revised policies 
built our business and if other dealers 
implement these same policies they 
won't need to worry about recessions. 
First: make sure the customer gets full 
value on service calls. To implement 
this policy we printed new service slips 
with appropriate listings of various ad- 
justments and inspections to be made 
on every service call, Each item is 
checked off on the slip as the work is 
done. A letter to our customers an- 
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nounced this new policy and this extr, 
feature is explained to the custome, 
personally during service calls. 

“The second policy is to insure that 
customers receive continuous complete 
satisfaction with their oilburners, Oy; 
records show we have fewer com. 
plaints and better relations with sub 
scribers to our Annual Service Cop, 
tracts for under this contract we aim 
to keep the oilburner running efficient. 
ly at all times. For instance, parts or 
controls are replaced rather than ad. 
justed on the job. Our records prove 
this reduces the possibility of oilburner 
failure. To implement this policy we 
vigorously and constantly promote the 
sale of Annual Service Contracts and 
our entire organization gets into this 
promotion act. 


Assure Customer Satisfaction 


The third policy is to insure cus 
tomers complete satisfaction with our 
fueloil service. We have found most 
complaints stem from irritation over 
unpaid fueloil bills. To implement this 
policy we forcefully promote our fuel: 
oil budget plan which provides for 
regular equal monthly payments, As 
it usually works out there is a small 
fueloil cash balance at the end of the 
heating season which the customer is 
strongly urged to apply toward the 
annual service contract. We put tre’ 
mendous energy back of the constant 
promotion of Contracts and Budget 
Plans. 

“These plans are a God-send for cus 
tomers and, of course, they are goo 
for us, too; rid us of many collection 
and bookkeeping headaches. Our de’ 
gree-day fueloil delivery system with 
meter stamped invoices also promote: 
better customer relations.” 

Time was wasting so, while John 
Henry was lighting a fresh cigar, I su 
gested we take up customer complains 
but John Henry just grunted. if 

“Handling customers is a ticklish 
business. For instance, a discourteou’ 
brusque, unfriendly serviceman caus 
friction, Every employee either helps 
to build or destroy good customer 
lations. That’s one reason we have é 
wing-ding every month for our enti 
‘gang, Mostly it’s play but for thirty 
minutes we have a pow-wow whet 

(Please turn to page 175) 
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San Francisco residual specialist is Ted 
Petersen, Jr., president of Peerless Oil 
Co., shown at left talking with Doug- 
las Smith, assistant manager, wholesale 
distributor division, Standard Oil Co. 
of California, Smith has been a fueloil 
specialist on the Coast most of his life. 
Petersen sells no distillate fuels but is 
the largest heavy oil marketer in the 
area. He points out that about. three: 
fourths of the commercial-industrial 
demand is met by cheap natural gas but 
residual fueloil is still big business. 


Tidewater Associated officials look 


over trucking cost study of Jim Yeo- Pacific Personalities 


mans, Multnomah Fuel Co., Portland. 
Standing are G. O. Laughlin, left, su- 
pervisor domestic fueloil sales, San 
Francisco, and L. L, Lewis, district 
fueloil sales manager, Portland, Yeo- 
mans sold his 22 trucks to Fleet Leas- 
ing, Inc., then leased them back, Al- 
though all operating conditions, before 
and after, are not exactly comparable, 
he estimates a saving by leasing of 
$3,000 a year in addition to the re- 
lease of a hundred thousand dollars in 
capital. The principal saving under 
leasing was in repair and maintenance 
costs . . . in other words the large 
fleet operator does this cheaper. 


Fueloil for sawdust. Shown are three 
Shell Oil officials on a visit to Weyer- 
haeuser Timber Co. mill at Longview, 
Wash, From the left, Harry Smith, in- 
dustrial specialist, Portland, J. L. Min- 
ner, national fueloil department man- 
ager, New York, and Bill Meyers, di- 
vision fueloil manager, Portland. 
One of the world’s largest, this mill 
turns Out over a million feet of lumber 
daily, plus a lot of fir plywood and 
res other by-products. Surprisingly, 
ae” here buys over a quarter 
wt ion barrels of residual oil annually more money in special products such as Prest-O-Logs and as a base material for 
7 steam making purposes rather than chemicals than it is worth as steam fuel. The plant also buys annually near a 
€ ts own sawdust. Sawdust brings million gallons of diesel fuel for its yard trucks, locomotives and such, 
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Continuing our presentation of con- 
tributions from readers who describe 
methods or practices they use to help 
them operate their business more effi- 
ciently, there follow more “Helpful 
Ideas.’ 

Each one reproduced here wins for 
the contributor a check in payment 
therefor, at least $5 and more if the 
Idea is considered of unusual or more 
than ordinary value, Specifically, each 
one submitted should tell how a prob- 
lem has been solved, a short-cut evolved 
or an operating procedure worked out 
that enables you or your men to im- 
prove your selling, management, de- 
livery, installation or service. 

In other words, all contributions are 
welcome, Send them along to Helpful 
Ideas, FUELoIL & Or HEAT, 2 West 
45th St., New York 36, N. Y. Need- 
less to say, it’s the Idea that’s impor- 
tant, not your writing style or presen- 
tation. If illustrations are required, in- 
clude a rough sketch or outline and 
we'll have it put in shape for the maga- 
zine when your entry is accepted for 
publication. 


Edwin V. Bedell, service manager 
for Moses R. Cornwell, Inc., Valley 
Stream, N. Y., 
submits two ideas 
which _ probably 
will qualify him 
for the title 
“poc,”” which of 
course means 
“Doctor of oil- 
burner Com- 
plaints.” All in- 
spired by the fact 





that he describes the two service gim- 
micks he has found helpful, shown in 
the illustrations, which move some of 
a doctor’s tools into the oilburner serv- 
iceman’s kit. He says: 

On many occasions while on emer- 
gency service calls—usually at night, 
on Sundays or holidays—I have en- 
countered frozen motor bearings. This 
invariably meant an hour’s work to re- 
move the motor, free the bearings and 
re-install. 

I remembered reading about an idea 
which explained the use of a hypoder- 
mic needle to inject oil into frozen 
bearings and after considerable diffi- 
culty was able to purchase from my 
doctor a 2 cc hypo with a large needle, 
a metal carrying case, and a few dis- 
carded penicillin bottles with rubber 
tops. (Editor’s note: Francis Martin, 
Asbury Park, N. J., submitted a simi- 
lar idea in a 1951 Contest, but did not 
go into the detail that Bedell does.) 


I filled one of the bottles with pene- 





trating oil by filling the syringe, push- 
ing the needle through the rubber bot- 
tle cap and transferring the oil to the 
bottle. It is comparatively simple to 
learn how to fill the bottle and use the 
hypo to extract excess air and create a 
vacuum to prevent leakage. I filled an- 
other bottle with gasoline or benzine 
to clean the hypo after use. 

The next frozen motor bearing I 
found, I injected about half a syringe 
of penetrating oil by pushing the 
needle through the oil hole in the 
motor, right through the packing so 
that it touched the shaft. Revolve the 
fan by hand for one or two revolutions 
and the bearing is free. 

This can be followed, of course, by 
another injection of light oil and then 
regular motor oil or the motor can be 
lubricated in the usual manner. 
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I have found it helpful also to use 
a doctor's discarded stethoscope to lo- 
cate the sources of troublesome noises. 
With it I can trace and pinpoint even 
slight noises such as a pump gear chain 
or the rubbing of the fan against the 
burner housing. 

Another tool which I always carry 
and use and which I have yet to see 
another serviceman have is a contact 
burnisher, used widely by telephone 
company trouble shooters. It is an ideal 
tool for cleaning control contact points 
and works infinitely better than the 
business card or similar rough paper 
most everyone else recommends. 

The contact burnisher is made very 
much like a fountain pen, with cap and 
clip and incorporates a small pin vise, 
slotted to hold a V4" wide paper thin 
metal burnisher. The burnisher is about 
2” long and can be adjusted in the vise 
to reach the control contacts. 

This is truly a terrific tool for the 
oilburner serviceman and I'll take full 
credit for thinking this one up with the 
aid of magazines or hearsay. 

About a year ago R. H. MacKinney, 
MacKinney Oil Co., Highland Park, 
N. J., wrote a short article for Ess 
Heat-ways, distributed in the 18 states 
where Esso products are sold. It out 
lined his conviction of “The Impor 
tance of Ethics in Business” as he his 
applied them to his own company. 

The key to MacKinney’s thinking # 
service and he ex- | 









plains very con- 





vincingly how 
service extends to 






every phase of his 





business. His trea- 





tise, reprinted 


with permission 
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ways, follows: MackKinney 
If those who elect to go into busines 
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r the Here’s the room thermostat with sweeping horizontal lines 
, full designed for today’s modern home. Its functional design and 
h the horizontal ‘‘new look” are at home with modern or tradi- 
tional interiors. Its attractive, neutral-colored plastic cover 
ane, blends with any color scheme... no need for repainting! 
Park, But, the modern beauty of the Penn heating thermostat is 
Esso more than “skin deep”. Under the cover, you'll find snap act- Mew Penn thermosial with hosseatel 
states ing contacts .. . still the very best for sturdiness and long-life ae - , : 
; out’ dependability. Another “inner beauty” is time-tested heat an- new look harmonizes won mower 
npor ticipation ... the Penn magic that stops Hot-n-Cold living. and traditional surroundings. 
ye has Don’t settle for less. Specify and install Penn heating con- 
y trols... they'll always deliver the better heating comfort 
ing you sell. Penn Controls, Inc., Goshen, Indiana. Export Divi- 








sion: 13 E. 40th Street, New York 16, N. Y., U. S. A. In 
Canada: Penn Controls Limited, Toronto, Ontario. 
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FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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. . . « Helpful Ideas 


would realize that a most important 
thing to remember is “high business 
principles,” they would find a short- 
cut to success at the very beginning. 
It must start with the boss, and he must 
set the example for his employees. He 
must be consistent in practicing ethics 
in his private and business life, as his 
practices will be a reflection on any- 
thing with which he is connected. By 
practicing this attitude toward his fel- 
low man he is bound to make new 
friends and live a happier life. 


He must at all times remember that 
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A new... and exclusive nozzle 
rack designed by Delavan to 
help you stock your nozzles in 
a neat and convenient way. 
This rack makes possible in- 
stant selection of the desired 
nozzle because the various sizes 
and types are clearly marked 
in individual channels. Stock 
supply is a cinch to check. No 
more fishing around in dark 
bins or drawers .. . only to find 
you're out. By having the de- 
sired nozzle your serviceman 
can install a new Delavan 


he should serve the people of his com- 
munity with the best possible service 
and product, and of these two things 
I consider service the most important. 
His competitors probably have a prod- 
uct that is comparable to his, but he 
can outsell them on good service to 
customers and neighbors. 

The word service may mean many 
things, not only the actual mechanical 
or physical service he has to offer, but 
the little courtesies that he and his em- 
ployees can render every hour of every 
day—courtesies of the highway, and 











Nozzle rather than clean an /|# # 


old one. Avoid callbacks and | 
save time by installing a Del- 
avan “270” Nozzle Rack. 


ASK YOUR JOBBER HOW 
YOU CAN GET A DELAVAN 
NOZZLE RACK; OR WRITE 
FOR THE NAME OF THE 
NEAREST DELAVAN JOBBER. 






This attractive 13” x 18”, 
heavy gauge steel, yellow 
baked enamel finished rack 
holds up to 270 nozzles, 
clearly marked for size and 


type. 


Canadian Distributor © ONTOR LABORATORIES, LTD. 
111 Tycos Drive, Park Road P. O. © Toronto, Canada 





DELAVAN Manufacturing Co. 


Grand Ave. and Fourth St. 
West Des 


Moines, lowa 








to the customer at his home, or in the 
social life of the community—his wilp 
ingness to cooperate in civic affairs to 
keep his place of business neat ang 
clean, and to be a good neighbor. Al] 
these things help to put his business on 
a higher plane, And he also is render. 
ing a good service for the industry 
which he represents. 













Community Activities 






So that he might participate in local 
civic projects and have an opportunity 
to serve his community better, you wil] 
find in every city or town, leaders 
among the fueloil distributors. This is 
as it should be. And you will find most 
of the successful men are those who 
practice the high ideals that are set up 
in the bylaws of the various service 
clubs such as Rotary, Lions, Kiwanis, 
Exchange and others. They bring those 
ideals back to their offices and make 
them work. If these ideals were prac: 
ticed universally, I know there would 
be happier people. 

Nothing is more pleasing than to be 
reminded of a favor or a little courtesy 
that had been rendered by you or one 
of your employees long ago, by some- 
one who did not forget. When the time 
comes to reciprocate they will usually 
do it by helping you in business, one 
way or another. 

I am sure the reason why most of 
the fueloil business, particularly the 
domestic business, is now handled by 
the independent dealer, is because of 
this personal and warm friendship that 
exists between the dealer and his cu 
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NOW yo 
tomers. For this reason alone, we must Blinder oil 
constantly strive to improve our ser for thi 
ice and to retain this confidence, 

In my eighteen years of business ane : 
all in fueloil retail, the greater part do Wil we 


mestic, I have observed that the w 
dividuals who have forged ahead art 
the men who had “high business stand 
ards.” I have also noticed the growing 
recognition of small business by the 
major suppliers. In the field of edust 
tion, for instance, the major oil com 
panies have spent money and time 
“good-will” programs to the 
throughout the world. 
Through the efforts of the major a 
suppliers and producers, the Oil Indws 
try Information Commistee was fi 
(Please turn to page 170) 
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NOW you can get delivery — in any quantity —on the world’s most Coronation is your answer on how to build bigger oil burner profits, and satisfy 
‘modern oil burner. To dealers everywhere who have waited anxiously your most exacting customers. With its ultra-modern design, incorporating entirely 
for this moment — our sincere “thank you” for your patience. new scientifically-proven principles, Coronation packs greater customer appeal 
Many months have passed since the prototype of Coronation than any other burner. Dynamic Silencing will amaze you with its hushed 
was acclaimed as “the crowning achievement in oil heat.” These smooth performance. Exclusive Variable Drive permits custom-fitting to a wide 
months have been busy ones for us, perfecting every last detaii, range of installations. The compact ultra-modern Panel-Type Design permits table-top 
until we could say “Coronation in every way meets both our and your accessibility for the easiest, fastest servicing — a real time and money saving 


vements for the finest in quality and performance.” The time is NOW! feature. When you feature Coronation . . . you sell an oil burner in a class by itself. 


SALES HELPS THAT MAKE IT EASY SILENT GLOW OIL BURNER CORPORATION 
TO SELL CORONATION ah seeeatiansiiinida 


Silent Glow is backing its dealers to the hilt with highly 
— yoo sage grt the —_ - — Rush all information on Coronation including the Dealer Sales 
Be the first in your community to cash in on Coronation, Promotion Plan. 

by using the Dealer Sales Promotion Plan. 


@ HARTFORD 1, CONNECTICUT 
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™@ Fueloil for 
school Heating 


Ten Considerations enter into deciding on the proper Fuel for a new School 


by 
J. Verne Resek* 


CHOOL CONSTRUCTION was halted 
for four years by World War II. 

In city after city and town after town, 
increasing population has caught up 
with school facilities. Statistics report- 
ing the number of children born since 
1948 constitute grim warnings that un- 
less additional schools are built with- 
out delay, many American children 
will find no seats in schools when they 
should be starting their educations. 
Heeding these warnings, school board 
officials and school executives in hun- 
dreds of localities are now planning 
additional school facilities, Those re- 
sponsible for planning new schools 
must examine many phases of proper 
design and construction of new school 
buildings. One of the most important 
questions that must be answered has 
to do with the kind of fuel to be used 
in heating the new school buildings. 

No fuel is absolutely perfect for 
heating schools. Each fuel has its char- 
acteristic advantages and disadvan- 
tages. Moreover the fuel which is 
proper for a school in one locality 
often proves to be entirely improper 
for an identical school in a different 
locality. The size of a heating plant or 
power plant has a great bearing on se- 
lecting the proper fuel for it. 

In many of the largest industrial 
power plants, for example, qualified 
specialists find that pulverized coal is 
the best, most suitable fuel. Coal might 
be favored for use in large buildings 
located adjacent to coal mines. Nat- 
ural gas is plentiful and inexpensive 
in Texas, Louisiana, and much of Cali- 
fornia—thus cannot be ignored by 
those who are planning new schools 
in those areas. But in most parts of the 
country fueloil should be used to heat 


*Manager Burner Division, Cleaver- 
Brooks Company, Milwaukee 12, Wis. 
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commercial and small industrial plants, 
and such buildings as churches—and 
schools. 

Broad thinking necessitates consid- 
ering each of the following fuels in 
terms of its advantages and disadvan- 
tages: (1) hard coal, or anthracite; 
(2) soft coal, or bituminous coal; (3) 
where available; (4) 
manufactured gas, where available for 
heating; (5) liquefied petroleum gas; 
(6) wood; (7) fueloils of different 


grades. 


natural gas, 


Ten Considerations 


The following ten considerations 
enter into deciding which of the above- 
listed fuels is proper for a particular 
building: 

1. Price of the fuel 
cost of usable heat units 

2. Equipment needed to handle the 
fuel; original cost of this equipment, 
expense of upkeep, depreciation, and 
on the in the 


in terms of the 





interest investment 
equipment 

3, Availability of the fuel and re- 
liability of its delivery 

4. Possible shortages due to strikes 
or fuel becoming unavailable 
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Many oilburner dealers don't know| 


this, but the fact is that the coal in- 
dustry hasn’t given up altogether. It 
is sending excellent speakers to those 
who are planning new schools, for ex- 


ample. Facing no opposition when no| 


advocates of oilheating are present, 
these excellent speakers can do well for 
themselves—and for the coal industry. 








To avoid such one-sided goings-on,| 
? : | 
well qualified speakers from oil com-| 


panies and oilburner companies should 





of a certainty address those who must 
make decisions regarding which fuel| 
will be used to heat a new school. Oil) 
heating interests should not lose out to| 
coal heating interests by default! 








5. Amount of labor needed to han- 
dle the fuel and the ashes or clinkers 
that result from its use 

6. Storage space required for the 
fuel and the availability of such space 

7. Importance of cleanliness of the 
fuel itself and of smoke and fly ash 

8. Smoke department rules 

9. Educational value of equipping 2 
school with the latest and most efi- 
cient equipment 

10. Safety of operation, 

Each fuel should be considered in 
the light of the above considerations. 

1. Price: The price of the fuel mus 
be taken into account only in relation 
to the efficiency obtainable in burning 
it in the particular boiler. In other 
words, we must consider the price 
each pound of steam the boiler pro 
duces. To do this we must consider 
the heat units in each pound or gallon 
of fuel, the price of these heat units 
and the efficiency that can be attained 
in utilizing the fuel so that usable heat 
is obtained from it. 

This formula helps compare the 0 
of oil heat to the cost of coal heat: 


Px Cx Hex Ec 


X= « Ao X Eo 
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The same sort of formula can be 
yd to compare any other two fuels. 
In the above formula, “X” equals the 
sumber of gallons of oil required to 
Jo the work of “C” number of tons 
of coal. “P” equals 2,000 pounds of 
soal per ton. “H_” equals the number 
of Btu in each pound of coal, “Ho” 
equals the number of Btu in each gal- 
in of fueloil. “Ec” equals the efh- 
ciency of the coal-burning plant, “Eo” 
equals the efficiency of the oilburning 


plant. 
Comparative Costs 


Here's a typical example. A plant 
yes 100 tons of coal yearly—the coal 
has heat content of 13,000 Btu per 
pound, is stoker-fired at 60% efhici- 
ency, Consider switching this plant to 
No. 5 fueloil, heat content 150,000 
Btu per gallon, utilized at an efficiency 
of 75%, which we consider average for 
aconversion burner, On this basis, our 
formula becomes : 

_ 2,000 x 100 x 13 — x 60% 


150,000 x 759 


Work this out and “X” as 13,- 
900 gallons of oil. If the coal is bought 
for $15.00 per ton, the 100 tons of 
coal costs $1,500.00, whereas if the 
il is bought for 10¢ per gallon the 
fueloil will cost $1,390.00 so that in 
this case the yearly costs of the two 


y 


fuels are pretty nearly the same. 

In fact there would be a yearly sav- 
ing of $110 using fueloil instead of 
coal, 

Efficiency as high as 65% may be 
attained using coal in an average size 
plant such as would be used to heat a 
school. 

Using a “Package Steam Genera- 
tor,” of excellent design and fired by 
tueloil, efciency as high as 80% can 
% attained—in fact is nothing uncom- 
Mon on actual installations. 

Special types of slide rules can be 
wed to eliminate the need of doing 
‘xtensive multiplying and dividing to 
igure out how many gallons of fueloil 
ate equal to a certain number of tons 
of coal. I have a slide rule that per- 
mits me to set the cost of coal at $15.00 
Pet ton over 13,000 Btu per pound of 
coal at 60% efficiency——it shows that 
on this basis steam costs 93¢ per 1,000 
Pounds, Then in the case of fueloil I 
*t 19¢ (cost per gallon) over No. 5 













© ANOTHER GOOD REASON e 


2. VOLUVALVE FUEL REGULATION | 


4. PRECISION AIR-OIL CONTROL 


$ 
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6. EXTRA LONG NOZZLE 


VOLUVALVE 
Equalizing Valve Combination 
a PREFERRED EXCLUSIVE for: 


1. Controlling metered delivery of oil to the burner, regardless of 
varying back pressures. 

2. Improving automatic starts on #6 oil, even after long shut-downs. 

3. Improving combustion at all firing rates. 

4. Burning heavier #6 oil at higher temperatures, thereby reducing 
noise. 

5. Permitting use of a low density electric heater for preheating 
the oil. 
These Preferred advantages, plus. the many other built-in fea- 

tures, make Preferred Heavy Oil Burners more dependable, more 

efficient—whether for new boiler installations or conversions. 


Preferred Oil Burners are available in sizes from 12 to 175 
G.P.H. and 45 to 525 B.H.P. They are also made in combination 
oil-gas burner types, with quick change from one fuel to the 
other. Approved by Underwriters’ Laboratories, Inc. 
Install Preferred, the truly fine commercial oil burner that 


leads to more sales. Write for Bulletin 175. 











PREFERRED UTILITIES MFG. CORI 


1860 BROADWAY DEPT. OH-4 NEW Y¢ 2 
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oil used at 75% efficiency, and find 
out instantly that on this basis steam 
costs 86'/2¢ per 1,000 pounds, 


Certain people must bear the re- 


sponsibility for deciding which fuel is 
to be used in each new school. I started 
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out by listing ten considerations which 
these people must decide upon. The 
first of these, having to do with yearly 
fuel bills and cost of making steam 
using different fuels, has just been 
covered in detail. The fact that I had 


to go into many technicalities empha- 
sizes that it is not simple to compare 
the relative costs of the different fuels. 














Two types of oilfired installations used for school heating. One photograph 
shows three conversion oilburners installed in Coatesville boilers in the Seton 
Hall University, Newark, New Jersey. The other installation illustrates the 
use of two 400 hp boilers in the Shrine Hospital and School for Crippled Chil- 
dren in Los Angeles. 
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Second consideration, equipment 
needed to handle the fuel: This has to 
do with the comparative cost of the 
fuel equipment in the case of the goal 
stoker. Coal handling equipment, ash 
handling, high maintenance costs of 
stokers, extra cleanings for the boilers 
—all these must be considered. On the 
other hand, the cost of the oilburner, 
tank, oil piping, and combustion cham. 
ber must be taken into account to ar- 
rive at figures related to depreciation 
and interest on the investment, Though 
the cost of maintaining an oilburner 
is a small item, it must be considered 


Fuel Supply 


Third consideration, availability of 
the fuel and reliability of its delivery: 
In the case of fueloil, lower prices 
usually can be enjoyed by contracting 
for delivery of the fueloil in transport 
loads, which usually run from 4,200 
to 5,600 gallons. The tank capacity 
should exceed the capacity of the 
transport truck by at least 50% so that 
plenty of reserve oil is on hand in case 
of a delay in delivery, 

The availability of oil has been im- 
pressively good. During World War 
II, I could locate only one boiler made 
by my company that was shut down 
during the emergency—its load was 
being carried by a standby boiler using 
another fuel. On the other hand, the 
many coal strikes—each one big and 
important and a national catastrophe 
—have forced hardships on untold 
thousands of people depending on heat 
from coal-fired boilers. 

Consideration four, possible short 
ages due to strikes or fuel becoming 
unavailable, ties in with what I have 
just said about fueloil’s historically 
good reputation versus the bad reputé 
tion of coal, caused by strikes in the 
coal industry. 

Fifth consideration, amount of iy 
bor needed to handle the fuel and the 
ashes or clinkers that result from i 
use: Savings in labor is one of the 
greatest advantages of a 100% fuel- 
such as fueloil. . 

True and not to be overlooked, t# 
necessary to have the superintendent 
look in on an oilburner from time ® 
‘time. He must perform weekly mal 
tenance duties such as lubricate be 
ings, clean fueloil strainers, rem™ 
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SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
s 
Industrial 
Ovens 
» 
Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-flow Switch protects against 
opening of fuel valve until fan is up to speed. 


Insures purging of furnace before fuel valve opens. 














Closes fuel valve if fan slows up or stops. Flashes 
danger signal if fan or fuel stops. Safeguards against 
danger from gas fuel failure when used in connection 
with safety shut-off valve. 

Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 
100 E. Baltimore Detroit 2, Mich. 


FREE | 


CIRCULAR| 



















successfully sell 
‘COMMERCIAL |, 


Heating! 


Even if you have never sold commercial or industrial 

heating before . . . you can do it now. . . with no 

increase in overhead and no change in your current 
operation! 

Now you can get in on BIG PROFITS with the World’s First 


Aicbta DIRECT-FIRED OIL UNIT MATER” 


Delta has design- 
‘a an entirely new ae 
eating system, avail- 
able in 10 sizes from o> 
112,000 to 220,000 
BTU/hr for wide open 7 itt teex 
spaces and large build- 
ings — that any dealer 
fan install in a few 
hours. 






















MYITITT. ee 
(Dobeaee me 


To learn how easy it is 
10 cash ‘in on commer- 
tial heating, write for 

complete details. 





- x 


UELTA. HEATING CORPORATION, TRENTON 8, NEW JERSEY 
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— the only “FAIL-SAFE” draft switch 
with TIME-DELAY FEATURE 


This safety device is 
engineered specifically 
to prevent explosions 
or damage to boiler by 
automatically cutting off 
burner when draft fails, 
whether induced or 
natural. Only Cleveland 
LO-DRAFT CUT-OFF has 
all these features: 


1, Sensitive enough to work from overfire draft for remote 
installation. Can also be installed at the breeching. 


2, Cut-off point adjustable on the job—over complete range. 


3, Time delay prevents momentary puffs from cutting 
off burner. 


4, Standard unit interrupts low-voltage burner control cir- 
cuit. Simple plug-in relay adapts unit for line voltage 
interruption. 


5, Flexible diaphragm—laboratory tested to 100,000 opera- 
tions without failure. 


6, Signal light indicates momentary or sustained low draft. 
7, Terminals provided for alarm or remote signal. 


g, Hermetically sealed, plug-in time delay relay, self-com- 
pensating for ambient temperature. 
9, Extra-sensitive, sealed switch with positive on-off action. 
10, Absolutely fail safe. Failure of any component immedi- 
ately cuts off burner. 


LO-DRAFT CUT-OFF OPERATION 





DRAFT 
GAGE 


INDUCED 
CONDITION SIGNAL DRAFT FAN BURNER 





SAFE DRAFT } 
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(Momentary Low ? x 
Dratt) intermittently 
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DRAFT [@- 
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3 standard models available: Lo-Draft switch 
only, switch with time delay for inter- 
rupting low-voltage or line-voltage 
burner control circuit. Special 
units also provided for manu- 
facturers’ specific requirements. 














CLEVELAND Fue. 
Equipment Company 


1111 Brookpark Road, Cleveland, Ohio 
















TOP 
PERFORMANCE 
STANDARDS 










































Expert design by experienced heating 


engineers 





Carefully selected from a wide range 


ae 





of construction materials 


» Full protection against corrosion 





ae M & L Guarantee against defects in 


workmanship and materials 





You can be sure of all these if you specify a 


Mel FUEL OIL HEATER 





There’s a type for every fuel oil heat- 





“U" TUBE 2 OR 6 


ing need—commercial or industrial. PASS TYPE HEATER 


They meet the standards of the Fuel 
Oil and Water Heater Manufacturing 
Association. 


Send for our complete catalog includ- 
ing data on the new M & L Fuel Oil 
Guardian Heater (832-52-SA).” 

*New York City Approval No. 





TANK OUTLET 
OIL HEATER 


Ei 


28 Ogden Street 


SALES REPRESENTATIVES IN PRINCIPAL CITIES 


Newark 4, New Jersey 


90 
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Min, 


and clean the burner nozzle, etc, Byt 
the superintendent who oversees an oil. 
fired boiler room can spend more than 
90% of his time on other duties having 
nothing to do with the boiler room— 
whereas in the case of stoker-fired coa| 
the superintendent must give hours 
and hours of his time each day to la 
borious work seeing to it that the stoker 
hopper is filled, fires are cleaned, ashes 
and clinkers are moved from the boiler 
to outdoors, etc. 

The sum total attention an oilburner 
needs from a_ superintendent boils 
down to a few minutes attention per 
day—and to work of a kind that can 
be done by a white-collar worker, even 
by a boy or a woman who is me 
chanically apt. Thus the oilburner 
eliminates the hours and hours of daily 
work, backbreaking in nature, usually 
associated with .coal-firing. The result 
is a great cut in yearly labor costs re’ 
lated to boiler room operation. 


Space Considerations 


Sixth consideration, storage space 
required for the fuel and the avail 
ability of such space: Fueloil usually 
is stored underground, and its ue 
eliminates the need for a coal bin and 
an ash storage space. In existing build 
ings being converted from coal to fuel 
oil, space therefore is gained—in on 
instance the old coal storage space be 
came a modern cafeteria. 

The cost of each square foot of 
school building is well known, in the 
case of a new building; eliminating 
space for coal bins and ash storage 
represents a definite and considerable 
saving in dollars. 

Seventh consideration, importante 
of cleanliness of the fuel itself anda 
smoke and fly ash: I can show phottr 
graphs of the boiler rooms of maf 
typical schools heated by oil—the 
cleanliness of these boiler rooms 1 # 
outstanding feature, and is a greata® 
vantage in a modern school building 
In the case of oilheating, the ent 
school building is kept clean at 
much lower than keeping clean aa d 
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tyle schoo! building, in which coal is 
gored. Dirtying effects of coal deliv- 
ries, boiler room and chimney smoke, 
ind fly ash are no problems in the 
modern, oilheated school, 

Eighth consideration, smoke depart- 
ment rules: Smoke abatement and 
jmilar departments in many localities 
have found the use of hand-fired coal 
oilers extremely objectionable, and 
have even outlawed such boilers, To 
comply with a new trend relating to 
moke abatement, boilers must be 
toker fired in a modern and proper 
nanner that minimizes smoke, or must 
be fred by gas—or by oil. 

Ninth consideration, educational 
value of equipping a school with the 
test and most efficient equipment: 
Use of modern, efficient heating equip- 
ment in a school helps give students 
ideas on the advantages of proper se- 
ketion and use of equipment. Just as 
ld-fashioned plumbing, lighting, deco- 
ration, and teaching methods should 
be avoided in new schools, old-fash- 
ined and inadequate heating should 
be avoided. 

Tenth, safety of operation: Make 
ertain, when arranging for the instal- 
tion of any type fuel-burning equip- 
ment, to provide every single safety 
device needed for the particular set-up 
f equipment, Equipment installers 
who are well-informed and reputable 


re of the advantages of using oil- 
‘ Package boilers in schools. The 
et Stack was put up for a 125 hp 
are! boiler used in a Florida 
* 1 Two small l stacks are all that are 
eed for two 80 hp oilfired boilers 











these ENTERPRISE features 


—are YOURS for 


BIGGER 
BURNER 
SALES 


—AND HIGH CUSTOMER 
SATISFACTION ! 











V-BELT DRIVE — 
EXCLUSIVELY 


ENTERPRISE pioneered 
V-Belt drive for Hori- 
zontal Rotary Oil Burn- 
ers. For 15 years they 
have been used exclu- 
sively, for greater effi- 
ciency, flexibility and 
economy ! 


LEAK-PROOF 

HINGE DESIGN 

New burner hinge does 
away with troublesome, 
leaky packing glands. 
“O” rings provide for 
positive, long-life seal- 
ing at this critical point ! 


VENTURI -TYPE 
IGNITER 


Preferred for automatic 


*“*MEASURED-RATE”’ 
METERING PUMP 


Provides for exact deliv- 


ery of the proper quan- starting, the ENTERPRISE 
tity of oil to the burner igniter produces a clean, 
~ regardless of changes torch-like flame that 
in temperature and vis- 
cosity. Another ENTER- 
PRISE first! 


eliminates carbonizing, 
provides failure-proof 
ignition. 
““ANGLE-VANE”’ 

AIR NOZZLE 


Provides full flame pat- 
tern control and efficiency 
regardless of firebox size 
and shape! 


















ENTERPRISE ENGINE & MACHINERY CO. 
A Subsidiary of General Metals Corporation 
18th & Floride Sts., Sen Francisco 10, Colifornia 
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can be depended upon to recommend 
any safety devices needed for the par- 
ticular fuel-burning installation—such 
installers conform to local and national 
safety regulations, and obtain their in- 
formation and education about safety 
devices from manufacturers of the 
equipment they install. Hence there’s 
little danger that adequate safety de- 
vices will not be offered to those who 
are planning the heating equipment 
for a new school building. In that con- 
nection, there’s no risk. 

The two real risks lie in (1) ade- 
quate safety devices being omitted 
from an installation, by those responsi- 
ble for the planning of a school heat- 
ing system, because of fallacious rea- 
soning along the lines that such safety 
devices are too expensive, too compli- 
cated, really not needed, etc.—and (2) 
poor maintenance of safety devices ac- 
tually installed, with the result that as 
years go by they fail to provide the 
protection they were installed to pro- 
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Slide rule developed by Cleaver-Brooks to simplify computation of comparative 


costs of heating with coal, gas or oil. 


vide. Regarding the second point, you 
should take advice only from an ex- 
pert, when you question the effective- 
ness of safety devices; you do not per- 
mit a bungling handyman or self-styled 
serviceman to unhook or disconnect 
safety devices which are in need of ex- 
pert attention. 


Convenience, cleanliness, uniform 
room temperatures, ease of handling 
and storage, and completely automatic 
operation—these are the outstanding 
advantages which make oil the ideal 
fuel for heating schools. Oil heat re 
quires very little time from the school’s 
custodian, janitor, or superintendent 





HARVEY’S for 
REPLACEMENT PARTS FOR 


HEAVY OIL BURNERS 
NEW and REBUILT 


Pumps — Magnetic Valves — Anti-Syphon Valves — 
Relays — Pyrostats — Electronic Controls — Modu- 
trol Motors — Stators — Ignitors — Transformers 
— Transfer Pumps — Draft Controls — Firebrick 


Refractory. 


ALL POPULAR MAKES 


Send for Sid Harvey's Catalog for details of Re- 
placement Parts for all forms of Automatic Heating: 


Oil — Gas — Stoker. 
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VALLEN STREAM, REW YOR 
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in connection with care and attention 
for the fucl-burning equipment. Oil- 
humers that use light fueloil or No. 5 
fyeloil can be installed, for example, 
and require very little more attention 
than do domestic burners, used to heat 
homes, Cleaning of strainers and noz- 
tks, which requires about half an 
hour's time, may be done about every 
other week. 


Night Setbacks 


For economy, the temperature of 
the oilheated school building may be 
reduced automatically as the occupants 
tart to leave the building, and in- 
eased automatically before school be- 
ins again. Fuel can be saved because 
1° indoor temperatures are not 
neded late afternoons and nights of 
chool days, and are not needed week- 
ends and holidays. If you lower the 
temperature only ten degrees during 
1) hours of each night, you cut the 
fuel bills 14.5%, while you can save 
85% of the fuel bills by lowering 
the temperature 15° for 16 hours each 
hay. Reduced temperatures for week- 
ends and holidays produce additional 
savings. 

The reason for this is that the heat 
loss of a building depends on the dif- 
ference between inside and outside 
temperature. Lowering the inside tem- 
perature cuts the heat loss greatly, 
therefore cuts the fuel consumption. It 
isfallacious to think that the fuel saved 
ty keeping a building cool at night 
equals extra fuel that must be used to 
bring up the building temperature 
‘gain in the morning—for on that basis 
itwould cost no more to keep a build- 
ing 80° day and night than it would 
‘ost to keep the building 80° part of 
the time and 70° the rest of the time. 
Higher indoor temperatures for “2zy 
hours of the 24-hour day mean greater 
‘vel consumption; reduced indoor tem- 
peratures for any of the 24-hour day 
means fuel savings—that includes the 
ours of the night. 

Trends in heating are important to 
‘hose selecting heating equipment for 
‘new school. An importamt considera- 
ton in estimating the future of various 
tuels used for heating consists of the 
“*periences of the past few years. In 
“onsidering the use of solid fuels for 
“eating schools, we can judge their 
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A Brand New Profit-Maker 
for Heating Contractors 





THERMOBLOC 


TYPE AF 


° Easy to Sell 


¢ Easy to Install 


© Quick Profits 


Check these fast selling features! Easy to install. Oc- 
cupies comparatively small space . . . heats up to ap- 


proximately 24,000 sq. ft. . . 


. circulates an even 


blanket of heat directly at working level or through 
air ducts. The new THERMOBLOC type AF is a 


premium heater designed for unlimited industrial 


applications! 


No other direct-fired heater has THERMOBLOC’s 
exclusive design and boiler-type construction fea- 
tures. THERMOBLOC presents a new concept of 
heat transfer efficiency . . . engineered and developed 
to heat large open areas in warehouses, factories, com- 
mercial garages, machine shops, and similar hard-to- 
heat buildings. THERMOBLOC is industry’s answer 
for low-cost and highly efficient heat. 

Send coupon for complete details on how you 


can 


THERMOBLOC. 


THERMOBLOC 


DIVISION OF 


PRAT-DANIEL CORP. 


29-8 MEADOW ST. 
SOUTH NORWALK, CONN. 


Pe eee. ee cee 


profit on your next heating job by installing 


PRAT-DANIEL 
29-8 Meadow St. 
South Norwalk, Conn. 
Gentlemen: 

rien rush Bulletin 5/54 on the NEW, EASY- 
TO-SPLL THERMOBLOC Type AF Model 2000. |! 
would like more information on a distributor- 
ship. My Company resume is enclosed. 
DOR iccccnessnincnincennsntetmeiniesdmenanetéaais Title 
CRI io vcnscasivsisaaterarnindedipeeatiaadsiatnacaiainnipniadotineion 
Dei siininictpininntacntaedalahadaaansiinlaatdaiabamianantetinios 
CU iinitinnninssccnancsissisddeabecidantacaiiinisans SOS ciaticstistivlon 









2 MILLION BTU DIRECT-FIRED HEATER 








Bunker OIL SUPPLIERS 


can now “switch” their Indus- 
trial and Power Plant users of 
Diesel oil to low cost bunker 
through installation of 


“packaged” 


oil 
our conversion 
system, and save them from 


40% to 50% on their fuel 


costs. 
Get started in this new, profit- 


able field by writing for data 
and survey sheets now. 






DIESEL 
ECONOMY 
DEVICES. 


INC. 







YW 


“ 


FOR SHIPS AND POWER PLANTS 





2 BROADWAY NEW YORK 4, N. Y. 
Tel.: BO. 9-0331-2 











ARTCRAFT 


Direct Fired 


SPACE HEATERS 


THE MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 





SERIES "A" FOR 


© INDUSTRIAL 
BUILDINGS 


© BARRACKS 

© REPAIR SHOPS 
© HANGARS 

© WAREHOUSES 
e SCHOOLS 


© RECREATION 
HALLS, 
CHURCHES, 
ETC. 


FIRED WITH GAS 
OR OIL 
Capacities: 200,000-2,000,000 B.T.U. 


(Also Suspended Furnaces, 
75,000-750,000 B.T.U.) 


Manufactured by 


Chicago Steel Furnace Co. 


9326 S. ANTHONY AVENUE 
CHICAGO 17, ILL. 
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| popularity by the number of small and 
| medium size stokers that have been 
purchased. Greatly troubled by the 
amount of smoke produced by schools, 
the Smoke Abatement Department of 
Milwaukee County has insisted that 
all the schools heated by hand-fired 
coal must be gradually converted to 
ithe use of either stoker-fired coal or 
'fueloil. So in considering heating 
schools using coal, I think you need 





| concern yourselves only with stokers. 
| You would be interested in trends re- 
| lated to the popularity of coal stokers. 


Recent fuel Trends 


Back in 1946 coal stokers were rela- 
tively popular in these United States, 
and 181,233 stokers were sold. By 
1952, that number had decreased to 
18,801—it had come down to a little 
‘more than 1/10 of the 1946 number. 

The number of coal stokers being 
| purchased is still decreasing, for only 
| 13,257 were sold in 1953, 
| Included in the above figures are 
| small residential stokers. Considering 
only commercial stokers, the Bureau of 
| Census figures show that 1,598 were 


. | sold in 1953, This compares with 39,- 
| 


|477 commercial oilburners sold in the 
same period. These figures actually re- 
| port on shipments from factories, but 
the numbers of stokers and oilburners 
| installed jibe with the numbers shipped 

the figures are comparative and indi- 
cate the trend accurately, 

The sale of commercial-industrial 
oilburners has increased steadily—-24,- 
465 were shipped in 1949, this went 
up to 36,649 for 1952, and up to 39,- 
477 for 1953. 

One more point: Compare the total 





| 
‘number of domestic and commercial 
| stokers shipped in 1953 with the total 
| number of oilburners shipped during 
|the same year, The stokers were 13,- 
| 257, and the oilburners were 831,830. 
| There are now more than seven million 


| oilburners in use in the United States! 
| We are primarily concerned with 
ithe trend related to space heating— 
|which fuels are gaining popularity, 
and which are losing popularity .. . 
as far as heating is concerned. 

First point: The use of coal for heat- 
ing decreased very sharply from 1946 
to 1952. Second point: The use of dis- 
tillate fueloils increased greatly during 
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these years, while the use of heavy 
fueloils increased somewhat. . 

In industrial use, coal was used to , 
less extent, Gas increased greatly, and 
heavy and light fueloils also increased 

I have news for those who declare 
that our supply of fueloil is disappear 





Compact, lightweight pumps 
that operate at wide ranges 
of speed—to handle oils of 
all viscosities and give long 
trouble-free life. 


Direct-drive design 


Roller tolerances permit handling 
extraneous matter that would jam 
other mechanisms. Good suction 
characteristics. Capacities 60- 

~ 600 GPH; pressures to 100 psi 
Ask for Bulletin A-1330 


“CLASS 


HEAVY 
Ol 
PUMPS 





Reduction-drive design 


Time-tested Kraiss! design for di. 
rect burner supply—or as boo 
er pump. The pump that will pu’ 
heavy oil when it is cold. Capac 
ties, 75-1800 GPH; pressures : 
100 psi. Ask for Bulletin A-!!9: 


Bulletin A-1330 and/or, Bellet 
A-1193 . . . gives you fu ‘eal 
_ write for your copy today 
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FOR A QUICK SOURCE 
OF INFORMATION ON 
OIL BURNERS... 





ORDER this new edition today!!!—Titled “OIL 
BURNERS” by Kalman Steiner, answers Oil Burner 
Problems—A to Z. 


YOU'LL find practical answers to help you solve 
oilburner problems of every description. Problems 
arising in electricity and electrical apparatus, oil- 
burner construction, adjustment, combustion, re- 
fractories, as well as allied subjects like insulation, 


plumbing, building, construction, etc. 


YOU'LL receive specific information on . . . opera- 
tion and servicing of oilburners. In the pages you’ll 
find descriptions, data, diagrams, and charts covering 
all major types of oilburners and oilburning equip- 
ment, for—on-the-job use of designer, installer, serv- 
iceman . . . everyone concerned with oilheating. 

IT'S packed from cover to cover with information on 
every phase of oilburners and oilburning. From the 
chemical and physical properties of liquid fuels, to 
the most modern methods and equipment used to 
burn these fuels safely and efficiently, it provides a 
detailed study of the entire fid. 


THIS 502 page book, of 22 chapters and many illus- 
trations, charts, etc., will be mailed parcel post pre- 


paid. Please mail remittance with your order. Price 


$5.00. 


HEATING PUBLISHERS, INC. 


2 West 45th St., New York 36 
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Buy 
Priceless 


with 


“PIGGY BANK © 


PENNIES” 





MAGNETROL 





The World’s Safest 
Boiler Water 
Level Control 


rising and falling 
within a non-mag- 
netic tube, ‘trips’ 
or releases an 
Alnico permanent 


a mercury switch. 
Basically, this is 
Magnetrol. 





With boilers you’re either SAFE OR YOU’RE NOT! There’s 

no in between. Provide the assured safety of Magnetrol for 

only pennies more! 

Magnetrol uses only infallible magnetic force to provide 

completely positive boiler water level control. 

Inherently and by design this is the safest system known! 
. and the only one that insures all these benefits: 


INFINITE OPERATING LifE—there are no bellows, diaphragms, 
electrodes or packing boxes to fail. 

LEAST SERVICING entailing call-backs or operating interrup- 
tions. The lifetime quality built into Magnetrol extends to 
every part. 

EASIEST, SIMPLEST MAINTENANCE —normally confined to vis- 
ual inspection and blow-down. 

EASIEST TO ADJUST IN THE FIELD—this means simpler instal- 
lation and certainty of proper functioning. 

Magnetrol units are available in single or multi-stage models 
for all control applications. Standard boiler units for pres- 
sures of 25 to 600 lbs. WSP. 


THE FULL STORY IS SO IMPORTANT IT BELONGS IN 
YOUR HANDS. MAIL COUPON NOW. 


MAGNETROL, Inc. 








MAGNETROL, Inc. 2104 S. Marshall Blvd., Chicago 23, Ill. 


Gentlemen: Please send me Catalog Section Ill and full information 
on Magnetrol Boiler Water Level Controls. 


NAME 





COMPANY NAME 





ADDRESS 
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A magnetic sleeve, 


magnet attached to 
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ing. The Bureau of Mines and the 
American Petroleum Institute have 
surveyed the proved reserves of crude 
oil in the ground—have done this for 
more than 60 years, Their figures do 
not take into account the vast amount 
of undiscovered fueloil, the fueloil 
that can be made from great deposits 
of shale or the oil that can be obtained 
by sinking wells in the sea. 


. .. . Fueloil for school Heating 


Now, 30 years ago there was only 
about seven and a half billion gallons 
of proved reserves and the yearly pro- 
duction rate was one-tenth of that 
amount, so it was estimated our oil 
supply would last only 10 years. 

At the present time we are using 
three times as much oil per year as we 
were 30 years ago, but there is more 
than three times the proved reserves. 
In other words, we are discovering 
more oil each year than we use, This 
has been due to a large part to new 
equipment that permits drilling wells 









The Yula-trol is connected 
with a ‘‘probe”’ in the shell 
of the fuel oil pre-heater. 
Should the water be displaced 
from contact with the ‘‘probe’’ 
by oil or air, the Yula-trol in- 


FUEL 


The new, improved Yula “YT” 
“UW” Tube Heater precludes 
possibilities of Air Pockets. 
It is designed to pre-heat No. 
6 (Bunker C) fuel oil efficiently 
and economically by use of hot 
water as the heating medium. 


The NEW, Improved... 


Approved by the New York City Board 
of Standards and Appeals. No. 367-50-s.a. 


Thousands of Satisfied 





Customers have Yula 
DEPENDABLE 


yz 







WAY 


OIL PRE-HEATER 


stantly shuts off the heating 
unit and sounds an alarm. 


PATENT 2,610,267 


Y il LA -TR 0 L ve OIL DETECTOR 





and.. JY U L A ‘ YT” “U” TUBE FUEL OIL HEATER 





IMPORTANT :Yula Water Heat- 
ers, Inc., was the first to produce this 
lype of probe heater which was de- 
veloped in its factory. Yula Water Heat- 
ers, Inc., and its licensees have the 
sole right to manufacture and sell 
probe heaters under letters patent 
#2,610,267 and all other probe 
heaters of this type, unless licensed 
by Yula Water Heaters, Inc., are 
spurious and infringement of the said 
letters patent. 
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1» © Simultaneously shuts off the heating 
unit, sounds an alarm and flashes on 
a red light in case an oil leak occurs 
in the pre-heater. 
2 « « Acts as a Low Water Cut-Off. 
RESULT: Positive heating system 
protection at low cost. 


For Complete Information, Write DEPT. FO-12 


YULA WATER HEATERS, INC. 


166 WEST 225th STREET, NEW YORK 63, N. Y.. 


August 
1954 















to much greater depths, also to new 
methods for discovering oil fields, We 
now have almost 30 billions of barrels 
of oil in proved reserves. 

For the past decade, the use of gj 
burners for heating schools hag jp, 
creased tremendously, indicative of 
growing public acceptance. Respongi. 
ble for this are the improvements that 
have been made in oilburners, the wide 
publicity that has been given to the fine 
school-heating oilburner installations 
that have been made, and the increased 
availability and low prices of fuetoi) 
With complete confidence, you cap 
look forward to a future that includes 
more and more automatic oilburning 
equipment of the commercial-indus 


trial type .. . in public buildings, 
hotels, hospitals—and in schools! 

a 

ate 


Honeywell control System 
for schoolroom Heating 


TO GIVE teachers control over tempera: 
tures in their own classrooms, and at 
the same time permit the principal to 
maintain push-button supervision over 
conditions in all classrooms without 
leaving his office, a triple-featured 
heating control system has been devel 
oped by the Minneapolis-Honeywell 
Regulator Co., Minneapolis, Minn. 

The system, which also doubles as 2 
fire alarm, utilizes a master control 
monitoring panel installed in the prin 
cipal’s office and wired to thermostat: 
in each classroom, By merely pressing 
a button, the operator can read the 
temperature in any room at any time. 

An adaptation of Honeywell's in 
dividual classroom control instrument, 
the thermostat also includes a sensitive 
fire-detecting element and relay which 
sounds an alarm and indicates on the 
master control panel the exact location 
of a blaze anywhere in the building 
The control system can also include 
fire-detecting elements for closts 
paint rooms, storage areas and sections 
where thermostats are not installed. : 

The new equipment can be installec 
with most existing pneumatic 
perature control systems in which i 
dividual classroom thermostats # 
used, and is designed basically to P* 
‘mit the school staff to work together 
in using properly controlled tempe 
turcs as an aid to learning. 
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Readers Problems 


Q. One of our dealers in a small 
village in northern New York who has 
heen in the heating and domestic oil- 
burner business for a number of years 
is interested in learning how to install 
and service industrial oilburners. 

He now has an opportunity to ac- 
quire several good maintenance and 
service accounts which involve about 
ix wellknown makes of rotary-cup 
burners using Nos. 5 and 6 fueloils. 

Our dealer has asked us to supply 
him with the names of technical schools 
where he may obtain practical infor- 
mation about these burners. Since we 
have little or no contact with the in- 


trial oilburner business we would 


ippreciate your giving us the informa- 
tion our dealer requested, 


D.H.R., Schenectady, N. Y. 


A. Most dealers adding commercial- 
industrial burner ability to their do- 
metic burner ability start handling 
big burners and learn how to install 
ind service them with the help from 
the manufacturers of the commercial- 
industrial equipment they install. 
Manufacturers of big burners give 
tealers help in the form of impressive 
istallation and service manuals, Often 
the field engineers of big-burner manu- 
‘acturers give dealers additional help, 
Planning the dealers’ first big jobs, be- 
gon hand for starting up and tuning 
1p the burners, and giving on-the-job 
‘sistance and instruction in connec- 
‘ton With service work difficult for the 
ew dealers to handle. 

After learning how to install and 
“vice one make of commercial-indus- 
‘Tal burner, dealers and their men 
often broaden their knowledge so that 
it includes other makes of burners. 
fade magazines are the most impor- 


tant source of adult education, we 
point out proudly. A few years of 
reading the commercial-industrial sec- 
tion of Fuztom & On Heat should 
provide great help for a dealer who 
knows domestic burners and is learn- 
ing about bigger burners. To assist 
such dealers, the book “Commercial- 
industrial Oilburning’” was brought 
out, Containing a series of reprinted 
articles, it is available at two dollars. 

We know of no technical schools 
that make a big point of teaching 
domestic oilburner experts about com- 








| in inches of depth and in gallons, pounds or any other ee 


mercial-industrial burners. If publish- 
ing this reply produces names and ad- 
dresses of such schools, we will print 
them in this department. 


Q. An academic question has come 
up locally regarding a combination gas- 
oil burner of the package type which 
has the feature of using a blower to 
provide 100% of the air needed in 
the firebox. Burner is made to fire boil- 
ers already installed. Some of the men 
connected with the sale of this burner 
state that because no secondary air 
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PETROMETER 
Remote Reading TANK GAUGES 


Here’s the gauge that gives you accurate readings—clearly 
visible—absolutely dependable. A quick glance at the 
| gauge tells you the exact quantity of liquid in your tank— 


volume or weight units. 


The Petrometer operates on the principle of static pres- 
sure. There are no pulleys, wires, springs, or electrical 
mechanisms to go out of order. Operation is simple ond 


reliable. 
INSTALLATION? IT’S EASY— 


These gauges can be installed on tanks above or below 
| the ground and up to % of a mile away. The tank assembly 
unit can be installed even when there is liquid in the tank. 
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The single copper tube line from the tank is connected to 
the gauge by one simple compression connection. No setting 


up or adjusting is required on the job. 


PETROMETER GAUGES ARE IDEAL FOR: 


Commercial and Industrial fuel oil storage tanks 


Petroleum Bulk Storage 


| Storage tanks for chemicals, solvents and other industrial 


Sia 


liquids. 


Write for Bulletin PF for details. ; 


LIQUIDEPTH INDICATORS, 


INC. 


43-22 TENTH ST., LONG ISLAND CITY 1, N. Y. 













































AYFIELD * Bere -- ae oe af 


AUTOMATIC 
“Hot-Spot" PREHEATER 
No. 5 OIL BURNERS Heats heavy oils in bulk storage to proper flow 


temperature before they enter the suction line 


REDUCE HEATING COSTS... —takes load off suction pumps. ond 

































INCREASE YOUR PROFITS a a — escap 

steam or hot water. 

Burn No. 5 heavy fuel oil. Self. Construction — ll is the 
contained, = electric. tw steel — connections foor 
bricating. any new exclusive : poor. 
features. Write for full details. for any diameter tank. : ing 1 
GOOD TERRITORIES OPEN Write for bulletin oe Py 










REMPE COMPANY shrow 


336 N. SACRAMENTO BLVD. CHICAGO 12, ILL. 


C. L. RAYFIELD CO. 





2010-18 S. Halsted St., ee and 
: ee ere —— a cham 
flows by natural draft into the fire- A. Matter of opinion inevitably a blower capable of providing al] of & ™. ' 
box, this burner does not need any type enters in answering your questions. the air needed by the fire. We know i 
of control related to governing smoke- However, there is no doubt that most of no oilheating engineer who would i at 
pipe draft or overfire draft. In con- engineers in the oilheating industry say that no oil would be wasted as /: 
trast, they state modern draft control are emphatically in favor of regulating the result of failure to provide draft i "hich 
would be needed for a particular boiler the draft most carefully under the cir- regulation on such an installation. if dr 
fired by a horizontal rotary cup type cumstances you describe which involve ond th 
burner. a boiler converted to oil through in- Q. I would like your advice ona & umn 

Will you kindly discuss this? In the stallation of a burner which provides duct for the return of warm air for rof ar 
case of 100% blower air for combus- forced flow of all of the air needed recirculation in a hay drying bam With 
tion on a conversion job, doesn't regu- for combustion, Attached is a rough sketch. the ci 
lation of chimney draft increase com- To simplify matters, consider an in- Building is 15’ x 30’, 9’ to the square, ucks 
bustion efficiency? stallation which includes a pressure and 104’ to the roof (not much There, 


P.H.N. F., Cleveland burner firing 15 gph. The burner has __ pitch). Floor is 2’ above ground level the en 


ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... Eu Cy Code 
GABRIEL BOILERS are adaptable to all types of fuel * A.S.M.E. Meet O WES: sal 


code constructed * National board registered * Modern welded tenet 
X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. 


STEEL BOILER INSTITUTE CAPACITY RATED 
(Your assurance of reserve power) 


Boiler sizes for all industries. Write for name and — 


address of your nearest Gabriel Boiler dealer. INDUSTRIAL 


GABRIEL = ANTI-SYPHON VALVES 


& FABRICATION 
BOILER écéteas Non-Adjustable Angle Type 


1428 N.W. 14th AVENUE © PORTLAND 9, ORE, 


BUILDERS OF FINE BOILERS 
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Heavy Bronze Construction 











A COMPLETE LINE 
TYPE A—1%4" to 3”. Maxi- 
mum capacity to 1000 G.P.H., 
even with #6 oil. 
TYPE B—%4" and 1”. Maxi- 
mum capacity to 100 G.P.H., 
for #1 to #5 oil. 
TYPE C—%” and 2”. Maxi- 
mum capacity to 30 G.P.H. of 
#1 and #3 oil. 






















Commercial & Industrial 
Oilburning Book 


| 
| 
It contains a series of articles that have appeared | 
| 
| 
| 



















in FUELOIL & OIL HEAT magazine, including 
twelve features by Kalman Steiner. This 80 page 
book 814 x 11 is profusely illustrated with photo- 
graphs, charts, and diagrams. Price only $2.00. 
We prepay mailing and postage. Please mail re- 
mittance with order. 


FUELOIL & OIL HEAT 
2 West 45th St. NEW YORK CITY 














Approved by Underwriters’ 
Laboratories, Inc. 


Sere” / 
PREFERRED UTILITIES MFG. CORP bald, 


1860 BROADWAY Dept. OH-2 NEW YORK 23, 8 — 
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snd is made of slotted metal for the 
scape of warm air. Plenum chamber 
isthe space between ground level and 
foor, Furnace room is on side of build- 
ing with a duct leading to plenum 
chamber. Outside air now is drawn in 
through furnace-room door, is heated 
snd dried, then passed to the plenum 
camber and on up through the baled 
ay, eventually escaping through air 
leaks in building. Has been very sat- 
sfactory drying hay, but expensive. 
In New Jersey they have a system 
which, after the first five or six hours 
f drying, recirculates the warm air 
and thus reduces fuel consumption. A 
return duct starts in the peak of the 
oof and runs back to the furnace room. 
With the furnace-room door closed, 
the circulating blower of the furnace 
wcks air from top of the building. 
There, the furnace room is usually at 


the end of the building. 





HAY- DRYING BARN 






































FLOOR IS 2’ ABOVE GROUND — PLENUM CHAMBER /S SPACE 


= 30’ 
Peale eae 
9° PLENUM | 
RS | CHAMBE R | | 
15: eA . ie 
a DUCT To... N— J 
PLENUM CHAMBER:— — 











BETWEEN GROUND LEVEL AND FLOOR. SLOTTED METAL FLOOR 
PERMITS FLOW OF WARM AIR FROM PLENUM CHAMBER UP INTO BARN. 





In my case with furnace room on 
side, can a duct just be run to the cen- 
ter of the building, at the ridge pole, 
and will the warm air flow from the 
ends through the duct to the furnace 
room? Or will a three-sided duct have 
to run the length of the building with 
a center duct leading from that? Also, 
what dimensions would you suggest in 
either case? 

T. D. G., St, Michaels, Md. 

A. As the present system has been, 
you say, very satisfactory drying hay, 
the slots in the metal floor must be 


doing a good job of distributing the 
warm air properly throughout the 
barn. Probably the slots will continue 
to distribute the warm air properly 
when air is recirculated so that the 
furnace blower receives air from the 
barn instead of outside air—if they do, 
a simple return duct starting in the 
center of the barn, at the ridge pole, 
will produce results that can’t be im- 
proved by using a more complicated 
return-air system instead. . 

Forget the idea of using a three- 
sided duct, for probably 80% to 90% 



































builders of fine Oil Burner Equipment since 1903 
a nny 


lou you can have smooth, automatic “Cold Starts” regardless of Temperature and Viscosity vartations / 


THE REVOLUTIONARY NEW 


POSITIVE DISPLACEMENT METERING PUMP 


Here, for the first time, is a heavy-duty burner that will give you smooth, 
sure, automatic starts after shut-downs, when the oil in storage tank and 
lines is cold and hard to pump. More successfully than ever before, the 
new Johnson “Fifty-three” has solved the problem of “Cold Starts”. 


MODEL 
built with a 


Built with a positive-displacement Metering Pump . . . a 3-Way Magnetic 
Oil Valve ... and a high efficiency Suction Pump, the “Fifty-three” 
will maintain a fixed air-fuel-ratio regardless of variations in oil temper- 
ature and viscosity. It will start up and operate automatically on colder 
oils than any other burner on the market. 


It is available in 8 sizes, from 25 HP to 400 HP. It brings you all the 
efficiency, economy, and fine engineering that have made Johnson Burners 
famous all over the world. It’s surprisingly easy to service, inspect and 
regulate. All working parts are readily accessible. Make it a point to 
investigate the performance of this revolutionary new burner. We’ll 


gladly send you full information. 


S. T. JOHNSON CO. 


940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 
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Get any job, big or small, with Gilbarco’s complete line! From four-room base- 
mentless homes to three-acre factories —Gilbarco gets you the orders . . . Equip- 
ment for every type and size of building ... all designed for fast, easy, inexpensive 
installation. Sell Gilbarco, the easiest to sell because it’s the hardest to beat! 




















FOR THE VOLUME MARKET — 


Gilbarco’s easy-to-sell GCS Oil Burner is for average size 
homes. This rugged model has the patented Economy 
Clutch, the greatest sales-building feature in the industry! 


= 
t 
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FOR COMMERCIAL AND INDUSTRIAL JOBS— 


Available in three different sizes, Gilbarco 
Commercial Oil Burners with the Economy 
Clutch can handle jobs with capacities 

up to 10,000 sq. ft. of steam and 

16,000 sq. ft. of hot water. 


/ 


E 
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Gilbarco GC 1 and GC 2 models with the Economy 
Clutch are designed for really big home heating 
jobs. They’re the ideal burners for large conver- 
sions and replacements! 
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FOR STEAM AND HOT WATER— 


Gilbarco Boiler-Burner Units are available in welded 
steel or cast-iron models. Compact, attractive, 
economical to install and operate. 




























































































FOR SPACE SAVING 
COMPACTNESS— 


Gilbarco Vertical 
“Space-Saver” floor 
model; 85,000 B.T.U. 
capacity. Uses less than 
3% sq. ft. floor area. 


FOR CEILING SUSPENSION HEATING— 


Gilbarco Suspended Furnaces are the answer for 
service stations, stores, garages, commercial build- 
ings and multiple industrial installations. 115,000, 
160,000, 200,000 B.T.U. capacity. 






































FOR 
ECONOMICAL HEATING— 


Gilbarco compact Warm 
Air Conditioners are famous 


for easy installation and 
economical operation. 
GWA models are available 
in 115,000 and 135,000 
B.T.U. capacities. GRF “Low- 
Boy” units come in 4 sizes up 
to 175,000 B.T.U. capacity. 
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FOR THE BUILDERS’ MARKET— 


Gilbarco’s Model GBS is your answer to small 
home heating. A famous name burner for the low- 
price market. 


Gilbert & Barker Manufacturing Co. 
West Springfield, Mass. 
Toronto, Canada 
















. . . « Readers’ Problems 


of the metal and labor in the three- 
sided part of such a duct would be 
wasted. The three-sided part would 
help at all only for a few feet where 
it joins up with the four-sided duct 
that connects to the furnace blower. 
To pick up return air at many points 
in the building instead of at just one 
point, you would need a four-sided 
duct having many return-air openings 
—all of proper design so that a proper 
amount of air enters each return-air 
opening. However, you need nothing 
like that in this barn. 

Because you give us no data on the 
Btu or air-handling capacity of the 
furnace, we must tell you to ask the 
furnace manufacturer about the di- 
mensions of a suitable return duct, If 
you can assume the present supply duct 
from the furnace to the under-the- 
floor plenum chamber ‘is of the proper 
size (because the job now works well, 
you might be able to make that assump- 
tidn}, a return duct of the same size 
probably will work out well. If in 
détibt,, make the return duct 20% 
larger in area than the present supply 
duct, to play safe. 


Q. Have you ever published a plan 
for setting up some kind of a testing 
outfit for checking Protectorelays and 
other makes of stack controls? 

I have been considering this and have 
in mind using a 1000-watt cone-shaped 
heater element. Located right under the 
bimetal heat-sensitive device of the 
stack control, this heater element 
would represent heat from the oil 
flame. A light wired to the ignition 
circuit would represent the spark. 
Switches would control different de- 
vices, permitting representing fuel fail- 
ure, ignition failure, flame failure, cur- 
rent failure, etc. 

Do you think the idea is workable 
and worthwhile? 


F. V. D., Butte, Nebr. 


A. The idea is 100% workable and 
worthwhile! It seems to be a fact that 
men who work out things of this type 
always use them to excellent advan- 
tage. A man understands thoroughly 
a testing instrument that he designs 
and builds himself. He puts to good 
use the features he builds into it. 

Yes, we have published something 


on this subject. A large photograph 
on p. 100 of the May, 1954, iggue 
of FuELomw & Om Heart showed , 
portable tester made by Frank Craw. 
ford of White-Rodgers for testing any 
make and model stack control. This 
has a cone-type electric heater, a switch 
in the heater circuit, a low-voltage 
switch for the thermostat circuit, 
light bulb for the motor circuit, and 
a light bulb for the ignition circuit, 
The description in the May issue in- 
cludes detailed diagrams, list of mate. 
rials and instructions for building the 
device. Also, there are listed some rules 
for using the stack control tester, 


o, 
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Richard P. Drennan, New England 
fueloil sales manager for the Mexican 
Petroleum Corp., a subsidiary of the 
American Oil Co., New York, retired 
on pension August 8, after nearly 3? 
years with the company. Drennan 
was honored at a dinner attended by 
his associates and company officials, 
and was presented with a gold watch 
by Hugh Wylie, manager of the heavy 
fueloil sales department in New York. 









FINISH 
TIP 









for Quiet - Uniform- 
Efficient Combustion 


@ Mirror Finish Tip causes heat deflection 
and minimizes gumming and coking. 






























@ All nozzles individually flow-tested. i mut 
@ Steinen Nozzles assure better all around Sen 
burner performance. Oo 
@ Sizes from .50 GPH to 35 GPH—both hollow t Nan 
cone and solid cone spray patterns. — . 
Contact your jobber or write us for additional information BR 

: : 
© City 
we tana, 
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You can add 
a companion unit 


for cooling 


The Mueller Climatrol Type 124-224 

Winter Air Conditioner can be 

uy combined with its companion unit, 

ion the Mueller Climatrol Type 904 
Summer Air Conditioner, for all-season 

Comfort. Both are nationally 

advertised as the Mueller Climatrol 





lection Heating and Cooling Companion Units. 
kind: & umn 
1 ieee ee lel lle lel lee | 
¥ MUELLER CLIMATROL a 
' W. Oklahoma Ave., Milwaukee 15, Wis. . 
y Send “all products” catalogs as checked below: = 
: OGas 1 Oil C] Cooling ([ “Wet heat” " 
a 
+f 
i es emainioinnrvin eats x 
Co a 
: aris aan nicnahocbnienntiteiinwivonsessiiimenaldiiaiil " 
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HIGHBOY WITH SPACE-SAVING 
VERTICAL DESIGN 


"Mueller Climatrot 


TYPE 124(cas) 224 (o1t) 
WINTER AIR CONDITIONER 
80,000-100,000-125,000- 150,000 Btu input 


The heating unit of the new companion 
units. Can be installed with the companion 
cooling unit now, or you can add cooling later. 


You couldn’t ask for more in a highboy than you get in 
the new Mueller Climatrol Type 124 (gas)or 224 (oil). 
It’s sized right — it’s priced right — it’s built to the 
high standards that have made Mueller Climatrol the 
pacemaker of the industry for real heating value. 

The Type 124 and 224 are easy to handle, easy to install 
— they’re shipped assembled and completely pre-wired. Their 
compactness makes them a “natural” for today’s homes. 
The oil model is easily convertible to gas with special Mueller 
Climatrol gas-burner package. 

With its pleasing, modern design and its new, handsome, 
smooth finish in Mountain Spring Green, the Type 124 
looks like quality and is quality; through and through. 
Features include heavy-gauge, all-welded steel, updraft heat 
exchanger . . . large blower for quiet operation . . . heavy-gauge, 
insulated, steel cabinet. In every way, the Type 124 isa 
unit you can install with complete confidence. 

Get the specifications on the complete line of Mueller 
Climatrol heating and air-conditioning equipment. Send 
coupon for “all products” catalogs. 


Mueller Climatrol 


2050S W. OKLAHOMA AVENUE °@ MILWAUKEE 15, WISCONSIN 





103 





Oilheating Patents 


by 


























Melvin Nord* 















PY | 4122 20 22" 
CH e = 


4; = — 
- 
























Self-venting fill Cap € oo eossccae . 
, "we, 9 
for Use on tank Trucks (0) | ka. EE 
. XY 9 Tg, v3 s\y Ra 
Attempts have been made to fill in- om 2; ’ 26 )\65- on (NSS 

















dividual compartments of a truck tank 
from the bottom, which requires that 
each compartment be vented at the top 
















































The means employed for venting such 
tank compartments when filled from 
the bottom, have not been entirely 


*Patent Attorney, 664 Putnam, Detroit, 
Mich. 


SAVE YOURSELF 
NEEDLESS CALLBACKS — 
PUT EDDINGTON FILTERS 
ON THE OIL LINES. 
THEY LAST LONGER BECAUSE 
THEY FILTER LONGER! 


@ Greater filtering area; 
longer filtering life. 


@ Greater sump capacity. 


@ Sturdily constructed; yet 
light in weight. 


@lnterchangeable with 
other makes. 


@Price sheets and de- 
tailed imformation on 
request. 





Fig. 


|. Corp., describes an apparatus 


satisfactory, in that they have been 
quite complicated and expensive to in- 
stall and maintain and have not been 
wholly automatic in operation, 

In U.S. 2,669,250, issued February 
16, 1954 to Walter V. Brown and 
Warren F. Logemann, and assigned to 
Brown Steel Tank Co., a mechanism 
is described which may be used with 
the conventional fill caps, and which 
automatically releases them from their 
seats when liquid is introduced into the 
tank compartments. 

In general, the desired effect is ob 
tained through the use of a master 
cylinder adjacent to the manifold of 
the tank and connected to it. When oi! 
is delivered to the manifold under 
pressure, a piston in the master cylin- 
der is actuated. This in turn actuates 
a smaller piston in one of several 
smaller cylinders located at each fil 
cap. These smaller cylinders are con 
nected to the locking mechanism of the 
fill caps, and release the fill caps when 
fluid begins to enter any compartment 

A fair idea of the apparatus may be 
obtained from Fig, 1. The compart 
ments are designated 6, 7, 8, and ! 
The manifold 11 is shown, with the 
valves 12, 13, 14, and 15 leading t 

the bottoms of the individual compar 
ments, The fill caps are designated 28 
The master cylinder is designated 5) 
and the small cylinders are designate! 
76. 

The invention is described in gret! 
detail in the patent specification. 


Oilburning Apparatus employs 
perforated combustion Chamber 


U.S. 2,669,297, issued February !* 
1954 to Rallston M. Sherman and ® 
signed to The Silent Glow Oil - 
of 
burning oil which provides complet: 
combustion, As a result of the abst 






























90,000 thru 140,000 BTU 
ratings. Models with top 
or side, and cut-in inlets 
with bottom outlets. Utility 
or closet installation. 








| 60,000 thru 100,000 BTU 
been : ratings. Install in attic, 

/ crawl space or ceiling sus- 
pension. For domestic or 
- been ' ~~. commercial heating. 





ruary 
1 and 


’ k | 100,000 thru 550,000 BTU You Cau S E E “The Difference 


anism : 
ratings. For basement or 


| with | | wiiity seam. Top inlet cnt EE NE HOME EQUIPMENT... 








which 
, ency, quiet operation and - “ 
to the “2 example ...a lower-priced Wayne utility hi-boy... 
‘sh BASEMENT FURNACES 
18 OD i Beautiful white 
Sturdy furniture- baked > 
master sail steel casing is ! ake ename 
: ben e > fitted f ome cabinet finish 
ald of 70,000 thru 90,000 BTU pre eee matches home 
| Rounded corners. | appliances 
hen ol ay ratings. For closet, base- 


ae ment or utility rooms. Vari- 
under , 4 able inlet- outlet models. 

' y Heavily insulated. Quiet 
operation. Outstanding 


cylin- ' 
-tuates 9 quality. 


Refractory - lined, 
gas-tight steel 
combustion cham- 
ber with matched 


Multi-pass heat 
exchanger of 
several heavy - gauge 
welded steel. 

















~ | Wayne burner 
ch fil HI-BOY FURNACES 
"e CON 
of the 3 a : ; 
4 510 thru 2080 sq. ft. S.B.I. r i i y Minneapolis-Hon - 
$ when Ce gravity water ratings. 320 ee ee | bis or 
Way 4 angle-iron i op-quality 
‘tment Wy thru 1300 sq. ft. S.B.I. provides strength and motor, and 
he eo. ee | steam ratings. Very com- and rigidity. oe oversize filter 
may be 7 pact. Domestic sizes in ig ee Op out pete: 


ym part’ es beautiful white enameled 
( z. es jackets. 
and 9 


ith the 
ding to 


(Filter and controls not shown) 





Famous Wayne heating equipment is continually adver- 
ym part tised in newspapers, national magazines, and on network 
ted 28 i. Low-price DIAL-O-METER radio and TV programs. Prospects recognize and accept Wayne 


ted 51 low pressure and RESI- quality! It’s a COMPLETE line designed for successful selling. 
e ‘de - 4 i A 


DENTIAL high pressure 


ignated X : ty models. Today’s greatest 


value with best perform- WAYNE HOME EQUIPMENT CO., INC. 


ance available in all pop- 


ular sizes. 801 GLASGOW AVE., FORT WAYNE 4, IND. 


fe 


ey [_} FULL LINE, HEATING EQUIPMENT 


Send Catalog and Prices: Cc WE ALSO SELL PLUMBING 








75,000 thru 200,000 BTU 

ratings. Most popular, uni- 

versally accepted style of NAME______ 
gas conversion burner. For 

all types of fuel gases. COMPANY 
Fully approved. 


CITY, 
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of carbon monoxide in the combustion opening 9 which 
products, the apparatus may be placed ___ receives the dis- 
in a closed room without danger to charge end of a 
occupants. This adapts the apparatus conduit 11 
for use, for example, as a space heater _—_ through the open 
in barns, potato storage houses, and end 13 of which 
the like. the atomized oil- 

The apparatus is shown in Fig. 2. _ air mixture is dis- 
The combustion chamber is in the form charged into the 








@eeeres 








of a drum having the cylindrical wall drum. The con- 

1 provided with perforations 3 dis- duit 11 forms part = 

tributed over its entire surface. As of a conven 

shown, the end 5 of the drum is closed, _ tional gun type burner, this burner 
while the end 7 is provided with an consisting of a casing 15 containing 





Leading dealers ev- 
erywhere have found 


i 
j 


COMMERCIAL FILTERS CORPORATION 


2 MAIN STREET, MELROSE 76,MASSACHUSETTS 
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Fig. 2 
an electric motor-driven fan 17 for 
forcing air through the conduit || 
into the drum, the amount of air being 
regulated in the usual manner by ad 
justable shutters (not shown) on the 
end of the casing, which shutters con- 
trol the size of the air intake to the 
fan. 


As in the conventional gun type 
burner, a pump 19, driven by the same 
motor as the fan, draws oil from the 
tank 21 and discharges it under pres 
sure into a pipe 23 to a pipe 25 hav: 
ing at its end a spray nozzle 27 for 
atomizing the oil. 

Positioned in the conduit 11 isa 
circumferential series of vanes 29 for 
causing a whirling action of the air 
discharged from the conduit so as thor 
oughly to mix the air with the atomized 
oil. The burner is provided with an 
ignition spark electrode 31. 

In the combustion chamber the ail 
is burned with a flame of such patter 
that it does not contact the combustion 
chamber walls, the oil being burned 
at such rate that the perforated are 
of the sheet metal throughout its ex 
tent is heated to incandescence, 

The apparatus, it has been found 
assumes stable operation in from abou 
200 to 250 seconds after combusticr 
is initiated. During this short peri 
small amounts of carbon monoxide a 
produced, but not in  dangerdts 
amounts, to wit, only from about 5! 
10 parts per million parts of combus 
tion products. 


Gauge determines Mass © 
of Liquid in a Tash 


In U.S, 2,669,123, issued Februi 
16, 1954 to Robert G, Ballard and a 


_ signed to General Electric Co., 4 new 


type of gauge is provided for dete 
mining the mass of liquid in 4 tant, 
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How much money and goodwill 


did you lose last year 
servicing new heating installations? 


When you make a heating installation it’s got to be 
right. If it isn’t, you keep making service calls until it 
is. And, every time you make one of these calls you 
lose money on your new installation sale and create 
customer dissatisfaction. The profit you originally 
expected to make dwindles rapidly. And the new busi- 
ness you hoped to develop through good word of 
mouth advertising backfires. 


Why are follow-up service calls necessary on a 
new installation? 


Sometimes the installation is not made properly. But 
more often, the heating unit left the factory without 
thorough checking and testing to make absolutely sure 
that every part was in perfect working order and 
properly adjusted. 


How can you eliminate these profitless calls? 


This leads us to one of the major reasons why we 
believe you should seriously consider selling the Cen- 
tury line. Every Century heating unit is tested at our 
factory before we even consider shipping it to you. 
The job of checking every detail of operation and 
painstakingly making any necessary adjustment is done 
for you. 


Consequently, when you install a Century Unit, it 
works perfectly. Follow-up service calls which cut your 
profit on the original sale are seldom if ever required. 
And it takes less time to install because of Century’s 
advanced cabinet engineering. 


The Importance of the Satisfied Customer 


And don’t forget this. An installation that does not 
Tequire follow-up service calls not only saves you money 
it makes money for you too. Every time a customer 
has to call you to come out and fix something, he’s 


displeased whether it costs him anything or not. And 
he probably tells his friends and neighbors about the 
trouble he’s had getting his new heating plant working 
properly. Think how much better it is for you if instead 
he tells about how efficiently you made the installation 
and how he’s never had one bit of trouble from the day 
it was installed. Good word of mouth advertising by 
your satisfied customers can produce more new business 
than just about anything else you can do. Century 
helps you guarantee customer satisfaction. 


Other Century Advantages 


There are many other reasons why Century is a good 
line to sell. There are exclusive Century features like 
the Air Purifier-Humidifier. You choose the humidity 
you want, set the Humidistat dial and forget about it. 
The same degree of humidity is maintained automati- 
cally all winter long. Century is a complete line. There 
are over 50 different models available to meet any and 
all heating requirements. 


But in this advertisement we want to emphasize the 
factory testing of all component working parts. Be- 
cause, although in many respects good heating equip- 
ment is similar in design and engineering, Century takes 
this extra precaution to help you the dealer sell good 
heating installations at a good profit. 


Something you can do about it right now 


Before you turn to the next page, stop and think about 
what this can mean to you. Then fill out the coupon 
below, and send it to Century Engineering Corp., 
Cedar Rapids, Iowa, for complete information on the 
Century line. We sincerely believe it’s worth your 
looking into from a dollars and cents standpoint of 
making more money this year and for many years 
to come. 


. The Century Line: 





cithear, 


Gas and Oil Fired Hiboys, Loboys, Industrial Models, Gravity Units, 
Horizontals and Central Air Conditioning Units. 





















A Ge ee 
CENTURY ENGINEERING CORP. ~ 

Illustrated: Cedar Rapids, Iowa a 
Century loboy. : t 
Cut-away view Gentlemen: Please send me complete infor- - 
eg sad mation on the CENTURY line. : 
humidifier unit, : 

Name 5 

Firm i 

i 

ENGINEERING | Address t 
CORPORATION | city State : 
Cedar Rapids, lowa : 
ee ee eee ss se 
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rather than its volume. In general, this 
is accomplished by means of a float 
which has a hydrometer characteristic 
to the extent necessary for the com- 
pensation required for changes in spe- 


cific gravity. 


Burner Throat improves 


Mixture of Air and Oil 

U.S, 2,669,296, issued February 16, 
1954 to Thomas B. Stillman and Jacob 
A. Mason, describes a burner throat 
for high capacity, which uses a conical 


spray of atomized fuel discharging 
into a swirling stream of air. 

The present patent is an improve- 
ment on the Stillman Patent U.S. 2,- 
260,062, in which the combustion air 
flow through the burner port is di- 
vided into 
streams of primary and secondary air. 


two annular concentric 


The mixing of the air with the fuel 
thus takes place in three steps. First, 
the air passing through the impeller is 
mixed with the fuel cone. Next, the 
primary air delivered from the inner 





YOU'LL SELL MORE .. . PROFIT MORE . . . 


with the NEW 


< 


gpECIAL FEATURE 


e included 


\ 
mounting FI? 


with Flange: 
s types 


yariou 


urner f0F 
of Boilers: 


- 


A QUALITY OIL BURNER 
COMPETITIVELY PRICED 
FEATURING THE FAMOUS 


ACME 


TURBOSTAT HEAD 
AS STANDARD EQUIPMENT 
The turbostat head is a non- 
adjustable trouble-free combus- 
tion head proved equal in 
efficiency to much higher 
priced heads. 


OUTSTANDING ACME FEATURES 
MEAN BETTER PERFORMANCE 


A COMPLETE LINE OF O/L BURNERS FOR YOUR STANDARD AND SPECIAL REQUIREMENTS. 





600D NEWS—Boiler and 
Furnace Manufacturers 


Whatever your require- 
ments, the ACME Engi- 
neering department is 
at your service in adapt- 
ing this NEW Model CP 
as well as all other 
ACME Burners— 


ATS, 
¥ 


RSE: 


PRB aaeeaeasasee 
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... AND MANY 
OTHERS 


Ten Eyck St. * Brooklyn 6, N. Y. 

















t 
Gentlemen, please send me complete information 8 
on the ACME Model CP [] on the complete ACME Line (] ' 
Name 1 
Company B 

@ 
Address | 
City State : 
Please check one | 
(0 Jobber C Dealer C) Distributor | 
Oe ee ee oo os oe ee 


August 
1954 





cone is mixed with the air-fuel miy. 
ture. Finally, a large supply of whi) 
ing secondary air is admixed with the 
fuel-air mixture entering the furnace: 
thus, a large quantity of combustiop 
air is given a degree of swirl sufficient 
to assure effective mixing with the fuel 
for quick combustion. 

The division of the air into primary 
and secondary air streams assures bet: 
ter control of the air and better mix. 
ing, as needed for higher oil pressures 
with more efficient atomizers. 


Rotatable firing Head 
IN U. S. 2,663,365, issued Dec. 22 


1953 to Ralph W. De Lancey, assigned 
to The Miller Co., a firing head con- 
struction is provided which makes it 
possible to rotate the flame produced 
by the burner to any desired position, 
while the burner is in use. Thus, a 
“tail” may be turned down towards the 
floor of the combustion space, where 
it causes much less loss of efficiency 
than when it is turned upward. 


Secondary Air Control 


When oilburners are controlled on 
the “on-off” principle, there are seri’ 
ous thermal losses if provision is not 
made to prevent cold air entering the 
boiler or furnace through the second: 
ary air duct during the time the burn’ 
er is switched off. 

In U. S. 2,661,794, issued Dec. 8, 
1953 to Christopher Shorrock, : 
damper is provided which prevent: 
the entrance of cold air into the sc 
ondary air duct by an automatic con’ 
trol when the burner switch is off. 

The invention is shown in Fig. : 
An oilburner of the low pressure type 
supplied with primary air by a rotary 
compressor 1 is located centrally at the 
outer end of a duct 2 through whic! 
secondary air is induced to flow by fu 
draught or vacuum, A primary 
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THEY’RE ALL THE SAME! 


clent 
' } _ e 
fuel The motors used on most brands of oil 
mary burners these days are pretty much alike. 
y ) y 
; bet: , , 
te Sure, some are different colored, or have 
1X- 
sures different shaped nameplates—but there are 
no important differences. 
The features shown below make the Iron 
. 49 
fae Fireman oi] burner motor basically different. 
| con This 1s why the motor has proven to be such 
kes it ) P 
cS 
duced a potent selling point for the burners on 
sition, ; Ree: 
which it is used. 
1US, 4 
ds the 


where 1. Noiseless ball bearings are per- 


manently lubricated. Thus, once 
installed on a burner, it never needs 
attention of any kind. This exclu- 
sive feature gives the burner a 


ciency 






























| strong sales appeal—one that pros- 
led 00 pects understand and appreciate. 
e seri’ 
is not <o ’ ° 

h 2. “Stubby” design (only 47%” 
ng the long) saves valuable inches of in- 
econd: stallation space. It is also one 
 burn- reason the motor only weighs 111% 

pounds. 
Dec. 8, 
k, a - : 

a. 3. Totally-enclosed design fea- 
revents tures molded die cast aluminum 
he sec’ construction. Lint and dust are 
ic con’ sealed out, assuring long and 
al trouble-free life. 
5 Ol. 
Fig. 3. 
re type 
. rotary 
y at the 
1 which 


‘Iron Fireman Ector. Division 


IRON FIREMAN MANUFACTURING COMPANY 
2838 S. E. Ninth Avenue, Portiand, Oregon, U.S.A. 


cloil 
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tube 3 leads from the compressor to 
the burner nozzle. A damper 4 is car- 
ried by the inner end of a tubular 
sleeve 5 which is mounted on the tube 
3 for axial sliding movement, The 
outer end of the sleeve 5 carries a pis- 
ton 6 which operates in a pneumatic 
cylinder 7 which is closed at both ends 
and is located between the duct 2 and 
the compressor. A bolt 8 with a lock- 
nut 9 provides an adjustable stop for 
the opening or outward movement of 
the damper valve. A compression 
spring 11 urges the piston, tubular 
sleeve and damper valve toward the 
closed position, Air for operating the 
piston in the opposite direction is led 
into the inner end of the cylinder 
through pipe 12 from the compressor 
discharge. 

A small adjustable air bleed valve 13 
determines the rate of air displacement 
from the cylinder during the damper 
valve opening cycle and therefore the 
rate of damper valve opening move- 
ment. This valve is provided with a 
simple one-way auxiliary suction valve 
14 which operates only upon the re- 
turn closing cycle of the damper valve, 


thus allowing a rapid and unrestricted 
closing of the damper valve. 

An oil burner nozzle 15 is connected 
with the tube 3. Fuel is fed to the ap- 
paratus by a feed line 16, 

When the burner is switched on by 
a pressure-operated or thermosensitive 
switch, the primary air compressor is 
started. Pressure builds up in the inner 
end of the cylinder 7 and moves back 
the damper valve. The damper valve 
will remain open until the burner 1s 
switched off, when the compressor 
stops and the damper valve is closed 
at high speed by the compression 
spring, air being admitted through the 
one-way auxiliary suction valve 14 for 
this purpose. 


Burner with combustion Head 


U. S. 2,665,748, issued January 12, 
1954 to Frank H. Cornelius, attempts 
to solve problems of noise and soot en- 
countered in high pressure gun burn- 
ers. Fig. 4 shows a side view of the 
burner. Fig. 5 is a sectional view taken 
along the line 2-2 of Fig. 4, Fig. 6 is an 
end view, and Fig. 7 is a sectional view. 


The burner includes a drive motor 
10 mounted on the side of the casing 
11. A fueloil pump 12 is mounted on 
the opposite side of the casing. The 
two shafts are linked by a connector 
15. The pump is fed through tube 16: 
an outlet tube 17 leads to the burner. 
for supplying oil under pressure. Op 
the side of the casing is also mounted 
a tube 19 with a shield 20, which may 
be part of a furnace cover. In the tube 
19 is mounted a combustion head 22, 
defining a combustion chamber 24 
with inlet 25 and outlet 26. 

In the bottom of the casing is 
mounted the oil tube 31, which has 
on its outlet end an atomizing nozzle 
32. A pair of electrodes 33 provide a 
spark for igniting the atomized fueloil, 

A fan 36 is mounted on the motor 
shaft. It draws air into the casing 
through an inlet 38 and forces it under 
pressure into the chamber 39 and then 
to the fan discharge plenum 42. Air 
then flows through openings 43 and 
then into the combustion zone. Thus, a 
stream of burning air and fueloil is 
blown into and travels through the 
combustion zone. (Cont. pg. 114) 



























WALKER 


The Original Calibrated 
DRAFT REGULATOR. . 


See for Yourself How It 
Speeds Replacements 
and New Installations. 


Note the longer collar. It keeps the damper out ~ 


of the gas stream to insure “performance as per- 
fect as possible.” And it comes with a quick clamp 
screw that cuts installation in half. Think what 


that means in increased business! 


Of course, Walker continues to offer a complete 
range of sizes and models of automatic Fuel-Saver 
But the new and improved 


Draft Regulators. 
Walker L-CD is the 
leader of the line. 
Remember, more 
that 13,000,000 
sales mean fool- 
proof and long- 
lived service with 
all applications. 
See your jobber or 
write us. 


The First 
Handbook for in- 
dustrial installa- 
tions published 
by Walker! Full 
of ‘‘how-to’’ and 
“‘where-to”’ in- 
formation — with 
plenty of tips for 
profit. Send for 
your FREE copy 
today! 


a... R 





DRAFT CONTRO 

Ls 

Pein ousteiay 

INSTALLATIONS 
i 


} 





ue 


eee the L-CD is NEV Mie 
Attractive and Improved 








With ALL These Easy-To-Sell Features! 


e CALIBRATED AJDUSTMENT DIAL —"“tune in” the exact draft 
needed for any heating system. 


@ BAKED ENAMEL FINISH—on damper plate as long-lasting 5 
it’s handsome—appeals to your customers. 


| e LONG, HEAVY GAUGE PRE-FORMED COLLAR — complete, 
ready for quick time-saving installation. 


@ SENSITIVE SEALED PIVOTS — guaranteed to stay clean and 
friction-free for a long lifetime of service. 


WALKER Manufacturing & Sales Corp., 1750 Penn St., St. Joseph, Mo. 
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AUTOPULSE model TUX 


The efficient design of the Autopulse Model TUX insures 
mximum lifting power and a dependable automatic fuel oil 
apply, with great economy in use and long service life under 
wavy duty requirements. The Autopulse Model TUX is a 
Wall Type Fuel Oil Pump designed as a complete self-con- 
uined unit. Within its capacity it lifts fuel oil from a storage 
unk and delivers it exactly as the burner needs it — giving 
he user a fully automatic fuel oil supply, with little or no 
ittention. 


the AUTOPULSE model TUX 


§ ECONOMICAL, runs only when the burner needs fuel. 


GIVES EXTRA LIFTING POWER — because of its efficient 
roto design. 


GIVES LONG SERVICE LIFE — thousands of installations 
in use have been in operation for many years — many of 
them for 25 years or more. 


§ QUIET IN OPERATION, has no reciprocating motions, 
no sudden stops, resulting in smoother, quieter operation 





CAPACITY: The Autopulse Model TUX delivers 3 pts. of 
hel oil with each pumping cycle . . . 30 gph at no lift, 
"25 gph at 25’ vertical lift. 


WotR: Has a special high starting torque motor. Stand- 
ad is 110v., 60 cy. Direct Current or special voltage 
ators can also be supplied, according to motor manu- 
‘cturer’s charges. 


INSTALLATION: Complete instructions furnished with each 
pump. Installation can be completed by one man. Practi- 
al wall bracket is supplied with each pump package. 
There is only one electrical connection, in addition to 
‘ual fuel oil feed lines. 
The ingenious yet simple design and 
The Model TUX and the Model R for installations re- j J pine Ho sin tie doe 
turing bigher capacities Autopulse Fuel Oil Pumps cover yy The motion of the rotor——a cam 
entire Wall Pump field. Write for any additional yy operated semi-roll, has no sudden 


informats ° 4 starts and stops, reducing wear to a 
ation or details 2ee ey Teen minimum and providing exceptionally 


long service life. 


RUTOPULSE you: automatic fuel oupaly 





AUTOPULSE CORPORATION 218 €. Dowland St., Ludington, Mich. 
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As the burning stream enters the 
combustion zone, the oil is in the form 
of small droplets. 
Enough oil is im- 
mediately vapor- 
ized so that burn- 
ing is started by 
the igniter elec- 
trodes. This heats ‘ 
the stream of fuel- Fig. 7 
oil and aids in vaporizing the oil. As 
the fueloil is only partially burned here, 
there is a tendency to deposit carbon on 














any relatively cold surface and also to 
heat the combustion head. These dif_- 
culties are overcome by introducing a 
blanketing stream of air rotating 
around the burning stream, The pass- 
ages 49 produce this rotating blanket 
of air. 

The major portion of the air re- 
quired for combustion is added to the 
burning stream after the oil has been 
completely vaporized. This air is sup- 
plied through a large number of holes 
51 in the combustion head 22 (as 


shown in Fig. 6). The high velocity 
air jets thus produced permit complete 
combustion to be attained by the time 
the gases pass the outlet 26. Flames do 
not extend down the tube 19, and the 
downstream face of the flame assumes 
the shape shown by the dotted line 5?. 
At most a small tip of flame 53 extends 
down the center of the tube 19. 


Oil Burner 


A new type of oil burner is de 
scribed by Charles T. Denker and John 





“We Save 25% on 
Installation Costs with 
REXOIL OIL BURNERS.”..." 


... that's the conclusion reached by an independent survey organi- 
zation after interviewing a representative group of Oil Burner 
Dealers in two sample cities. 

Take out your pencil now and figure what a reduction in 25%, of 
your oil burner installation costs would mean to you in extra profit! 


YOU can have that extra profit by selling REXOIL Oil Burners! 


REXOIL DEALERS MAKE MORE MONEY IN 4 WAYS! 


*25% LESS INSTALLATION COST *FREE ENGINEERING SERVICE 


This is really an extra 25% clear profit for the REXOIL For those po lagen spc jobs—REXOIL engineers will 
dealer. There's no easier way to make money than just prepare all plans and specifications without cost to you. 
not to spend it. 


*PRACTICALLY NO REPAIRS 

Repairs are always expensive to the dealer and annoying 
to - customer. Seldom does any REXOIL ever need 
repairs. 





*ADVERTISING ASSISTANCE 
Prepared mailing pieces, newspaper mats, point of pur- 
chase displays, etc. are supplied to REXOIL dealers 
FREE. You pocket this saving, too! 





JOBBER AND DEALER INQUIRIES INVITED! 


* Conclusions resulting from independent survey of oil burner dealers. a E 2 - = 4 & xX re | , L vj i | €. 


37 CARROLL ST. 
BUFFALO 3, NEW YORK 
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— | \\ Wherever there's a furnace 


Or air conditioning unit of yours... 


there’s a filter of ours 





Yes, to filter hot air from a 
furnace—or cool air from an air 
conditioning unit—you want the 

superior qualities and proven 
efficiency of AMER-glas FILTERS. Every 
filter is designed to meet your 

stiffest requirements. 

Even so, it is almost incredible that 
after three short years on the market— 
and in competition with excellent 
and established products—AMER-glas 
FILTER Sales are cheek-and-jowl 
with first place position. 

Available in all standard sizes, of 

course .. . and if your requirements 
include a specially designed filter, 
turn to the AMER-gias staff of filter 
specialists. They will work with you 
at any time. . . using the knowledge 
gained through 30 years devoted 
exclusively to air filtering problems 
in the AAF laboratories. Write 
today for complete information about 
AMER-glas FILTERS . . . produced 
by AAF, the acknowledged leader 
in air cleaning equipment. 





The 
HOSPITAL WHITE 
Filter 


AMER-Y//1S FILTERS 


FOR FURNACES 
AND AIR CONDITIONING UNITS 


, Air Bitter 134 Central Avenve, Lovisville 8, Ky. 


COMPANY, IMC. 




















.... Oilheating Patents 


R. Moore in U, S. 2,660,230, issued 
Nov. 24, 1953. Fig. 8 is a side eleva- 
tion of the burner, and Fig. 9 is a de- 
tail plan view along the line 2-2 of 
Fig. 8. 

The oil burner is shown mounted in 
the firebox of a furnace. It includes a 
horizontal blast tube 21. A partition 
wall 24 extends longitudinally through 
the blast tube, dividing it into two 
parts, one part being an air duct 26 
and the other part a housing 27 in 





which various parts of the burner are 
located. A nozzle 30 is connected by a 





T-fitting to a feed 
line 33 mounted 
in the housing 27. 
The nozzle ex- 
tends upwardly 
through a tight- 
fitting opening 35 











in the partition 











wall and through 








an enlarged open- 
ing 37 in the top 
wall of the air 
duct, The discharge orifice 39 (see Fig. 
9) of the nozzle is set in such a manner 





“94” & “48” Nozzle Boxes 


Don’t jumble your nozzles 
loosely in your tool box 
like “‘nuts and bolts’ if 

you expect them to be 
usable, Carry them se- 
curely in these sturdy, 










Until you can see the 
flame you can’t tell 
whether or not a 
burner is_ firing 
properly! With a 
Monarch Flame 
Mirror you’ can 
see to check that 
the flame is bal- 
anced, the elec- 
trodes prop- 
erly located, 
and that 
there is no 
flame im- 


My m pingement on 
h 1 as the firebox 
1! — or air cone. 
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A GOOD TIP 





1. Every Tip individually tested for Spray Angle 
and Capacity—your guarantee of uniformity. 


2. Self-Centering internal assembly always pro- 
duces a balanced spray—No lopsided fires. 


3. Micro-Finish of Tip and Disc seats plus ex- 
tremely close manufacturing tolerances insure 


supplied in the United States or Canada. 


5. Tip, Disc and Locknut are made of a High 
Chrome Stainless Steel for maximum heat and 
wear resistance. 


6. Five different series available for producing 
various spray characteristics — all developed 
through hundreds of fire tests in both Laboratory 
and Field work. 


WRITE FOR CATALOG ‘'O"' 


compact seek boxes. %, accurate capacity control. 
FLAME MIRRORS 4. Will handle any domestic oils currently being 


DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents: (Except B.C.) Canadian General Filters Ltd., 
2679 Danforth Ave., Toronto 13, Canada 








Fig. 8 


that oil is discharged vertically upward 
into the central portion of the firebox 

A swirler mechanism 42 is mounted 
in the air line 41 surrounding the noz 
zle, causing a rotary motion of the air 
issuing upwardly from the air line, A 
tapered shoulder 45 in the upper part 
of the air line 41 directs the air agains 
the stream of oil issuing from the noz 


zle. 


In addition to the primary air sup 
ply line 41, a secondary supply line 


47 is mounted on 
the blast tube. A 
distributor, con- 
sisting of a deflec- 
tor plate 57 anda 
deflector head 58 
intimately mixes 
the air issuing 


from the primary line 41 and secondary 
air line 47 with the oil leaving the noz 
zle 30. The mixture of oil and primary 























Fig. 9 


air is deflected outwardly by the de 
flector head 58 against the surface 8% f/ SIA 
of the deflector plate. The secondary 
air also impinges on this surface, and 
is caused to swirl because of the swit! 
ing action of the primary air-oil mix 
ture, The air-oil mixture is then de 
flected down toward the bottom of th 
firebox in a swirling motion, where 
is again deflected up when it strikes ti 
bottom wall. A very intimate mixtue 
of air and oil therefore results. Butter 
fly valves 81 and 84 control the flow 
of air in the primary and secondat 


supply lines. 


Two electrodes 94 and 95 afford a 


effective sparking device. 


o,¢ 


Victor Kaufman, Clark Buildin: 
Pittsburgh, Pa., now sales represe™ 


‘tive in western Pennsylvania, ¢ 


stem 


; eS: I 
Ohio and West Virginia for Add 


Manufacturing Co., Inc., Philadelph 


August 


1954 



































f 


Va 
WI 


hay 
206 
fit 


Pet; 
trot 
line 
flan 


VY ou 
Her 
Petr 
celle 
and 


V Ar 
TRU 
One 
Mati 
confi 


Resid 

















ward 
box. 
inted 
noz’ 
le air 
e, A 
' part 
yainst 


> NOz 





ondary 
he nov’ 
rimary 
the de’ 
face 78 
‘ondary 
ce, and 
e swit! 
oil mix’ 
hen de 
n of the 
where * 
rikes the 
mixture 
_ Butter 
the fos 


,condat} 













ford 2 


Buildins 
pr esent’ 
1, easte 
yp Adel 
ladelph 











Were onthe fol, 


when we say... 


A 











OIL BURNERS 


are easier to sell— easier to install 


Y A COMPLETE LINE 
What a wonderful sales help! There’s no hemming and 
hawing . . . no installing a unit “‘that should work just as 
good.” With PETRO oil heating there’s a compact unit to 
fit the exact heating need, no matter how large or small. 


V SIMPLE, DEPENDABLE OPERATION 


Petro oil equipment is simple and sturdy. There are no 
trouble-making “gadgets.” Easy access to oil and ignition 
lines, protected wire connections and heavy mounting 
flanges make Petro equipment easy and profitable to install. 


/ OUTSTANDING FUEL ECONOMY 
Here’s where your salesmen can move into high gear. 
Petro oil equipment has an economy story that is unex- 
celled. Effective control, and accurate mixing of the oil 
and air is the answer. 


/ A NAME THAT HAS BEEN KNOWN AND 
TRUSTED FOR MORE THAN HALF-A-CENTURY 


One of the very oldest and most reliable names in auto- 
matic heating, Petro has built a reputation and customer 
confidence that really helps you se// equipment. 


Residential Oil and Gas Burners, Oil and Gas Furnaces and Boilers, 
Industrial and Commercial Oil, Gas and Oil-Gas 
Combination Burners 


ETR 


T.M. REG. U.S. PAT. OFF. 


















‘ Over 50 Years of Leadership 
in Automatic Heating and Power Equipment 


hl 





INDUSTRIAL OIL BURNERS 


Horizontal rotary type. Burn 
low-cost heavy fuel oil with 
complete reliability. Models 
for every industrial need. 
Capacities up to 200 gallons 
per hour. 





CONVERSION UNITS 


Efficient, trouble-free oil 
burners for home and com- 
mercial use. Capacities up to 
20 gallons per hour. 


RESIDENTIAL FURNACES AND BOILERS 


Complete winter air conditioners made 
in popular sizes to fit the heating needs ” 
of homes from 4 to 10 rooms. Extremely 
compact and attractive. Real fuel-savers. 
Both Highboy and Lowboy models avail- 
able. Lowboy shown at right. 



















COMBINATION OIL-GAS 
BURNERS 


This commercial-industrial 
burner is the answer to sea- 
sonal fuel shortages. Makes 
possible advantages in eco- 
nomical fuel buying. 








HORIZONTAL FURNACE 
Hang it or hide it—this winter 
air conditioner fits anywhere. 
Available in 5 models from 
80,000 to 180,000 Btu’s (out- 
put at bonnet). 


WRITE FOR FULL INFORMATION: Petro; 3064 W. 106th St., Cleveland 


11, Ohio. 


In Canada: 2231 Bloor Street West, Toronto, Ontario. 
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Gal, es Literature 


DOLE FLOW VALVES: Four-page descrip- 
tive folder tells how Dole flow con- 
trols work by controlling the amount 
of water delivered regardless of pres- 
sure. Included is a list of stock sizes 
available, flow rates ranging from % 
to 10 gpm, along with a discussion of 
their application to tankless water heat- 
ers, water softeners and other appli- 
ances, Available separately is a price 
sheet for air and vacuum valves, water 
mixers, automatic registers and flow 
control valves. 

Dole Valve Co., Plbg. & Htg, Div., 
1933 Carroll Ave., Chicago 12, Ill. 































RESEARCH: Pamphlet featuring “E Z bodies for General Motors trucks, 
Kleen” air filters, a filter which can be Photographically illustrated, optional 
washed, and then recoated, Prices are equipment and engineering data are 
given both for the filter and for “R-P _ included. 














Handi-Koter.” Boyertown Auto Body Works, Inc 
Research Products Corp., Madison, Boyertown, Penna. 
Wis. 


FRUEHAUF:  Spiral-bound Catalog 
MILLER: Folder titled “Facts You 120-TC15153 illustrates and gives 
Should Know About Clean Right,” data, specifications, and capacities for 


gives a series of questions and answers __ general line of trailers, along with a 
designed to show the advantages of _listing of service cities, Includes infor. 
“Clean Right,” soot remover. The mation on tank trailer models with ca. 
product may be used either for oil or —_ pacity 2,000-7,500 gallons. Also de 
coal installations. scribes underconstructions. couplers, 
Miller Product Co., South Lansing and supports. 
9, Mich. Fruehauf Trailer Co., Detroit 32 
Mich. 


MARIETTA: Brochure illustrates oilfired 








TACO: Thirty-five page catalog gives ‘““Magic-Heat” steel boiler-burner unit ORR & SEMBOWER: Bulletin 1223 & 
dimensions, capacities, and engineering —_for house heating. Photographs of the scribes two types of “Powermaster’ The 
data for commercial and industrial unit and its built-in copper tankless packaged automatic boilers in seven mde a 
heat exchangers such as converters, water heater are utilized; boiler ratings teen sizes from 15 through 500 hp, for §% '™ 
water heaters, condensate coolers, fuel- and specifications are given. steam processing, as well as steam and gacefu 
oil heaters, and heating units, Diagrams Marietta Metal Products Corp., hot water heating service. Construc: painted 
show installation and control proce- — Marietta, Pa. tion and design of the boilers is pic 
dures for all units. tured, and specifications are given, 
Taco Heaters, Inc., 1160 Cranston BOYERTOWN: A series of single page Orr & Sembower, Inc., Morgan: 
St., Cranston 9, R. I. leaflets feature “Merchandiser” panel town Rd., Reading, Pa. 
A major reason why General FUEL Oll FILTERS are profitable 
acral business is that fuel oil users regularly need additional equipment 
and services from the heating contractor: seasonal cartridge re- 
FUEL OIL FILTERS placements, heating system cleaning service, burner maintenance, 
Preferred By More and so on. Performing all of these various jobs is an important 
Than a Million Users and profitable part of the contractor’s business. 
e 
Increase Your Profits as Much E 
the: 
i“ , f as $15 Per Hour! 
For example, AT LEAST ONCE A YEAR, every cartridge you sell Spec 
CARTRIDGE should be replaced with a genuine General element — a job that order 
CHANGES takes about four minutes and earns you at least $1 profit (or 4 
rate of $15 per hour). Doe com 
Pre-season cleaning of customers’ heating systems is equally Nidual co 
sa , important. The entire job can usually be done in a few minutes Contact yi 
with Clean Right Soot Remover — often during the same service vell, D 
Pre- Season ° 9 ° 


GET THE HABIT! 








CLEANING 
with CLEAN RIGHT per call goes down and profits go up! 
SOOT REMOVER aessiew tekeoteeee 





call in which you overhaul the burner and replace the filter cart- 
ridge. When all of these needed services are combined, overhead 













Replace Every General i GENERAL FILTERS, INC. 
Cartridge You Sell At 43800 GRAND RIVER AVENUE e NOVI, MICHIG 
Least Once a Year. CANADIAN GENERAL FILTERS, LTD. * 39 CROCKFORD BLVD. ° (SCARBORO). TORONTY 
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Honeywell makes control systems for any type heating plant, any fuel. 


Here’s a typical All-Honeywell Control System for oil-fired hot water. 





The Honeywell Round, the new thermostat that’s 


mde all other manual thermostats obsolete. Engineer- 
ig improvements provide better performance. And its 
gceful lines blend with customer’s decor. It can be 
minted to match any color scheme. 


The Honeywell Round not only looks 
better, it works better, too! 


cleaning. 


It contains 







a universal 
heater element. 


Bi- metal 
thermometer. 
Specify an All-Honeywell Control System when 
ordering from your wholesaler or manufacturer 
fot complete information on the above system, indi- 
‘idual controls or other Honeywell, Control Systems, 


we your local Honeywell office. Or write Honey- 
well Dept. FH-8-106, Minneapolis 8, Minnesota. 


Ht 






MINNEAPOLIS 


oneywell 


Fouts we Couttols 


Mercury switch 
eliminates contact 
































A The Honeywell Round, T86 —(Sce illustration). 


B | Protectorelay, RA817-816—stack-mounted relays for either 


intermittent or continuous ignition oil burners. 


G Aquastat, L4006 —L6006-a fast-acting aquastat that responds 


instantly to temperature change. The liquid-filled sensing element 
fits snugly into the immersion well to guarantee sensitivity. 


EJ elayed-Opening Oil Valve, V4001A— provides smooth, clean 


starts and stops, reduces carbon deposits on heating surfaces —in- 
creases heating plant efficiency. 


112 OFFICES ACROSS THE NATION 








New Products 


Each New Products item has an identifying number 

| If you want more information on any equipment described 
here send the coupon on page 152 to FUELOM & Oi Hear, 

2 West 45th St., New York 36, N. Y., and identify the 


| product by circling its number on the coupon. 


Sun-Ray Bantam pressure Oilburner 
fits smallest jacket Extensions 


SUN-RAY BANTAM fits minimum extensions of only 83," 

and is 15-11/16” wide so that it can be used with boiler or 
furnace - burner 
units with limited 
clearances, The 
burner incorpo- 
rates design fea- 
tures, such as one- 
piece casting, pre- 
cision machined 
with housing 
scroll] designed 
| for smooth efh- 
| cient air delivery. 

A fingertip dial facilitites precision adjustment of a 

| volume, Pressure seal design provides uniform air delivery 


~ | anda bulkhead seals low pressure from high pressure, both 
S U — a @) a T E D) . | ot which help to eliminate pulsation. Either flange or bax 
| mounted can be furnished. Bantam models range from 0.' 
to 2.0 gph capacity. 
| Made by: Sun-Ray Burner Mfg. Corp., 139-24 Queen 


| Blvd., Jamaica, N. Y. 
| Circle El on coupon, page 152 


New Preferred horizontal Rotary 


a O ea YO U, is factory-wired and assembled 
¢ | PREFERRED MODEL BHE horizontal rotary oilburner int? 


| . io with 
grates the combustion system proper, Voluvalve Ww! 


equalizing valve 


00) Kockgord / | and low density 
| | electric oil pre- 
@ | BRASS WORKS | heater. The burn- 
| | er can be fur- 


_ nished with or a 
| without a panel box containing the complete contr 4 
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Make money on every job 
pms Ps oe A. o ® GREEN eee 


ee. 




















| - Combustio a 
# ICK-EASY he 
dei { aie ies, 
, § TO INSTALL | STANDARD IFB Combustion Chamber aa. 
=i t] b 
the \ | Requires minimum installation time. Front tile is oe 
| in two pieces with burner opening already cut. \ \ 
| : g | Packed in special container that guards against \ 
STANDARD IFB Coubuition Chamber breakage in shipment. Everything you need is \ / 
in the carton, including a 5-lb. can of y 
ne "SAIRSET high temperature mortar. /{ 
‘ i ) / 
34 | STREAMLINED Combustion Chamber /] 
T OF SSURE } Conforms to the natural shape of the flame and // 
i ” pe 
FICIENT - } eliminates “dead corners.” Provides more quiet f / 
OPERATION FY | operation. The ease of installation makes the / f 
* | installed cost of a STREAMLINED Chamber no / 7 
| more than that of an ordinary type of chamber. / 
STREAMLINED Combustion Chamber | 30- c9m of “SAIRSET included in specialty }/ 
| designed protective package. [} 
rs 
; {/ 
est NO PERFECTO Combustion Chamber y 
MORE THAN } A practical, economical solution to many oil ff 
ORDINARY conversion problems. Installation is simple. For / 
CHAMBERS both round and elongated chambers, four basic ; / 
to j tile shapes are used to form chamber sizes to if 
ge ae , P }/ 
hg PERFECTO Combustion Chamber | fit wane every type of domestic furnace / 
or boiler. 
iver) j 
bt OIL BURNER Baffle Brick | cae 
base ET EVERY Bie. im, 







The baffle is installed in such a manner that it 
rests on the combustion chamber and directs 


205% OW BURNER 


REQUIREMENT Order from Your 























§ furnace gases to all heating surfaces. Result } 
ii in more economical and efficient performange | A. P. GREEN ; 
by reducing the waste heat up the stack. }f Distributor; he’s ! 
| listed in the yellow 
| HIGH TEMPERATURE Insulations pages of your / 
| These A. P. GREEN High Temperature Adsulations je vy), 
bled \ | pars, ) help insure the efficiency of the oil bUfner {| rectory, // 
\\ —s ES | a ecmanie V7, or write direct /| 
> jnte’ = 4 / | | // 
wit q — TEMPERATURE heneanaans ae \ \ ¥ 
me —_- - A uae ere aes’ PBR e-cs eae 
A. P. GREEN FIRE BRICK CO. Eee 
Mexico, Missouri, U.S. A. REFRACTORY 
In Canada: PRODUCTS 
A. P. GREEN FIRE BRICK COMPANY, Ltd. A ‘> 





Toronto 15, Ontario 
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PISTRIBUTORS IN THE PRINCIPAL -CETIES OF THE WORLD 
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with combination 


VENTALARM *GAUGE 


Underwriters’ Approved 


The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 


Specify tank depth and opening 
when ordering. 


“BUTTON-LIFT" 
INSTALLATION 

Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 


even in partly filled tanks. 1o) 





























Underwriters’ Approved 


A modern convenience in every way. 
Big figures, adjustable face, jam-proof 
lever arm, cork float. Accurate serv- 
ice-free operation. 


Specify tank depth 
when ordering. 





and the famous 


VENTALARK — 


*. REG. U.S. PAT. OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 
home entry. Truly automatic fills for 





the householder. Makes oil supply as 
clean and convenient as any other fuel. 


A variety of models for 
new and old tanks. 


Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 








“Just fill while 
the whistle blows.” 





See your regular Supply House. 


'SCULLY SIGNAL COMPANY _ 




































. New Product 





sembly, Burner is completely factory-wired and assembled 
and ranges in capacity from 15 to 175 gph in 10 sizes 
The patented Voluvalve receives a constant volume of 





Es 
wy 


heavy fueloil from the discharge pump, meters the right 
quantity of oil, regardless of temperature, pressure and yiy 
cosity changes and delivers it at all times in the exact 
volume required by the fuel atomizer. As a result it ip 
proves automatic starts on No, 6 oil. 

The equalizing valve and low density electric heater may 
be applied as special equipment on model B burners fo, 
unheated No, 5 fueloil and BH burners for heated No 5 
oil. 

Made by: Preferred Utilities Mfg. Corp., 1860 Broad 
way, New York 23, N. Y. 


Circle E2 on coupon, page 152 





White-Rodgers introduces limit 
Controls with universal Contac 








NEW WARM AIR CONTROLS introduced by White-Rodger 
are available with regular sensitive elements of 9 and 17 
ins. and also with elements on capil- 
laries of 24, 30 and 36 ins. A “uni- 
versal” contact structure enables a 
single control to handle all voltages 
from millivolts to 230 volts. Control 





inventories are thus simplified. 

The controls feature an attractive 
hammered silver-grey finish. 

Made by: White-Rodgers Electric 
Co., 1209 Cass Ave., St. Louis 6, 
Mo. 


Circle E3 on coupon, page 152 


Herman Nelson Radiation for 
home and commercial Heatit! am 


HERMAN NELSON has introduced non-ferrous and s# 
finned radiation for commercial and industrial heating 4 
plications and has also announced a baseboard radiati 
line for residences. The former has aluminum fins on 


- 
per tubes in the non-ferrous type and, along with thes 








units, feature “finger design” to provide rigidity and helm) Pi — 
transfer efficiency, Unit ratings, without covers, range ft Pree-tu 
620 to 4120 Btu/hr/lineal ft. depending upon temp) with 
ture of entering water. Steel tubing radiation and fins “| CAB 
suitable for pressures up to 900 psi gauge; non ferro = A 
models are designed for service on any normal hot w# oan 
system or with ordinary steam pressure. By Seat Sh 
The baseboard radiation units have been designe! hive 
perimeter heating systems and are available in 8 It. lenge Indep 
Flush and recess models are made, both using cope” CHasgig 
ing with aluminum fins. Front A; 
All the radiation is available with a complete lis! jotal Re 
accessories, Ay B Section 
Made by: Herman Nelson Prods., American Reig 


Co., Louisville, Ky. 
Circle E4 on coupon, page 152 





HERE'S HOW YOU SAVE WITH FORD TRIPLE ECONOMY 





























New Ford F-800 BiG JOB with new Low-F RICcTION 
170-h.p. (317 cu. in. displacement) Cargo King | +” 
_ V-8 is rated for 22,000 lbs. GVW, 48,000 lbs. 
» GCW. Power Steering that cuts steering effort © 
as much as 75% available at modest extra cost. 






Make Courtesy your Code of the Road! 


You get more of the features you need most 
in a New FORD 7 Economy TRUCK! 


Here’s proof. Your Ford Dealer can give you plenty more! 
(Or write Ford Division, Ford Motor Co., Dept. T-19, Box 658, Dearborn, Mich.) 
































eatilga -— 
FORD TRUCK TRUCK 

od FEATURE ‘ie : rs HOW YOU BENEFIT 
iting ap 
radiatisg ep Greater concentration of power! Ford offers more horsepower, 
oath ax. Gross oneal rete 170 154 145 for higher performance—and more horsepower per cubic inch 
* a oe per cu. in. ear rae 0.536 0.379 0.480 of displacement, for gas-saving efficiency. 
t aN — ra _, = Jive. a 3.50 4.50 4.00 The slower piston speeds of Ford’s Short Stroke design reduce 

cam ‘ er m a 
an w 3000 rpm). 4 1750 2050 2000 friction and wear, increase engine life. 
nge""4) Free-turn Intake, Exhaust etwas Free-turn valves with integral valve guides let valves run 
tempe™™| With Integral Guides... .... . YES NO NO cooler, last up to 50% longer! 
d fins “| CAB ‘ a 

it Glass A Ford’s “visibility unlimited” means greater truck-driving 
wnfert Windshi : “sl in.)— on ani 13 safety, ease and comfort for the driver. 
hot wal Total Std Cab. ices 2103 1705 1709 Only Ford has seat shock snubbers and woven upholstery for 

Pitti. YES NO NO a smoother, cooler, more comfortable ride. 
joned M§| Woven Plastic Upholstery... YES NO NO Ford has separate seat and seat back adjustments . . . a boon 
| : aide | Seat Back to big drivers as well as small. 
t, ene" Independently Adjustable... . YES NO NO 
ypper ! The higher capacity of Ford’s front axle means greater de- 
CHASSIS pendability, greater safety. 
tine _ Axle Capacity (Ibs.)... .. 7,000 6,800 9,000 Greater rear spring capacity is another example of Ford's 

te He eg Spring Peupeity (Ibs. ) 15,600 13,780 13,200 sturdier construction for big payloads, longer life. 

Bi sco channel Frame... .. . YES NO NO Ford’s heavy-duty frame with channel reinforcements has 
Air Fi a SOROS aera 13.83 10.20 10.10 greater strength without excess weight for ample capacity 





All chart information is based on latest data available as of 6-30-54 and is believed to be reliable but is not guaranteed. 
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"How’s Your 


SALES 


Complexion?” 


Take al 
I 4 





by ROUND OAK 


Just how is your sales picture? Beautiful now 
and then .. . and not so beautiful other times? 

Well, you can give it that million-dollar-look 
all the time with the Ctima-Twins. They know 
no season. 

One unit cools and dehumidifies in summer 
... the other heats in winter, with the same de- 
pendability that has made Round Oak a famous 
name. 

The Ciima-Twins are the modern answer to 
modern living . . . today’s market demands no 
less than year ’round conditioning of the air in 
both home and office. 


sell “up” 
from a furnace 


tothe sqm O 
n A p wu 









Round Oak Company, Inc. FO 
Dowagiac, Michigan 


Please rush me description material on your new CLIMA-TWINS. 


Name 





Address. 
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Radiant low pressure Burner 
permits easy Calibration 















































RADIANT’S low pressure, two stage oilburner features 
“Dial-Set” meter for simple and easy calibration of the fye! 
rating. Capacity from 0.4 to 
1.5 gph may be set with a 
screwdriver while the burner 
is operating. 

Design of the burner in- 
corporates Sunstrand’s air-oil 
fuel unit. Burner is equipped 
with a non-clog air and oil 
nozzle and is made with 
standard parts. = 

Made by: Radiant Utilities —- 
Corp., 8817-18th Ave., Brooklyn 14, N. Y. 

Circle E5 on coupon, page 152 





Auer Perfusaire is small perimeter 
Register with wide Distribution 

AUER PERFUSAIRE is a baseboard air diffuser designed to 

distribute warm or cool air and can be adapted to new 

homes or older dwellings. It has a pre-cut hole to fit 2/4’ 

x 12” duct openings and knockouts for making the opening 

size 24” by 14” on the job, without cutting. A flanged 

base covers irregularities in the floor opening, 

The unit measures 18” x 414” overall, but has louvers b 
positioned to provide air distribution over a wide wall 
area. Perfusaire is recommended for combining heating 
and cooling, as well as straight heating systems. A factory: 
installed damper is standard equipment. 

Made by: Auer Register Co., 6600 Clement Ave., Cleve: 
land, Ohio. 


Circle E6 on coupon, page 152 


Insta 
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Bowser adds Xactronic Meter roy 





: —T thrus 
for measuring liquid Flv § ,. 
XACTRONIC electro-magnetic flow meter, announced }j flang 
Bowser, contains a compact and simple metering element openi 
It consists of an enclosed magnet, stain- easie 
less steel tube with teflon liner and and ¢ 
attached electrodes attached to the Perfo 
remotely-installed indicator or record- bigge 
er. Pressure drop through the meter is contr 
no more than that of an equivalent on 45 
length of pipe. quive; 
Available in six sizes from 7” to burne 
2”, capacity is limited only by pipe awe ea 
size, The meter, identified as Figure 
950, can indicate volume of fluid de- Mr, 
livered, record or indicate rate of flow, or accompls Heati 
a combination of any or all of these functions. With # like W 
pneumatic or electric controller it also can control the ra" a 
flow. to set 
Made by: Bowser, Inc., Fort Wayne, Ind. 
wie 


Circle E7 on coupon, page 152 
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New E-Z ’Dapter 


Silent DuPont 
Nylon Bearings 


‘thes 0 


of 








* TERE 
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insta Wwe E 


Installation Features—You can mount Windmaster on 
a sloping, horizontal or vertical pipe—thanks to the 
thrust bearing effect of the nylon bearings. The variable 
size E-Z "Dapter pipe stub is already blanked and 
flanged—an optional accessory that guarantees full size 
opening. Calibrated weight makes the use of draft gauge 
easier—speeds up accurate adjustment without trial 
and error. 


Performance Features — Large square vane provides 
bigger relief opening for faster action — more sensitive 
control of draft the instant it is needed. Vane is mounted 
on 45° angle, eliminating half the travel distance — no 
quivering to encourage pulsation nor Jag-time to keep 
burner nervous. 


Mr. Harold Mehiberg of Modern Sheet Metal and 
Heating, Inc. of Milwaukee, Wisconsin says: “We 
like Windmaster’s quiet, self-lubricating, nylon bearings 
whieh have eliminated sticking vanes. The calibrated 
weight makes Windmaster the easiest draft control 
to set for a steady, over-the-fire draft.” 
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S/ CF and see for yourself 


Construction Features — Permanently silent bearings 
of molded DuPont nylon never rust, corrode or need 
oiling—and they outwear steel. Projections on bear- 
ings are permanent, positive stops that can’t get bent — 
the vane can’t go too far. Heavy gauge steel construction 
—attractive appearance. Three contro] sizes fit six dif- 
ferent pipe sizes. 


Put a Windmaster Draft Control on your next heating 
job and see how these features help you make the in- 
stallation easier and quicker. Then check up on the 
burner performance and see how Windmaster helps 
assure peak efficiency and reduces service call-backs. 


Stop in at your jobber’s and pick up a Windmaster 
Draft Control for your next heating job. 


Windmaster 


Post Office Box 776 © Columbus 16, Ohio 
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NOW! convert standard 
tees into balancing valves! 





MAID-0°-MIST ° 
ADAPTER UNITS 


Phantom view above shows how Maid-O’-Mist 
Adapter Unit makes any copper, bronze or cast 
iron tee into efficient balanci ing valve. Note there 
is no reduction of inside pipe diameter, an 
advantage which assures full free flow of water 
through the tee. This, plus low cost, permits use 
of additional balancing in hot water heating 
systems without preliminary planning. Precision 
made of brass and monel metal. Packed stem 
construction. Balancing adjustment requires only 
screwdriver. 


No. 14 for sweating or soldering 
into copper and bronze tees. 
Nominal pipe sizes 7”, /2”, 3/4”, 1” 


> 


No. 15 for threading into cast iron 
tees. Sizes 1/2”, ¥4”, 1", 14”. 


MANY 
USES 


MAID-O’-MIST, inc. § 


3217 NORTH PULASKI ROAD 
CHICAGO 4I, ILLINOIS 





For return header. 
For radiant header. 
For baseboard radiators. 


For convector radiators. 


HEATING SPECIALTIES 
— 
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Kent Jumbo vacuum Cleaner 
uses disposable filter Bao; 
whe 


KENT QUIET JUMBO vacuum cleaner has a by-pass motor 
with separate air current for cooling, disposable paper filter 
bags and can be 
used for wet or 
dry pick-up. Ca- 
pacity is 1-1/3 
bushels of dirt, 9 
gals, of water. 
The Jumbo 
weighs 66 lbs. and 
is easily maneu- < 
vered on its four 
3” ball-bearing casters. 

Dirt can has a diameter of 16”, over-all width is 23” 
and height is 29”. By-pass motor is 1 hp for AC or DC opera 
tion and is equipped with 40 ft. of 16 gauge 3 conductor 
type SJ cable. 

Made by: Kent Co., 713 Canal St., Rome, N. Y. 

Circle E8 on coupon, page 152 





Rex Laboratories announces 
air Filter flow Indicator 


AN AIR FILTER flow indicator has been announced by Rex 
Laboratories. It consists of a lightweight vane, suspend 
onanaluminum bronze shaft, jgsmmmmmmmmmmamamaan 
working in a glass bearing. 
Vane is mounted at the cen- 
ter of a wind tunnel, with a 
tube extending to the pressure 
side of heating or cooling 
equipment. The instrument 
is housed in a dust-resistant 
steel case. 

Its scale has been calibrated 
to show full air flow with a 
new filter installed. A drop 
of .03” in static pressure moves the indicator to “Dusty’ 
and then to “Dirty.” Further accumulation of dust on the 
filters reduces static pressure to the point where the instrv 
ment shows the filters to be stopped up and in need 0 
replacement. 


Sold by: Fred W. Ahrbecker Co., 
Indianapolis 20, Ind. 


Circle E9 on coupon, page 152 





1069 E, 54th St, 


Microtron electrostatic Filter 
made of specially woven Fibet 


MICROTRON electrostatic air filter consists of a filament body 
made of a specially woven fiber, inhibited during extrusi® 
with an electrostatic charge described as permanently P 
tent. There are four standard sizes, ranging from 16” xf 

x 1” up to 20” x 25”x 1”, with special sizes-available. Pos’ 
tive and negative charges are built into the Microtron; dust 
and dirt contain like charges and are attracted to thet 
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- CONVERTIBLE 
~ FURNACES 






























Designed for Easy Conversion 
or from One Fuel to the Other 


Designed for operation with either oil or gas, 
these Niagara “Convertibles” provide eco- 
nomical, modern, automatic warm-air heat 
for homes ANYWHERE — “Activated heat’ 
(warm air in motion — LIVE heat!) ... and are 
 & easily changed from oil to gas or gas to oil in 
ex § theevent a change in fuel becomes desirable. 











Every Series 60 Convert- 
ible furnace is equipped 
with the exclusive Niag- 
ara-made_ rectangular 
heat exchanger of steel, 
making possible excep- 
tionally compact units. 











4 


Model 60-75 VAC Model 60-75DFAC 
OlL GAS 


FOR HOMES EITHER WITH OR WITHOUT BASEMENTS 





Liane: 




















Series 60 Convertible furnaces 


®The complete Ni- 
agara lines include 





are available to meet any type 


of gas, oil and coal ; d : 
furnaces for all of installation . . . “high-boy” 
t H . ° 

St, ypes of installa down-flow and conventional 


tions, and Niagara 
Cooling Units de- 
signed to use the 
blower, filter and 
ducts of forced air 
heating systems. 
et Write for detailed 


information. : 
4 sei Model 60-706 7 Model 60AC 


OIL OIL or GAS 
N I AG A R A F U ig N A C E D i V { S i oO N aaa want svaeer iar vata 2 ge 


Gas @ Oil © Coal Furnaces © Summer Cooling Units 


up-flow, both generally located 
in utility rooms, and gravity 
and conventional forced-air 














types for basement installation. 












GET ALL THE 
FEATURES 


WITH A 





FURNACE & BOILER 
VACUUM CLEANER 


and Power Blower 


CONVERTS 
TO POWER 
BLOWER IN 
2 SECONDS 





COMPARE THESE PULLMAN 
FEATURES WITH ANY 
OTHER VACUUM CLEANER 


@) Powerful turbine type suction 
and (2) automatic power blower 
coupling. (3) Balances for one- 
hand carry and (4) has low, 
non-tip, center of gravity. 
@) Auxiliary disposable paper 
filter and (6) NO outside bag to 
snag or tear. 














mo me mC UT HERES ee 


3 


ee 


Pullman Vacuum Cleaner Corp., Boston 19, Mass. 


7 





~ 
ro Send information on Boiler & Furnace Vacuum Cleaning. 











ZONE STATE 
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opposites during their passage through the filter. 
Microtron is cleaned by rinsing it or washing it with ; 
hose. Excess water is shaken out and the filter replaced jn 
the furnace or airconditioning system. 
Made by: Microtron Corp., 615 Fugate Ave., Charlotte 
N.C. 





Circle E10 on coupon, page 152 


Conn. State suspended Furnace 
is oilfired, three-way Unit 


CONN, STATE is offering an oilfired suspended winter ajr. 
conditioner that can be installed also as a counterfloy 
unit, By reversing 
the burner and 
installing the unit 
with the cold air 
return at the top, 
the furnace can be 








Longer 











used for perimeter heating or other installations where wae 
counterflow is desired. When used as a suspended unit, heating 
the cold air return can be on either the right or left hand J choose 
side, also accomplished by reversing the gun type burner. and bie 
Sizes are offered with 85,000 and 110,000 Btu/hr out’ & replace 
puts, with cabinet dimensions of 22” by 24” by 60” for the Delco 
smaller size, 22” by 25” by 62” for the larger unit, A4 ¥ and bui 
hp blower motor is standard on both. attentio 
Made by: Conn. State Furnace Co., Bridgeport, Conn pote 
Circle El! on coupon, page 152 vei 
uniflow | 
OverHead Heaters adds duct Heater, ronducte 
available in three Btu/hr Outputs ec 
THREE MODELS of a new Shafconaire duct heater, av J "gs ad 
nounced by OverHead Heaters, are oilfired units designed touble- 
for use with cen- tou will 
tral aircondition- products 
ing systems in trmatio 
commercial and Delo Pr 
nearest $ 


industrial applica- 
tions. Capacities 
are 200,000, 300,- 
000 and 400,000 
Btu/hr output at the bonnet and units can be furnished 
with gun type burners mounted on either the right or left 
hand side. 

The heater can be installed in any convenient location 
and suspended from ceiling joists. It features air intake 
louvers which regulate air velocity and balance distribution 
of air over the heat exchanger. 

Made by: OverHead Heaters, Inc., 1612 Book Bldg. 
Detroit 26, Mich. 








Circle E12 on coupon, page 152 


Williamson horizontal space Cooler 


available in 2 and 3 ton Model 


TWO AND THREE TON MODELS of Williamson's pe 
*. Pe of 
space cooler have been announced. The unit, designed f° 
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longer, more dependable service wins 
morecustomers. And that is the biggest 
te reason why leading manufacturers of 
it, heating and ventilating equipment 
nd # choose Delco motors for oil burners 
er. and blowers . . . why smart dealers 
ut: replace with Delco. 


the Delco selects’ materials carefully 
VY, @ and builds its motors with painstaking 

attention to every detail. 
ie Delco motors have precise 4 
dynamic balance... gy 
special features such as ‘J 
uniflow pressure-cast rotor 
conductors, steel-backed tin babbitt 
sleeve bearings, cored oil wells, and 
us B nish-dipped and baked motor wind- 
an "gS add extra endurance for long, 
ned fy ‘0uble-free service. 


‘ou will find the right motors for your 
oducts in the great Delco line. For in- 
inmation on any application, address: 
Delo Products, Dayton 1, Ohio, or our 
nearest sales office. 


Pe Le 


MOTORS FOR BLOWERS 


Delco resilient-mounted motors, split-phase and capacitor-start types, 
single- and two-speed designs, %- to %-horsepower ratings. 





ished 
+ left 


ation 
atake 
ution 


Bldg. 


DELCO PRODUCTS 


Division of General Motors Corporation « Dayton, Ohio 







DAYTON OHIO 





SALES OFFICES: 







dels ATLANTA ¢ CHICAGO « CINCINNATI ¢ CLEVELAND 
MOTOR 
P S FOR OIL BURNERS DALLAS * DETROIT + EVANSVILLE ¢© HARTFORD 
zonta! Delco flange-mounted motors, split- KANSAS CITY * LOS ANGELES «© PHILADELPHIA 
od for phase, %- to “s-horsepower ratings. ST. LOUIS « SAN FRANCISCO + SYRACUSE 
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NOW you can do something 


about the weather 














It’s sealed out of the 


Xochtdlek WNWERSAL 


oil tank gauge 





WEATHERPROOF! New head and flange design pro- 
vides a shockproof, hermetically sealed unit that posi- 
tively locks out dirt, moisture, and other foreign mate- 
rials. This assures extra years of trouble-free service 
under all weather conditions. 


STOCK JUST ONE GAUGE for all installations! It pays 
to standardize on ROCHESTER UNIVERSAL Gauges. In- 
doors or out, they’Ill remain accurate and easy-to-read 
for years to come. 

NO SEEPAGE! NO FUMES! A powerful permanent 
magnet transmits float-arm action from tank to indica- 
tor... there are no holes in the gauge. 


EASY TO READ. “DUAL DIAL” can be seen from front 
or back ... makes tank filling and checking a snap. 


EASY TO INSTALL and stocked by leading 
wholesalers everywhere for all standard 
oil burner storage tanks. Rochester Manu- 
facturing Co., Inc., 8 Rockwood Street, 
Rochester 10, New York. 


, ( : , OEPENDABIE 


CHES,’ 
MANUFACTURING COMPANY, INC. 


ACCURACY 
DIAL THERMOMETERS GAUGES AMMETERS 












Neve 
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use with furnace 
blower, can be in- 
stalled in crawl or 
attic space with 
under - floor or 


above - ceiling 
forced warm air 
furnace systems. 
The coolers are 
shipped in one 
section and re- : 
quire only 5.4 sq. ft. base area. Controls automatically 
regulate cooling and dehumidification. 

Standard equipment includes cabinet with 16” x 1g" 
conecting collars in both sides and access doors to controls, 
coil and condenser cleanout. 

Made by: Williamson Heater Co., 3500 Madison Road, 
Cincinnati 9, Ohio. 


Circle E13 on coupon, page 152 


Extended baseboard perimeter 
Diffuser announced by Lima 


LIMA REGISTER has announced an extended baseboard 
perimeter diffuser for heating and cooling applications. 
Available in standard 4 ft. and 2 ft. sizes, a special joining 
connector converts the two sizes into multiple units for 
continuous installations. Designed for new or old home 
installation, the diffuser has four rows of horizontal louvers 
across the front for full air distribution, 

Mechanical, built-in, spring-loaded, hinged damper ew 
tends over the entire louver opening, while a set screw 
adjustment in the center of the diffuser face simplifies 
balancing. Complete face, including damper, is removable 

Made by: Lima Register Co., Lima, Ohio. 


Circle El4 on coupon, page 152 


Trunkline Humidifiers 
announced by Skuttl 


TWO SKUTTLE humidifiers for installation in trunkline wam 
air ducts have been announced by Skuttle. The units a 
held by a flanged 
cradle against a 
slot in the lower 
surface of the 
duct, with the sur- 
faces of the evapo- 
rating plates 
parallel to the air $s 
current. Plates are installed or replaced through a spe 
access door. i 

Model 750 employs a self-flushing arrangement; mo 
760 is non-flushing. Water feed is automatic, control 
by a Skuttle float valve. Anti-Corrosion construction is Md 
tured throughout. Both models use patented Vapog# 
evaporating plates. 


Made by: Skuttle Mfg. Co., Milford, Mich. 
Circle E15 on coupon, page 152 
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YEAR ‘ROUND AIR CONDITIONERS 


2 Ton...3 Ton COOLING 
eT 140,000 B.T.U. GAS 
as... 140,000 B.T.U. OIL 


Install the Unit now, use it for heating 
— Add the Cooling Circuit anytime. 

























Unit equipped 
with Oil Burner. 








Front view of 
Unit with Cover 
Concealing Burner. 


Same Unit 
equipped with 
Gas Burner. 


yard 
MORE COMPACT THAN 


MOST HEATING UNITS 









SUMMER AIR CONDITIONING UNITS... Air Cooled...Water Cooled 


Connects to practically ANY Forced Air System for Year ‘Round Operation. 
Add the BOWER COMPARTMENT for a SPACE-COOLING Air Conditioner. 





ome 
vers 


5 Year Protection Plan 

















Yo covers the Cooling Circuit 
crew in EVERY MONCRIEF 
Lifes Year ‘Round and 
able Summer Air Conditioner. 

A typical example 

pag Fone Unit with Blower Unit with ral ag 

ion f d Pi 
2-3-5 TON CAPACITIES name pest rer “Ab Chalten ‘Space Cooling. 

ittle There's NOTHING EXTRA to buy with MONCRIEF Air Conditioners 
wart : 


ts att 






HEATING and FORCED AIR UNITS FOR ALL TYPES and SIZES of INSTALLATIONS 


« 


fOsse | 








| ” Horizontal 
Ye Furnaces 
om Gas... Oil 
Basement Counterflow Utility Gravity Gas Unit Incinerators 
A.C. Units. Units Units Furnaces Heaters 


apes Most MONCRIEF Units are Approved to burn either GAS or OIL 


Also ... MONCRIEF SureFiT PIPE and FITTINGS for Any Type Installation. 





| mode 

oll 7 
1troue ys 
1 15 10 


apog# 


THE HENRY FURNACE COMPANY © Medina, Ohio 
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Don’t Forget to Sell 
Clean Heat 


Odorless Heat 


Your prospect may be thoroughly sold on the 
economy of oil heating. But you still can lose 
the sale if he has the idea rattling around in 
his mind that oil means a lot of soot and odor. 

And it doesn’t, of course. With lightweight 
refractories you can deliver clean heat, odorless 
heat that will please the fussiest prospect and, 
even more importantly, his wife. 

What does light weight have to do with it? 
Plenty! Insulating firebrick are light in weight 
because they contain millions of tiny, insulat- 
ing air cells. These air cells stop the flow of 
heat through the brick—the heat is bounced 
back into the firebox. On start-up, the hot 
face of lightweight refractories come up to 
operating temperature in a fraction of the time 
it takes to heat ordinary firebrick. And by 
keeping the heat inside the combustion cham- 
ber flame temperatures are higher during firing. 
Combustion is therefore more complete, elimi- 
nating soot and odors. 

B&W Insulating Firebrick are the lightest 
weight refractories of their kind... for the 
cleanest, most odor-free oil heat. And their 
higher thermal efficiency, due to light weight, 
saves your customers as much as 25% on fuel. 











B 
Send today for the “* F IREBoy 
B&W FIREBOX HANDBOOK |. %, NDBOoK 
a valuable guide Ty 
for every installer 
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Fitzgibbons adds four Models 
to R-Z-U Junior boiler Line 


R-Z-U JUNIOR SERIES boilers have been augmented with 
the addition of four new models. Previously available in 
sizes from 1100 to 3000 net sq. ft. of steam, 4800 net sq. 
ft. water, this ASME stamped boiler for schools and small 
buildings now is offered in sizes up to 5000 net sq, ft 
steam, 8,000 net sq. ft. water. 

The entire line is covered in Fitzgibbons master catalog 
No. JR-10-2, which also explains that ratings of all thew 
boilers used for forced hot water circulation are to be ip. 
creased 12Y%4% in accordance with recent SBI Code rp. 
visions. 

Made by: Fitzgibbons Boiler Co., Inc., 101 Park Ave, 
New York 17,N. Y. 

Circle El6 on coupon, page 152 


G-E shaded-pole Motors feature 
greater mounting Versatility 


SHADED-POLE, fractional-horsepower motors announced by 
G-E feature greater mounting versatility. The KsP 21-frame 
motor, for use on 
room_aircondi- 
tioners, unit heat- 
ers, furnace blow- 
ers and similar 
applications, has a 
Yy" shaft to pro- 
vide increased 
rigidity to long 
single- and 
double. shaft 
drives, while 
mounting versatility has been increased by 20” leads andé 
3V/" shaft-height base. Available also is the 234” shalt 
height base. 

Of light-weight, die-cast aluminum construction, te 
motors are available in end-mounted or resilient-base, ope 
and totally-enclosed fan-cooled models, made in 1550 rp1, 
4 pole, 60 cycle ratings of 15-mhp to 1/10 hp and in 105! 
rpm, 6 pole, 60 cycle ratings of 25 mhp to 1/10 hp. 

Made by: General Electric Co., Specialty Componer 
Motor Dept., Schenectady, N. TY. 


Circle E17 on coupon, page 152 





Steinen Junior Cabinet stores 
four Drawers of oilburner Nozzle 


THE DESCRIPTION of Steinen’s Junior cabinet for ston 
oilburner nozzles in the July issue incorrectly stated it pe 
vided storage space for 90 nozzles. Actually, 90 nou 
are held in each of the four drawers of the cabinet go th 
total capacity is 360 nozzles. The cabinet measures 10% 
in height, width and depth, can be used for display “ 
storage. 
Made by: Steinen Mfg. Co., Accessories Div., 43 Briss 
St., Newark 5, N. J. 
Circle E18 on coupon, page 152 


August 
1954 
























ity 
| by 


ame 





ind 2 


haft’ 


the 
open 
pt, 
1050 


onent 


ries 


t pre 
orale 
9 that 
10% 


Brot 








makes them even more efficient! 


innnnient) 


Compact GENERAL 


All-Copper 
Tankless Heaters 


Now your customers will get more water-heating 
efficiency than ever with GENERAL All-Copper 
Tankless Heaters! These performance-proven heaters 
now contain integral finned tubing . . . provide a 
much larger heat transfer surface in the same com- 
Pact, easily-installed package. 


The tubing is coiled within the shell in a con- 
tinuous in-and-out “Whirlpool Spiral” to assure free 
circulation of boiler water. Wide spacing of the fins 

er aids circulation . . . maintains high heat 
transfer. What’s more, the tubing is tough... equals 
smooth tubing in strength and corrosion resistance. 


eloil 


Fin Actually Part of Tube Wall, 
SS 








| aa 


© Not soldered, brazed, or crimped 
in place 


® Cannot separate or unravel 


® Equals smooth tubing in strength 





LOLA ALE OLE SANE TOA YAN te cote 


CROSS SECTION VIEW 


Other outstanding features of GENERAL AIll- 
Copper Tankless Heaters include: rugged octagon 
wrench grips, easy drainage of both coil and boiler 
water, and fiber glass insulation. Sizes for homes, 
apartments, and hotels. Write for new illustrated 
folder. General Fittings Co., 125 Georgia Avenue, 
Providence 5, Rhode Island. 


GENERAL FITTINGS Gt 


COMPANY 


TANKLESS AND INDIRECT WATER HEATERS 
AND HEATING SPECIALTIES 
























| MOTOR PUMP 


i; The Ingersoll-Rand answer to the problem of 
'! faster handling of petroleum products and 
more profitable operation. 


7.» you’re ahead with a 


For aboveground-tank service Ingersoll-Rand 
Motorpumps are the answer to modern bulk storage 
and distribution of petroleum products. They are 
designed by experienced engineers who know what 
makes a better pump and built to the highest quality 
standards in the industry. The result is long-life with 
little maintenance—and peak performance with long 
life. 


For underground-tank service the Ingersoll-Rand 
self-priming Motorpump is first-choice. The open 
impeller, only moving pump part, is designed for 
fast vapor removal... just one of many reasons why 
I-R Pumps are top dollar-values. 


Find out how Motorpumps can help you to more 
profitable operation. Mail the coupon below to: 


Ingersoll-Rand 


11 Broadway, New York 4, N. Y. 


Ingersoll-Rand 

11 Broadway, New York 4, N. Y. 

Gentlemen: 

Please send me the story of Motorpumps for Petroleum 
Service. 
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oe Be New Products 


Portmar redesigns Jacket for 
Rotary Flame steel Boiler 


THE JACKET for Portmar’s Rotary 
Flame steel boiler unit has been im- 
proved. Finished in attractive baked 
enamel, the fully insulated jacket fits 
flush over the unit and has a new 
hearth door opening, enlarged to per- 
mit complete and easier cleaning. 
The boiler is built exclusively for 
rotary flame domestic burners. 
Made by: Portmar Boiler Co., 193 
Seventh St., Brooklyn 15, N. Y. 


Circle El19 on coupon, page 152 





G-E has air-cooled Counterpart for 
each water-cooled Airconditioner 


GENERAL ELECTRIC has announced there will be an air 
cooled counterpart for every water-cooled airconditioner 


in its line, includ- 
ing upflow, down- 
flow and horizon- 
talflow models. : 
Each of the new |... = 
air-cooled home ~ 
coolers consists of 
two sections, the 
evaporator sec- 
tion, containing 
the cooling coil, 
hermetic compres- 









sor, electrical equipment, high and low pressure switches 
and the air-cooled condenser section, which gets rid of the 
heat and contains the condenser coil, blower and liquid 
receiver. 


The evaporator section components are mounted on 2 
framework which slides out for servicing; the condenser 
section can be located remote from the cooling unit in 
crawl space, attic, garage or backyard (illustrated). Con 
denser package is 2 ft. high, 3 ft. deep and 2 or 3 ft. wide 
Air-cooled units are offered in 2, 22 and 3 ton sizes now 
and 114 and 5 ton models are to be available later this year 


Made by: General Electric Co., Air Conditioning Div, 
Bloomfield, N. J. 


Circle E20 on coupon, page 152 


Majestic matching Units provide 
both home Heating and Coolint 


MATCHING .UNITS for year-round airconditioning, 
nounced by Majestic, are available in upflow or counterflow 
designs. The units combine a 2 ton airconditioner with 2 
model 22 furnace or‘a 3 ton conditioner and a model if 
furnace, with both providing complete automatic contre 
of temperature. The units may be installed together. either 
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Yours only with DODGE TRUCKS! 
Advanced POWER-DOME V-8’s! 


You get efficient power! Unique 
dome-shaped combustion 
chamber makes new Dodge 
truck Power-Dome V-8’s the 
most efficient of all V-8's! 
Thrifty time-tested 6’s, too! 


You enjoy greater cab comfort! 
More hiproom (61%”), more 
shoulder-room (58 %”) than any 
other leading make! Plus 2261 
sq. in. of vision area—most of 
any trucks! 





You travel in high style! You 
get the sleekest, lowest built 
lines of any truck . . . smart 
new colors inside and out! And 
these are the easiest handling 
trucks of all! 


DODGE #ikuc TRUCKS 


dependable Dodge | ; 3 bother deal 
tuck dealer ac fot the mah af 
today ahd... | | | 


ONODGE 


annie 
Keune “tone ee Mee 


MMM OPPO LPM BDO OOBLOLD LE ETE 
. ' 
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bration. 


IT? NEW. .1T® HERE 


AT-A-GLANCE 


% 
ODF TANK GAUGE %& 
gives exact reading level 


of oil in tank 


at pomntt of delivery! 


Located outside of building at fill pipe, 
this new, easy-to-read fraction calibrated, 
pressure-tight gauge shows the exact level 
of oil in tank at all times! Saves costly, 
time consuming trips to basement and 
unnecessary unreeling of hose... Per- 
mits delivery without disturbing cus- 
tomer and eliminates spills as there 

is a ‘stop filling” indicator on cali- 
Made of weather-proof 
materials throughout with thermom- 
eter indicator securely encased in 
plastic dome that will not fog or cloud 
up. No gears, cams, magnets, tapes or 
intricate mechanisms to get out of order 
Write for complete information and low 
cost unit prices on this modern “delivery 
point” remote reading gauge today. 


*OIL DEALERS’ 


FRIEND 


1%, 
TYP 





TELLS WHEN OIL 


1S NEEDED 
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| in 








eee HOW MUCH 


1S NEEDED 
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eee WHEN TO 
STOP FILLING 


< 





Gs 


- a Nu 


oY 
CAG 





g 





STOP FILLING —> 


TYPE ODF-11/. Fits 
" tank opening 


tank opening. 
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E ODF-2 Fits 2” 
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@ Weather-tight plastic dome 
calibration assembly. 

@ Easy-to-read indicator. 

@ Shows exact reading level 
at all times. 

@ Made of quality oil, 
weather and corrosive 
resistant materials. 

@ Durable, heavy-duty 
construction. 

@ No complicated mechanism. 

* 

can 







Simple and quick to install. 
Lowest cost remote reading 
gauge on market. 


On guard—24 hours a day 





KRUEGER, Sendey GAUGES 


GREEN BAY > 
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added later or the cooling unit attached to an existing warm 





air furnace. 

In the counterflow. unit the furnace discharges warm 
air down into the plenum during the winter, back draft 
louvers under the airconditioner closing automatically, 
During the summer the airconditioner blower takes over 
uses the same ductwork and the furnace louvers close 
Operation of the upflow unit is the same, but the plenum 
is across the top of the units. 

Made by: The Majestic Co., Inc., Huntington, Ind. 






Circle E21 on coupon, page 152 


Gabriel Boiler package Unit 
in seven rated Capacities 


GABRIEL MODEL M is a compact, completely equipped pack. 
age boiler for heating or steam production made in seven 
rated _ capacities 
from 3 to 30 hp. 
Unit is equipped 
with burner, con- 
and auto- 
matic features 
built-in to speci- 
fication, ready for 
connection to 


trols 


power, water and 
fuel lines. 

Oilfired models are capable of producing 104 to 1035 
lbs. of steam per hour, depending upon hp rating. The 
3 hp unit occupies 32 by 42 ins, of floor space; has a ship. 
ping weight of 750 lbs. Model M is a Scotch-type boiler. 

Made by: Gabriel Boiler & Fabrication Co., 1428 N. W. 
14th Ave., Portland 9, Ore. 





Circle E22 on coupon, page 152 





Winkler central cooling Units 










. T 
for home and commercial Use ai 
WINKLER self-contained central cooling units can kk 
adapted, as shown in the illustration, to commercial cool N 
ers with the addition of a hood to de- a 
flect the air and an adaptor over the a 
filter for return air. Conventionally, br 
the unit can be used with warm air an 
furnaces or installed separately. Built 0 
in two sections to permit installation GI 
in spaces where head room is limited. He 
Casing of the standard unit is 26” sq. bi, 
and 6714” high; 26” x 52” x 40” in 
the low position. 
Unit contains hermetically-sealed CH 
i B id h ] ° ADVA 
compressor. Besides the 3 hp air- TR 
UCI 
cooled unit shown, Winkler offers also 
are ae 4 , 2 
a 2 hp air-cooled unit and 2 and 3 hp WAL-SHO} 
water-cooled models. tubing, | 
Made by: U. S.-Machine Div., ~offers g; 
increased 








Stewart-Warner Corp., Lebanon, Ind. 





Circle E23 on coupon, page 152 
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New Chevrolet Trucks 


deliver more power, more 
ruggedness, for less money! 












Making sure the truck you buy has plenty of power and 
chassis ruggedness is good business in any man’s 
book. Getting the money-saving extra power and 
ruggedness of Chevrolet trucks is better business in 
any man’s bookkeeping. 






models; stronger, more rigid frames on all models, 
These features pay off in extra-low upkeep costs... 
extra miles of dependable truck life. 

But these while-you-drive savings aren’t all, by a long 
shot. You even save when you buy. For Chevrolet is 













America’s lowest-priced line of trucks. Stop by your 
Chevrolet dealer’s soon to see the “‘savingest” trucks on 
the road. He’ll show you models ideally suited to your 
job, with facts to prove you'll get more for your money. 
Chevrolet Division of General Motors, Detroit 2, Mich, 



















be EXTRA POWER MEANS BIGGER SAVINGS 


ool No doubt about it, the extra power you get from new 
high-compression Chevrolet truck engines means 
you’re going to pay out less for gasoline. Over a year, 
that adds up to a sizeable savings. Increased power 
brings time-saving benefits, too—greater acceleration 
and hill-climbing ability . .. you haul faster, get the 


= job done quicker! 
GREATER RUGGEDNESS CUTS OPERATING COSTS 
Heavier axle shafts and wheel hubs on two-ton models; 





MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 


bigger, more durable clutches on light- and heavy-duty 





THREE GREAT ENGINES—The new “Jobmaster 261” engine* for extra heavy hauling. The “‘Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION*—offered on 14-, 34- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
aLSHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
4 8 NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
, uees 8reater comfort, convenience and safety. PANORAMIC WINDSHIELD—for increased driver vision. WIDE-BASE WHEELS —for 

tire mileage. BALL-GEAR STEERING—easier, safer handling. ADVANCE-DESIGN STYLING—rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on all cabs of 1'/- and 2-ton models, standard cabs only in other models, 
"*Jobmaster 261’’ engine available on 2-ton models, truck Hydra-Matic transmission on Y/-, %4- and 1-ton models. 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 








ARMORED 
BUSHED CABLE AND . 


THERMOSTAT CABLE . 
{UL APPROVED) 


ig ily 


\ 
CHESTER FLEXIBLE | 
STEEL CONDUIT \ 


OIL BURNER 
IGNITION CABLE 
FOR DAMP 
LOCATIONS 
UL APPROVED 


Fe ee | 






STANDARD OIL BURNER 
IGNITION CABLE 


PLASTICOTE 
THERMOSTAT CABLE 





TW BUILDING WIRES 





b pS pp Nis Stl 


Longer Lasting! 


Connect it with= 








—<——— 


‘accent TN 


A 





INSTRUMENT WIRES 








Easier Working! 





Rugged Plasticord 
and Plasticote CHES- 
TER coatings are 
extra smooth, extra 
pliable — easier to 
work with. They’re 
longer lasting, too, 
because CHESTER 
ruggedized plastic 
coatings offer the 
maximum in resist- 
ance to oil, grease, 
water, dirt and 
grime. For easier 
wiring, better wiring 
— choose CHESTER. 
All constructions 
built to exceed serv- 
ice requirements. 
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Honeywell universal furnace Control 
for line or low voltage Circuits 





HONEYWELL’S new universal control, replacing separate 
units formerly required, is a bimetallic-element, combing. 





tion furnace control for use 
with line or low voltage cir- 7 Fi 
cuits. Known as L498B the 
unit measures 5-7/16” x 3144” 
x 2-3/16” and uses two 
MICRO switches. 

The combination control 
includes a conveniently lo- 
cated manual fan switch to 





select automatic or manual 
operation for continuous 





summer ventilation. It has top 
and bottom knockouts and standard barriers are provided 
on all models, Electrical rating at 24 volts AC is 2 amps; at 
230 volts AC it is 5.4 amps and at 115 volts, 7.4 amps. 
When used at 0.25 to 12 volts DC, rating is 0.25 amps, 

Made by: Minneapolis-Honeywell Regulator Co., Min 
neapolis 8, Minn. 

Circle E24 on coupon, page 152 


Mueller Dehumidifiers remove 
up to one Pint of Water an Hour 


A DEHUMIDIFIER announced by Mueller Climatrol removes 
up to 24 pints of water from the air in 24 hours and op. 
erates by pulling in air at the ; 
bottom of the unit and dispell- 
ing the dry air through a dif. 
fuser vent at the top. It fea- 
tures horizontal rather than 
vertical coil arrangement, 
working off any AC electrical 
outlet. 

Other features include her- 
metically sealed, 1/6 hp com- 
pressor; sealed, permanently- 
lubricated motor; off-on tog- “ S 
gle switch and a 10 qt. condensate collector. The unit i 
adaptable also to automatic drainage. 4 siz 

Made by: L. J. Mueller Furnace Co., 2055 W. Oklahoma 
Ave., Milwaukee 15, Wis. 


Circle E25 on coupon, page 152 








Bell & Gossett freon Condensers 
available in sizes up to 25 Tons 


TWO STYLES are offered in the B & G line of extended sur 
face freon condensers. Model “crc” shell and coil com 
densers are in- 
tended for small 
tonnage _installa- 
tions, available in 
stock sizes of 2, 3, 
5, 7% and 10 tons. 





Serving } 
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Your selling job will be easier 
with the SUNBEAM oil-fired line 







famous Sunbeam quality e competitively priced e nationally advertised 
consumer accepted 


































9 
d 
it 
iG 
basement units 
2 models—9 sizes, 
80,000-330,000 Btu-register 





utility units 
3 sizes, 79,000-102,000 Btu-bonnet 


@ Cash in on the ever growing popu- 
larity of the Sunbeam oil-fired line of 
winter air conditioners by American- 


Standard. There’s a model and size 
horizontal units 


for every style of » Installation 
3 sizes, 93,900-115,000 Btu-bonnet bs y style o house. I allat 


is fast and service calls are practi- 
cally eliminated because of quality 
control and factory testing. Get com- 





plete information from your Sun- 
beam distributor, listed in the Yellow 
Pages of your phone book under 





LS counterflow units 


“ ” “ 4 ‘ *4. e ” 
; rnaces” or “Air Conditioning. 
3 sizes, 79,000-102,000 Btu-bonnet Furnac — 


Sunbeam Air Conditioner Divi- 
sion, American Radiator & Standard 
Sanitary Corporation, Elyria, Ohio. 


ma 





cooling units 
3 models—3 sizes, 
2,3 and 5 tons 





yns 


. American- tardard 


SUNBEAM AIR CONDITIONER DIVISION 
ELYRIA - OHIO 





Serv; Executive Offices: Bessemer Building, Pittsburgh 22, Pennsylvania 
™g home and industry: AMERICAN-STANDARD © AMERICAN BLOWER »: CHURCH SEATS & WALL TILE © DETROIT CONTROLS © KEWANEE BOILERS » ROSS EXCHANGERS * SUNBEAM AIR CONDITIONERS 
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HEAT-RESISTING ST 


‘SHEARED 


70 SIZE FOR YOUR 











Exceptional Forming Qualities 


Ingersoll specializes in producing heat- 
resisting stainless steels—of exceptional 
forming qualities—specifically for oil burner 
combustion chambers. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer 
exceptional service by custom shearing to 
your own specified combustion chamber 
blanks, or multiples thereof. 


Advantages 
OF HEAT-RESISTING STEEL CHAMBERS 


e@ No breakage in shipment or handling 
e Lighter weight lowers freight costs 


e Quicker heating—greater efficiency 


Write, wire or phone for details 


Ingersoll STEEL DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois 
Plant: New Castle, Indiana 





Model “cRF” condenser is a straight tube unit with re. 
movable heads, ASME constructed and stamped, in sizes ? 
through 25 ton sizes. 

Made by: Bell & Gossett Co., 


Circle E26 on coupon, page 152 


Morton Grove, Ill. 


Di-Acro press Brake incorporates 
a special cam lever Mechanism 


DI-ACRO 24” hand-operated, press brake is rated at 8 ton 
capacity and incorporates a special cam lever mechanism 
to provide power 
for forming, brak- 
ing, piercing and 
trimming opera- 
tions, plus a ratch. 
et drive system. 
It has been de- 
signed to relieve 
large production 
models of short 
run forming operations. 

The unit forms 16 gauge mild sheet steel across its full 
24” forming width, 10 gauge across a 12” forming width, 
as well as other ductile materials. Available with complete 
line of standard dies and specials, all interchangeable with 
other standard press brakes. 

Made by: O’Neil-Irwin Mfg. Co., 
Lake City, Minn. 


Circle E27 on coupon, page 152 





656 Eighth Ave, 


Sentry tank Gauge provides 
Reading at tank fill Pipe 


SENTRY ODF GAUGE provides a reading of tank level for 
the fueloil truck driver with an indicator located at the fill 
pipe. Made of oil resistant 
and weatherproof materials 
the gauge informs the driver 
how much oil is in the tank 
when he starts delivery, re- 
cords the rise in tank level as 
oil is pumped from the truck 
and indicates to him when the 
“full” level has been reached. i} 

The entire unit, which has | 
been designed for use with basement storage tanks, is sil 





ple to install. 
Made by: Krueger Sentry Gauge Co., Green Bay, Wis 


Circle E28 on coupon, page 152 


Heil aluminum Tank boosts 

payloads of transport Truck 
HEIL has announced a lightweight petroleum transpo" 
tank fabricated of 54-SO aluminum alloy which has the 
strength and long-lifé needed for heavy volume transpo™ 
First unit, made for Indianhead Truck Lines, 5t. Paul, 
is a 7600 gal. capacity model. 
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WHAT'S REALLY 
GOT ‘EM TALKING... 


...is the COMBUSTION CHAMBER that's 
completely factory-assembled and already 


in the Heating Element ...no fussing with 
firebrick. 


...the HEATING ELEMENT itself — quick 
to erect, one piece, gas-tight— only 27” 
wide, 66” high and 71” long over-all, as 
shipped. Beauty of it is, it will pass through 
any standard doorway. Think of the time 


and trouble that can save! 


-.. then there's the ALL-METAL BASE un- 
der the unit, making it easier to assemble, 


easier to level—tighter, cleaner. 


‘--@nd—a very important design feature 
—the BLOWERS may be placed on either 
the right or left side, to fit any unusual 


condition. Like to hear more? 


See your distributor — or write: Dept. F-11 
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EVERYBODY'S 
TALKING 
ABOUT THE 


NEW 


LARGE 
ECONOMY SIZE 


International 


Economy 
Big-Boy 


Installation cost is the key to profits in any commercial-size heating 


CaN 
Ns 





x 





system. And that’s the big story on the new Economy® Big-Boy — 
easy installation! In the new Economy® Big-Boy you're working 
with the smallest commercial unit on the market for its capacity. 
Everything about it is compact, efficient . . . designed to save you 


time, labor and costly call-backs. 


Here’s why they'll buy 


New Economy Big Boy Furnaces 


Models OL-336, OL-448 


© Occupies Little Floor Space — 54” x 69” x 70” 
e Firing Rate, 420,000 and 560,000 Btu/ Hour 

© Bonnet Output, 336,000 and 448,000 Btu/ Hour 
e Handsome Heavy Gauge Cabinet 


e Convertible from Oil to Gas 


‘acca meses: NTERNATIONAL 
Heater Co., Utica 2, N.Y. 
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——HOW TO SOLVE 


automatic control problems 


@ basic principles @ basic problems @ how 
control devices operate @ how to combine 
control devices into systems 











Here is a book that shows you how automatic 
control works in a heating or air conditioning 
situation, and that gives you information you can 
apply in designing, installing, or servicing heating 


or cooling equipment. Avoiding analysis by mathe- 


Just 
Published! 


matical formulas, this book shows you the basic 
problems that are likely to arise in various heating 
and air conditioning systems, and then gives you 


the basic principles for solving them. 








AUTOMATIC 
CONTROL of 
HEATING and AIR 
CONDITIONING 


By JOHN E. HAINES 
Vice-President, 
Minneapolis-Honeywell 
Regulator Company 
354 pages, 6 x 9, 200 
illustrations, $6.75 








We pay postage 


Please mail remittance 
with your order 


This is a practical book that 
takes you logically from means 
of measurement and means of 
actuation . , , through construc- 
tion and characteristics of con- 
trol devices . . . to the combina- 
tion of individual devices into 
control systems. Special atten- 
tion is given to each area—do- 
mestic heating, commercial heat- 
ing and air conditioning, unit 
heaters and unit ventilators, and 
radiant panel heating systems, 
and the special problems of 
automatic control for refrigera- 
tion equipment as used in air 
conditioning. A big aid is a 
chapter on control terminology. 


A few of the chapters: 

© Definitions ¢ Electric-control 
Circuits © Pneumatic-control Cir- 
cuits @ Electric-control Units © 
Pneumatic-control Units ©@ Zone 
Control — Commercial Heating 
© 14 fact-filled chapters in all 











Almost Anyone 
Can Learn to 
Sell... If He'll 
Use the Proper 
Selling Techniques 





We Pay Postage. 


2 West 45 St. 





OR the benefit of those breaking into selling 

and for improvement of active salesmen, W. 
A. Matheson, a director of Eureka Williams 
Corp., wrote an exciting book on selling tech- 
niques that has helped thousands get ahead faster. 
He calls it THE SELLING MAN. He believes 
that almost anyone can sell if he'll take the 
trouble to learn. The techniques he suggests are 
practical because he has tested them himself. The 
$4.00 investment is a tiny price for so much 
helpful and profitable information. 


PLEASE MAIL REMITTANCE WITH ORDER! 


$4.00 Special Price 
HEATING PUBLISHERS, Inc. 


New York 36, N. Y. 








| emission with 220 


















oe be New Products 


Greater payloads are possible because this tank weighs 
only 9,000 lbs. as compared to a steel tank of the same 
capacity weighing about 12,300 lbs. The additional 3,309 
lbs, of liquid which may be carried means a bonus payload 






of more than 500 gals. 
Made by: The Heil Co., Tank Sales Div., Milwaukee 
1, Wis. 
Circle E29 on coupon, page 152 


Delta oilfired unit Heaters 
offered in Variety of Sizes 


TEN ADDITIONAL smaller sizes have been added to the line 
of Delta oilfired unit heaters. The largest size, UH220 
has an output of 
220,000 Btu/hr, 
and other models 
now can be fur- 
nished with out- 
puts ranging from 
112,000 to 196,- 
000 Btu/hr. 
Units, which 
are shipped com- 
plete with 
ty pe oilburner, 


gun 


are wired at the 





factory and pro- 
vided with adjustable louvres to control the direction of 
heated air. Propeller type fan throws air 37 ft. for the 
smaller size and up to 75 ft. for the largest unit. 


Made by: Delta Heating Corp., Trenton 8, N. J. 
Circle E30 on coupon, page 152 





National Art Baseboard now 
available in redesigned Form 


| COMPLETE REDESIGN of National Art Baseboard has been 


announced. Standard capacity heating elements have heat 
emission of 300 
Btu/hr per lineal 
ft. with water at 
150 degrees F. 
and up to 660 
Btu/hr per ft. 





degree F, water. “ EE 
High capacity elements have a range from 350 to 820 Buu 
in the same category. 

Heating elements are made of 34” nominal copper tubs 
8 ft. long. On them 21%” x 34%” aluminum fins are ™ 
chanically bonded. There are 48 fins per ft, in high @ 
pacity elements, 31 fins per ft. in standard models. vi 07 
and recessed types are offered, along with a variety © 
assembly units. Hanger brackets have been changed an? 
a one-piece back panel with positioning ridge has beet 
included. 

Made by: The National Radiator Co., Johnstow®, Ps 


Circle E31 on coupon, page 152 
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| CUSTOMERS! | 


THIS SURE-FIRE GALLONAGE 
BOOSTER REALLY WORKS! 





FUEL OIL®@ 


The two Bowser Micro-Filters shown above are part of 
a total of six which handle 42 million gallons of fuel oil 
a year for the W. H. Pugh Oil Co. of Racine, Wisconsin. 








Bowser Micro-Filtered fuel oil is the sharpest 
selling tool you can have in your kit. It will 
work for you just like it has worked for many 
other fuel oil dealers. == 2 


ym 

EXPERIENCE SPEAKS LOUDEST! 
een) 

heat @ W.H. Pugh Oil Co., Racine, Wisconsin—”... 
ra picked up approximately 700 new customers 


the first year.” 


@ Wm. McEwan Coal Co., Albany, N. Y.—”... 
the filter has provided a good selling point with 
which to secure new accounts.” 


@ Stephens-Miller Company, Summit, N. J.— 
(Get this—it's extra important) “...by cutting 
down the number of service calls our customers 
have each year, we are keeping them happy 
tubes, with oil heat and their thoughts away from 
other types of automatic heat.” 


© Write today for full data... 













LAND 
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BOWSER, INC., 1330 CREIGHTON AVE., FORT WAYNE 2, IND. 


NTROL SP 




































The replaceable cartridges in the 
Bowser Micro-Filter remove dust, 
grit, rust, sludge, carbon, lint and 
scale down to | micron (.00004”’) 
as well as condensed moisture. 


You can use this promotional 
folder to sell new accounts and 
“sew up’ your present ones. 








Kedtant OIL BURNER FOR RESIDENTIAL, 
COMMERCIAL, INDUSTRIAL USE 


A Complete Line . . . 34-30 gals. Shell 
Head Models 12-10 gals. Unsurpassed 
burner performance . . . competitively 
priced . . . factory guarantee ... 
nationally distributed . . . protected 
territories. 


Kadsant ou. FIRED 
WINTER AIR CONDITIONER 


Available in four models: Low Boy, 
Suspended Unit, Hi Boy, Counter- 
flow. Factory assembled and 
shipped complete. 


Kadiant 
AUTOMATIC 


ELECTRIC 
SUMP PUMP 


For all Drain- 
age problems — 
boiler, elevator 
and grease pits, 
cellar and base- 
ment sumps, water trans- 
fer for irrigation. Perma- 
nent, silent, trouble free 
operation. All bronze con- 


Kadeant UTILITY PUMP 


Discharges 
waste water 
from laundry 
tubs, washing 
machines and 
other fixtures or 
appliances lo- 
cated below 
sewer outlets. For draining water 
tanks and swimming pools, cir- 
culating water in cooling systems. 5 
All bronze construction, dynami- struction . . . dynamically 


cally balanced impeller, rotary type balanced impeller... 
seal. perfect alignment. 





RADIANT UTILITIES CORP. °**:"~" famouse 
ie | 


literature on all 
8815 18th Avenue, Brooklyn 14, N.Y. 


Radiant Products. 





LOVEJOY 


FLEXIBLE 
COUPLINGS 


e specified by 
fan manufacturers 


e preferred by 
servicemen 


because their simple, efficient design, combined with 
sturdy, dependable construction, means Lovejoy Cou- 
plings are quickly installed, easily and infrequently 
serviced . . . ideal for close-quarter application. 


32-PIECE REPAIR KIT 


Everything the serviceman needs for 
coupling repair or replacement. 
Shafts 5/16” to %” diameter, 154” to 
5%” length... in handy hinged-lid 
steel box. 


Write today for bulletins 
and price lists. 


LOVEJOY FLEXIBLE COUPLING CO, 


CHICAGO 44, ILLINOIS 


4812 W. LAKE STREET 
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Mor-Sun C-75 is wall Furnace 
with louvered front Grille 


A LOUVERED GRILLE covers the entire front of the Mor-Sup 
C-75 wall furnace. The unit measures 25” square, stands 
524%” high and has been designed to 
provide automatic warm air heat. for 
small space heating requirements. 
An oilfired model has an output 
capacity of 57,000 Btu/hr and is 
shipped with a 6” barometric draft 
regulator and automatic thermostat. A 
10” propeller type fan circulates the 
heated air. 
Made by: Morrison Steel Products, 
Inc., 601 Amherst St., Buffalo 7, 
N. TF. : 
Circle E32 on coupon, page 152 


Richkraft kraft Liner for 


Use in slab Construction 


RICHKRAFT 65 has been developed for use in slab on ground 
construction and for use over crawl space where the slab 
is not poured on the ground. It is fungi resistant, its kraft 
liners being pretreated with a special fungicide before 
being combined into the final product. Edgestring rein 
forcement helps prevent rips and tears. 

Richkraft 65 is available in rolls of 36”, 48”, 60”, 72”, 
84” and 96” widths; material weighs approximately 14 
Ibs. per 100 sq. ft. 

Made by: The Richkraft Co., 510 N, Dearborn St., Chi 
cago 10, Ill. 

Circle E33 on coupon, page 152 


Century Engineering adds Unit 
for central Cooling to Line 


ADDITION of an electrically-driven mechanical refrigera 
tion unit for central residential airconditioning has been 
announced by Century. It is designed 
for use with a forced air furnace and 
utilizes the same ducts, blowers and 
filters, with the switch from heating 
to cooling made by a simple damper 
change. The cooling unit permits hu- 
midity control through the adjust- 
ment of a bypass and its cycle of op- 
eration may be adjusted for continuous 
blower operation or blower operation 
only when the compressor is running. 
Compressor motor, evaporation 
coils and hermetically-sealed condenser 
are a single, isolated unit that floats 
on rubber, eliminating canvas connections to d 
Condenser unit is guaranteed for five years. 
Made by: Century Engineering Co., 405—3d St. SE, 
Cedar Rapids, Ia. 
Circle E34 on coupon, page 152 
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More Erouowieod ta buy... 
Fon Eoster te Install... 














Series ‘A’ 
Blower 
Assembly 





The Belt Driven Blower Assembly that leads the field! Dozens 
of outstanding features for superiority of performance and 
long, trouble-free life. 


Housing Base of rigid, heavy gauge steel. 


Discharge Outlet of improved design and construction. 

Belt and Shaft, 2 stage centerless ground and burnished Com plete 
shafting, custom-built belt. 

Bearing Bracket, 3 point suspension. Ready 

Pulley, improved LAUsteel for strength and performance. 

Wheel, center suspension for high and low speed. for 

Bearing Assembly, LAU porous metal, self aligning. : 

Motor Mounting, permits ANY motor location, strongest insta Wehate n 


of any blower motor mounting. 
Plastic Washer, absorbs shocks, assures quiet operation. 
Capacity Range, 350 to 22,000 c.f. m. 


Lau engineering experience and know-how 


What's your problem? is at your disposal. Write for catalog 70/7 
THE LAU BLOWER COMPANY : Doyton 7, Ohio 


LAU World's Largest Manufacturers of Air Conditioning Blowers 


eloil 






MILVYACO 


Valves and 

Fittings for 

Fuel Oil 
Delivery and 
Bulk Plants 








SUGGESTION 


“Market a 
fine quality 
brand 
backed by a 


sound 





SOLAR HEAT 


heating oil 


business- building plan.’ 





says GERALD RILEY enterprising 
president and treasurer of the 
Attleboro & Plainville Coal Co., Inc. 


29 N. WASHINGTON ST. N. ATTLEBORO, MASS. 





. another popular, progressive heating oil 
dealer, whom we, along with his fellow industry- 
men, are proud to salute. 


GULF OIL CORPORATION 
GULF REFINING COMPANY 











- New Products 


York Steam-Pakette is packaged 
Unit designed for light jj 


YORK Steam-Pakette is a steam generator, in sizes rangj 
from 15 to 30 hp, designed for light fueloil. It can a’ gas 
fired also or use a combination 4 
of either oil or gas. Units are 
designed for high pressure 
duty, maximum design pres- 
sure of 125 lbs., and are fully 
wired to the control panel be- 
fore shipment. 

Built in accordance with 
ASME standards, Steam-Pak- 
ettes are adaptable for multi- 
ple installation. They measure 40” wide, 589%” high and 
839” long. 

Made by: York-Shipley, Inc., York, Pa. 

Circle E35 on coupon, page 152 


Ingersoll-Rand Motorpump 
for airconditioning Systems 


INGERSOLL-RAND has introduced a centrifugal pump, th 
34, KRVSA Motorpump, specifically designed and com 
structed for air- a 

conditioning and 
refrigeration serv- 
ice. It is a single 
stage, 3450 rpm 
unit with a keyed, 
cap screw type 
impeller attach- 
ment. The bronze, 
die-cast, balanced impeller has a built-in shaft sleeve 
prevent motor shaft corrosion, while a mechanical seal 
consisting of a rotating ceramic face against a stationaty 
“Teeplelite” face, prevents stufing-box drips and elim 
nated motor overloads. 

The Motorpump uses standard jet pump motors, 1/3 
through 1 hp, capable of delivering up to 48 gpm at heads 
to 100 ft. 

Made by: Ingersoll-Rand Co., 11 Broadway, New York 
4, X. Tf. 


j 


Circle E36 on coupon, page 152 


- Heil summer Airconditioners 


in console and horizontal desig 


A NEW LINE of summer airconditioning equipment has 
been introduced by Heil. Rated for capacities of 24,00) 
and 36,000 Btu/ 
hr, the 12 models 


cover a wide 


| range of residen- 


tial applications 


_ for basement, at- 


tic and craw!] 


' space installation. Units of the Heil ac series are of 
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Packed with Eye Appeal! 


FUEL OIL FILTERS 







eatures... 


® Glass or Metal Bowls 

®@ With or Without Valves 

®@ 17 Models 

@ Exclusive CHEMISTONE 
Element 


Modern Engineering and Styl- 
ing combine to make Klemm 
Fuel Oil Filters appealing to 
both the Heating Contractor 
AND his patrons. A choice of 
models to meet every filtering 
requirement ... and each 
featuring the exclusive Klemm 
CHEMISTONE Element. Ask 
your jobber for details ... or 
write direct. 

MILLIONS SINCE 1932 


| Klemm Provucts 


DIVISION OF 
KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1722 North Damen Avenue, Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York, 
CANADA: Elgee, Ltd., Toronto 


Licensed under 
U. S. Pat. 


A FEW DESIRABLE EXCLUSIVE FRANCHISES 
ARE STILL AVAILABLE 





Product of MARIETTA METAL PRODUCTS CORPORATION 
MARIETTA, PENNA. 
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» » + » New Products 


standard console design, and may be operated either jp. 
dependently or in conjunction with a companion winter 
airconditioner. 

A variety of horizontal summer airconditioners (jllys 
trated) comprises the Heil CH Series, also available fo, 
both 2 ton and 3 ton operation, These horizontal models 
can either be suspended or base-mounted . . . and are de. 
signed for use with and without an adjacent winter air 
conditioner to provide the air flow. 

Made by: The Heil Co., Milwaukee 1, Wisc. 

Circle E37 on coupon, page 152 


Bacharach filter Gauge shows 
when to replace air Filters 


A FILTER GAUGE for forced air heating, cooling or ventilat- 
ing units has been developed by Bacharach. It determines 
the air filter’s resistance to 
free passage of filtered air as 
well as its capacity to clean 
the air and automatically in- 
dicates when the filter is dirty 
or should be replaced. It is 
mounted by drilling four 4%” 
holes in the wall of the blow- 
er chamber and pressing a 
pronged hook on the instru- 
ment’s back through two of 
the holes. It requires no con- L 
nection across the filter and uses no electric current. 

Two of the four holes in the blower chamber are the 
orifices through which negative pressure in the chamber 
exerts its pull on a plastic indicating vane within the 
gauge. The pressure is slight when the filter is clean and 
increases as the filter becomes dirty. The gauge, made o! 
plastic, measures 4” high by 214” wide. 

Made by: Bacharach Industrial Instrument Co., 730! 
Penn Ave., Pittsburgh 8, Pa. 


Circle E38 on coupon, page 152 


FILTER GAUGE 





Perfection oilfired counterflow Unit 
designed to heat basementless Home: 


PERFECTION MODEL OC 90V is an oilfired counterflow 
furnace for basementless homes. It has a 90,000 Btu/ht 
output with Regulaire circulation— 
air flow regulated to the exact amount 
of heat coming from the furnace. bien 
Fired with a pressure atomizing oil- 
burner, which is cradled on sound- 
absorbing rubber cushions. 

Operation is automatic and a sum- 
mer circulation switch and manual- 
reset limit control are included. Re- 
movable front panels provide access 
to interior parts of the furnace. 

Made by: Perfeetion Stove Co., 
7609 Platt Ave., Cleveland 4, Ohio. 


Circle E39 on coupon, page !52 
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IMPROVED / to give you 


more Circulator for your money 


AUTOMATIC 
OVERLOAD 
PROTECTION 


TIME- 
TESTED 
COUPLING 
















TWO-BOLT 


FLANGES liga 


FULLY POWERED 








BALANCED 
IMPELLER ">. 





SEALED-IN 
LUBRICATION 






ADJUSTABLE 
BRACKET 
















RUBBER CUSHIONED 
MOTOR 


QUIETER « GREATER CAPACITY « RUGGEDLY BUILT - COMPACT 


FOR REAL dependability and fine performance choose Thrush Water Circulators. Time- 
tested design, improved in efficiency, increased in capacity, with job-rated power for each size... 
Thrush offers the greatest value per dollar in Circulators today. 


The rubber-cushioned motor mounting eliminates noise and vibra- 
tion. The adjustable bracket makes motor change easy.’ The pat- 
ented spring coupling transmits power evenly. It’s trouble-free. 
Lubrication is sealed in . . . with double seals that rarely if ever 
need replacement. 


See your wholesaler today or write Dept. C-8. 


H. A. THRUSH & COMPANY « PERU, INDIANA 


THRUSH 


Water Circulators 















Now! A Reliable 
FILTER GAUGE 
that SELLS ON SIGHT! 
























ee 
LESS - 
LIBERAL 
DEALER’S 
DISCOUNT 


e INCREASES PROFITS «+ SELLS MORE FILTERS 
e EASY TO INSTALL e CUTS EMERGENCY CALLS 
¢ SELF-CONTAINED e USES NO ELECTRICITY 








4p BACHARACH INDUSTRIAL INSTRUMENT CO. 
FG-2a 7301 PENN AVENUE e PITTSBURGH 8, PA. 








Get 
Money- 
Making 
Facts 
On 


PAA AN Double Suction 


FURNACE AND BOILER CLEANERS 


Powerful Kent Cleaners give you double power— double 





suction from double fans emptying into double dustbags. 
Inside bags... low RPM and other Kent features end work 
stoppages, save repair costs. Good tools are the cheapest. 


MAIL COUPON FOR FULL FACTS 


OE EEE EEE EEE EEE EEE EE EEE EEE EEE EEE EEE EEE EEE 


KENT CO., INC., 434 Canal St., Rome, N.Y. 


Send immediately all facts on money-making Kent Cleaners. 

















» New Products 


Armstrong and Barnebey-Cheney 
have odor-removing air Filte, 


ARMSTRONG Furnace Co. and Barnebey-Cheney Co. joint 
ly offer the Dacor, or disposable activated carbon odor te. 
mover. Normally used in conjunction with a dust filter 
the Dacor employs a series of tubes of porous, non-welag 
rayon cloth containing activated carbon. The carbon re. 
moves odors and vapors. 

The Dacor is described as inexpensive and changeable 

Made by: The Armstrong Furnace Co., and Barnebey. 
Cheney Co., both Columbus, Ohio. 

Circle E40 on coupon below 


Two oilfired space Heaters 


added to Line of Quaker Mfg, 


QUAKER recently announced the Supreme model 4210T 
oil heater with 70,000 Btu/hr maximum output. It is a 


| completely automatic model, equipped with wall thermo 
| stat, forced air fan, stainless steel “Smokeless” vaporizing 


burner, 2 gal. porcelain humidifier. Unit measures 39" high, 
33” wide and 31” deep with tank. 

Super-Challenger oil heaters are available in capacities 
of 40,000, 50,000 and 65,000 Btu/hr, with optional equip: 
ment including automatic forced air fan and “Air-feed.” 

Made by: Quaker Mfg. Co., 1147 Merchandise Mart 
Chicago 54, Ill. 

Circle E41 on coupon below 


READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD AUGUST 
Mail Now—Card Expires Oct. 31, 1954 


Circle numbers of new product items on which you 
want more information: 








NEW PRODUCTS 

ft 2 Bb & & & & haa 
E10 Ell €12 E13 El4 E15 E16 E17 Eb 
E19 £20 E21 E22 E23 E24 E25 £26 E2/ 
E28 £29 E30 E31 £32 E33 E34 E35 £36 
E37 E38 E39 E40 E4l 


ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 





Page _ Advertiser . 





Ce nestor 
COMBORU KS 5. 065d taedienees Position ....---++*" 
SREP A See ee LEER ROR I 
Check Classification of principal dollar volume: 


C Fueloil Dealer [Parts and Equipment Jobber {] Manufacturer 
(0 Manufacturer Employee [] Manufacturers Rep. (1 








Dealer [] Other a 
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THE SMOKE-ROD TEST PROVES 
1 









ter 



















int , 


ter, 
ven 


ble. 


Ney. 


THIS ROD MEETS COMMERCIAL 
STANDARDS REQUIREMENTS 


This is a 6% smoke rod, 


0T which means there is a 94% 
. build-up of carbon on a glass 
Ba rod inserted in the smoke 
No pipe of an oil furnace with 
F ordinary vaporizing burner 
Ing for 20 minutes, at .06 draft. 
gh, This is the acceptable stand- 


ard which all such burners 
must achieve to meet 
tes commercial standards. 
















lip. 
q” THIS ROD MEETS ORAN REQUIREMENTS 
art Here is the same test per- 












formed in an Oran Model 
0-70DA oil-fired floor furnace 
with dual-air vaporizing 
ae ee ss, J a burner. Note that smoke rod 
ce Ef is super clean, with perfect 
hight transmission. This test 
was made at 2 draft, a 67% 
reduction in draft require- 
ment! 


CUTAWAY DRAWING OF ORAN 
DUAL-AIR VAPORIZING 
BURNER 










ALL ORAN Shallo-Well, oil-fired floor furnaces 
have the REVOLUTIONARY, CLEAN-BURNING, 


DUAL-AIR BURNER 


Here’s the authoritative LABORATORY TESTED proof 
that Oran Shallo-Well, oil-fired floor furnaces with the sen- 
sational, new Dual-Air vaporizing burner, burn clean and 
soot-free, EVEN AT 67% DRAFT REDUCTION. After 


years of extensive research, Oran now brings you an oil- 








— 


te 







fired unit that matches the cleanliness of natural gas! Let 






us send you the complete story on the revolutionary, new 






Dual-Air burner, and why it makes Oran the unquestioned 








leader in oil-fired floor furnaces. You can’t afford to let an- 
other day pass without investigating the Oran Shallo-Well 









line—your magic key to floor furnace profits! Write, wire 
or phone us TODAY! 












CUTAWAY DRAWING OF ORAN 


MODEL 0-70 DA SUPER, RATED 


UND ; e P 
ERWRITERS’ LISTED AT 75,000 BTU. OTHER MODELS 2210 S. Third Street, Columbus 7, Ohio 
AT 50,000 AND 65,000 BTU, 
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tions, each aimed at answering an im- 
portant furnace question. “Who 
makes it?” “Who installs it?” “What 
makes a good furnace?” and “What is 
the best furnace for your home?” 
The third section, the “X-Ray” sec- 
tion, is the heart of the Visualizer. 
Transparent pages, each printed with 


Manufacturers 
AJetivities 


Armstrong Furnace issues book 
showing Furnace Constructions 


DESIGNED TO show the details of fur- 
nace construction in a simple manner, a different furnace or burner part, 
the Armstrong Vis- 


has been made available to 


a new sales aid “build” a complete furnace or burner 


ualizer as they are turned. Construction de- 
Armstrong dealers by the Armstrong tails, usually unseen by the purchaser, 
Furnace Co., Columbus, Ohio, 


The book is made up of four sec- 


are revealed while air flow is shown 
in color on the X-Ray pages. 


“LONG-LIFE” 


MOLDED-AND-BRAIDED 


FUEL OIL HOSE 





The hose that has everything to assure 
important savings in handling and re- 
placement costs. Light weight and ex- 


treme flexibility — for quicker, easier 

deliveries. Exceptional strength and : Leake 

durability — for longer service life Order “‘Long-Life’’ Hose, now, at the | 
Y g ‘ delivered prices shown below .. . in | 


Wear-resistant chocolate brown cover. any length up to full-reel capacity. 


Hose—Price Per Foot, Uncoupled Couplings—Price Per Set, 

















Size Two-Braid Three-Braid Attached—Male & Female 

1d $0.832 $4.72 

14,” 1.06 $1.25 5.84 

ly,” 1.31 1.43 7:22 

Use This Convenient Coupon Order Form 

 ssteuestenshestaneteneetesteestaestenstenstenstonstentotoestenstantantetentontentntattententententetentar 
| GOODALL RUBBER CO., Whitehead Rd., Trenton 4, N. J. Date 
| Please ship ‘‘Long-Life’’ Fuel Oil Hose as follows: | 
| Size No. of Lenaths Ft. Per Length Total No. Ft. Per Foot _Total-$ 7 
COUPLINGS—................ emi iie ios ee Per Set; TOTAL—............ 
| [JCharge [Check Attached |_|Send C.O. D. TOTAL THIS ORDER-G................ a 
| FIRM NAME ...... Seis ib seas tad | 
ADDRESS ot i: Sees See ZONE STATE i 
Sci aE ca es a ae ec cs Ges ete iim esi Sheep see's bc ma es ie (ea 4 





/ GENERAL OFFICES, MILLS ond EXPORT DIVISION, TRENTON, N. J. 








Branches: Philadelphia * New York + Boston + Pittsburgh * Indianapolis * Chicago + Detroit + St. Poul 
los Angeles San Francisco Seattle Spokane Portland Salt Lake City Denver 
Est. 1870 Houston + Goodall Rubber Company of Canada, Ltd., Toronto + Distributors in Other Principal Cities 








The new Visualizer has a sturdy 
easel binder which holds the pages a 
the best angle for viewing and tum. 
ing, and has been designed for the 
dealer to use in his showroom or jp 
the prospect’s home. 


Remington Stockholders may 

purchase Units at Discount 

A STOCKHOLDER purchase plan for 

1954 has been initiated by the Rem. 
ington Corp., Auburn, N. Y. 

Under the plan, shareholders ma 


purchase room airconditioners of the 


console or window type manufactured 
by the firm at trade discounts and in 
amounts based on the number of shares 
they hold. 

The plan was introduced last year, 
and according to Herbert L. Laute, 
president, was so successful that it is 
being used again, The discount is of. 
fered only for the shareholder's per. 
sonal or family use in home or office 


Waterman-Waterbury begins 
new national Sales Promotion 


THE THEME for Waterman: Water 
bury Co.’s national sales promotion 
campaign is “Does Your Home Have 
P.C.C.?” (Poor comfort condition) 

The program, designed to provide 
specific training techniques to Water: 
bury distributors for the education of 
their dealers, was introduced by Stuart 
A. Smith, vice president and sales mat 
ager, and E. M. Delaney, sales promo 
tion manager at a meeting of the west 
ern distributors in Minneapolis 0 
July 12th. 

Following this initial meeting, a fur 
ther series of presentations were held 
at Chicago, Toledo, Boiling Springs 
Pa., Boston, Rochester, N. Y., and Des 


Moines, Iowa. 


Johnson Representative attend: 
combined German Industry Fair 
A RECENT trip to Europe by Ae 
Bauer, S. T. Johnson Co., Bridgepot 


-Pa., representative included a visit ® 


the Hannover, Germany, Combined 
Heavy and Light Industries Fair, where 
S. T. Johnson’s Model 53 meterint 
pump type rotary burners and “Bank 
heat” pressure atomizing type burner 
were the only American burners 
display. 
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ined 


with 
automatic 
clutch 


assures 
safe 





rewinding 


The safety of hand winding and the 
convenience of electric winding 
have been combined in this newest 
hose reel developed by Philadelphia 
Valve Company. 

A push button operates the elec- 
ine motor through a relay and also 
energizes a solenoid, which engages 
the mechanical clutch automatically. 


Releasing the button not only stops 


the motor but also disengages the 
clutch. If the electrical relay freezes 
(which sometimes happens because 
of the heavy current required by 
the motor), the mechanical clutch 
will still disengage, and the reel will 
stop rewinding even though the 


motor continues to run. This is an 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO 


AVENUE, 


PHILADELPHIA 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California 


New electric hose reel 





important safety feature in a reel. 

This new reel incorporates the 
famous easy-turning swing joint 
that lasts indefinitely and will not 
leak, even after 14 million turns. 
It can also be crank operated from 
the side or the rear. Six ball bear- 
ings are mounted outside the drum 
—liquid never touches them. It is of 
steel, malleable iron or brass 
throughout—no cast iron is used. 
It is a lightweight reel, yet the con- 


struction is rugged. The motor has 


DD” 

oilless bearings. 
Many models are available for 
bucket box or side box installation. 
Delivery within a week is usual. 
Write 


trucks built or refitted. We will send 


us before you have tank 


detailed information on these ad- 
vanced design hose reels, and our 
complete line of truck tank couplers, 


valves and fittings. 
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. . . « Manufacturers’ Activities 


Following the Fair, which extended 
from April 25 until] May 4th, Bauer 
contacted Johnson representatives in 
other European countries. 


Mueller Dealer Holds 
Sales Meeting in Albany 


A JOINT dealers’ sales meeting was held 
recently by Mueller Climatrol, Mil- 
waukee, Wisc., and the H. B. Kimmey 
Co., Albany, N. Y. at Albany, with 
over 160 dealers in attendance. 

Latest details on the Mueller Clima- 
trol line of heating and cooling units 
and allied equipment were discussed. 

Among the two companies, repre- 
sentatives who spoke at the meeting 
were: Len Ager, Kimmey Co. presi- 
dent; Les Brown and Ed MacPeek, 
Kimmey Co.; Roy Weekes, manager 
of sales engineering for Mueller; H. B. 
Smith, Mueller sales representative: 


and EC. Asbury, Mueller salesman. 


Infra Insulation, Inc., offers 
comparative heat-flow Tester 

THE JOIST-SPACE Heat-Tester, a scien- 

tific apparatus for making comparative 


























heat-flow tests of various thermal in- 
sulations, is being offered for two 
weeks’ free use to members of the 
building industry by Infra Insulation, 
Inc., New York. 

The tester simulates joists and build- 
ing spaces and can simultaneously test 
and compare under similar conditions 
any two materials or insulations for 
up-heat or down-heat or wall-heat 
flow. Both insulations being tested are 
exposed to heat-flow from the surface 
of a heated board in much the same 
manner as occurs in floor, ceiling or 
wall spaces. The insulations used may 







be both non-metallic, or both metallic 
or one of each kind. 

The picture shows the tester in 
comparative wall-heat-flow position 
Heated boards are behind insulation, 
out of view. Sensitive thermometer 
bulbs are in direct contact with the 
surfaces away from the heat, 

Developed in the engineering labo 
ratories of Infra Insulation, 525 Broad. 
way, New York 12, the tester con 
sists of two similar, interchangeable 
units that fit together into one light 
carrying case. Sample insulations are 
included with the kit. 









There isn’t any question—oil is a lower priced 
fuel if it is burned efficiently. Your answer to 
gas competition is the oil burner that burns 
most efficiently. Hayward rotary atomizing oil 
burners have been engineered for superior effi- 
ciency. The results have been so outstanding 
that more and more dealers prefer Hayward oil- 
fired equipment. Let Hayward help you! Call 


or write: 











Factories in Brooklyn, N. Y. 


COMBUSTION 


and give years 


Write Today! 





tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scie 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 


Special designs to meet furnace and boiler manufac- 
turers specifications are our specialty. Inquiries are 
invited for prompt free estimates. 


(SS Ta 
Tough 
... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures . . . that’s why they’re “tough 









of “flawless” performance. GEM’s construc: 
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HAYWARD OIL 
BURNER CORP. 


GE 





CLAY FORMING CO. 
Sebring, Ohio Phone: 8-6141 





86 Kirkland Street 
Cambridge, Mass. 





and Taunton, Mass. 


Mfg’s. of RADIANTS © BACKWALLS ¢ STOVE LINERS 
COMBUSTION CHAMBERS ¢ INSULATING BRICK ° 
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New Dunham Valves and Fittings 
So different—they’re patented! 


Larger unrestricted 
waterways than any 


other hot water valve 


14 
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Graduated balance control— 
from full open 
to any degree of closure 


Dunham Circulator Valves (pat. pending) have a larger free water- 
way area than any other hot water valve to assure you full flow with 
minimum friction and circulator load. These new valves are self- 
cleaning and have a new T-type handle that fully opens and closes 
with % turn. 
Dunham Balancing Fittings, like Dunham Circulator Valves, have 
aunique sloping valve seat that modulates flow far more accurately 
than the usual vertical seat. You get full balance control from 4 
open, 2, % to full open... for faster balancing on any hot water 
job with fewer “callbacks.” New Dunham Vent Tee. Complete line also 
For full information on the most complete line in the hot water te fesse PE oe 
: gs, Union Elbows and Con- 
industry, clip and mail the coupon. nectors. Straight-way and angle patterns. 


Cc. A. DUNHAM COMPANY 
HOT WATER HEATING ae 
Send complete Hot Water Line Literature. 


Name 
RADIATION © CONTROLS * UNIT HEATERS © PUMPS « SPECIALTIES Firm. 


QUALITY FIRST FOR FIFTY-ONE YEARS Address ; 
C. A. DUNHAM COMPANY * CHICAGO * TORONTO * LONDON City Zone ee 
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FUELOIL & OIL HEAT is a 
complete magazine—a jour- 
nal of discussion in which all 
the "How and Why" ques- 
tions, and current items of 
interest are examined and ex- 
plained. Our own Staff (five 
editors, three assistants) and 
competent outside writers, 
give readers everything on 
oilheating and fueloil, includ- 
ing markets, industry trends, 
technical developments, in- 
stallation and service data, 
technical procedures, new 
products, news of men, or- 
ganizations and companies, 
editorial comment, etc. Our 
men have long been foremost 
in battling for Oilheating 
Industry Progress. 


We have some plus services 
for advertisers: A Mailing 
Service for those who wish to 
send out catalog material, 
literature, etc., to augment 
their display advertising; a 
free sample list of jobbers; 
free lists of manufacturers’ 
agents and representatives; 
the monthly Merchandising 
Newsletter for executives of 
our advertisers’ organiza- 
tions; technical and merchan- 
dising advice, etc. 


FUELOIL & OIL HEAT is a member 
of ABC (Audit Bureau of Circulations) 
and BPA (Business Publications Audit of 
Circulations — formerly CCA — Con- 
trolled Circulation Audit). 
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The problem of transferring almost 
200 gallons of fueloil from a 275 gal- 
lon inside tank to a 550 gallon outside 
unit was solved by the Bolkema Fuel 
Co., Midland Park, N. J., by using 
this Marlow ““GEM” Pump specifical- 
ly designed for such service. Connec- 
tions were made between the two tanks 
with oil resistant ¥%” garden hose. 
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Kewanee-Ross Booklet explains 

Reserve Plus Rating Plan 
INFORMATION ON the Kewanee Reserve 
Plus Rating plan has been published 
by the Kewanee-Ross Corp., Kewanee, 
Ill., in the form of a booklet entitled 
“A Report to Those Concerned with 
the Specification, Selection, Sale of 
Steel Firetube Boilers.” 

The three basic points covered in 
the plan are: (1) the rating code es- 
tablished by the Steel Boiler Institute 
as an industry “yard-stick” is still the 
most practical code in use today; (2) 
based on the S.B.I. rating code, the 
only safe way to buy, specify, or sell 
boilers is at “nominal capacity to op- 
erate at cruising speed.” Kewanee-Ross 
engineers felt that “cruising speed” 
should be at least 50 per cent below 
the boiler’s peak operating load; (3) 
it has been proven that no mechanical 
device can operate at full capacity efh- 
ciently over a period of time, If a boiler 
is operated at full capacity it is less 
efficient and_ requires 
sooner than equipment that is oper- 
ating normally at “cruising speed.” 


replacement 


















Small Marlow Pump transfers 
Fueloil from basement Tank 


PUMPING AT THE rate of almost 7 
gpm, a new “GEM” Pump, manufac: 
tured by Marlow Pumps Division, 
Ridgewood, N. J., was utilized by the 
Bolkema Fuel Co., Midland Park, 
N. J., to transfer 200 gallons of fuel 
oil from an inside 275 gallon tank toa 
550 gallon outside unit in a half-hour. 

As a result of the “GEM’s” use, the 
transfer was made without requiring 
Bolkema Co. to tie up either a tank 
truck or auxiliary pump. 

A. self-priming centrifugal type 
pump which will operate on suction 
lifts and handle air or vapor, the “GEM” 
is powered by a 14 hp motor that can 
be easily transported, stored, and car 
ried. 

The “GEM” pump may be used also 
for pumping from barrels, removing 
water from tanks, and pumping out 
underground fueloil and gasoline stor 
age tanks. 


Kaveny Bros. joins Sinclair 
to improve Supply, Services 


IN A MOVE to handle expanding retail 
business, the Kaveny Bros. Oil ©. 
Montclair, N. J., manufacturers © 
Quiet Automatic Oil Burners, rece! 
ly joined the Sinclair Refining Co. 
New York, and is now known as 
Sinclair Refining Co., Kaveny Bro 
Oil Heat Division. 
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YEAR ‘ROUND AIR CONDITIONERS 


Approved for Either GAS or OIL 
HEATS in Winter . . . COOLS in SUMMER 
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7 A Front view Same unit 
| Equipped for ; : , 
ac: Gas, 2 Sizes. eee ogeiamee 
Vestibule. 
on, 
the REQUIRES LESS INSTALLATION SPACE THAN MANY 
rk, STANDARD SIZE HEATING UNITS. 
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Oda 


ur. _ SUMMER AIR CONDITIONING UNITS 








ank 
Builders are using this Luxaire advantage to help sell 
their houses. TWO STAGE cooling with STEP START- 
ype ING of the two Compressors is another superiority 
on which places Luxaire years in advance of competition. 
Be For Summer Air Conditioning you have units that 
M can be installed to operate with practically any forced 
can air heating system, to provide year ’round operation 
i Interior view of View of unit View of self- or — by adding a Blower Section you have a self-con- 
car’ ‘% ee core: wit Sees rg tained, space cooling unit. And — there are NO EX- 
r w - ~ ° . ’ . . 
Conditioning Unit. Pee a TRAS to buy with Luxaire, They’re COMPLETE with 
: Automatic Water Valves . . . Cooling and Heating 
also Thermostat ... Transformer ... High and Low Volt- 
ing ; 2-3 and 5 ton Unit readily adapted to practically age Wiring and the 5 YEAR Protection Plan. 
: } ANY winter air conditioning system. 
hs I * GET THE 365 DAYS A YEAR STORY FROM YOUR LUXAIRE JOBBER—NOW! 
tor’ y \ p 
| 2 - 3 and 5 ton self-contained CT. im 
2 space cooling units. fh 
& Cooling Circuits In All Luxaire Units are pro- o% 
ji = tected for 5 YEARS against operating failure. ‘ 
ices I 
tail 
0. ALSO A COMPL " 
C aim ETE LINE OF GAS UNIT HEATERS . . . HORIZONTAL FUR Winter Air Cecilia Utility Units bese A 
; S...GAS AND OIL CONVERSION BURNERS . . . INCINERATORS Conditioning Unit approved for Approved for opproved for 
: approved for either either Gas or Oil. either Gas either Gas 
ent Gas or Oil. or Oil. or Oil. 
Co., 
the C. A. OLSEN MANUFACTURING COMPANY. .« Evra, on10 








HEATING & AIR CONDITIONING UNITS 






365 days a year 


with a 


COMPLETE LINE 


for winter heating 


a COMPLETE LINE 


for year ‘round air conditioning 


Luxaire dealers have the “jump” on competition—qual- 
ity-wise ... price-wise and product-wise. With Luxaire 
it’s one source of supply for everything that will make 
you the leading contractor in your community. 
@ HEATING EQUIPMENT — Basement, 
Hiboy, Counterflow, Horizontal and 
Gravity Furnaces. 
@® YEAR ’ROUND AIR CONDITIONERS 
in one Cabinet 
@ SUMMER AIR CONDITIONERS in As- 
sorted Sizes 
With Luxaire you have the most complete line... 
the most versatile line. A unit for any type of installa- 
tion. Units that are approved for either Gas or Oil! 
You can install the Year Round A.C. Unit NOW, less 
the cooling circuit! Use-it as a complete heating sys- 
tem as long as desired. Add the Cooling Circuit later. 
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In becoming part of the Sinclair 
Refining Co., the Kaveny organiza: 
tion will be able to utilize storage fa- 
cilities in Linden and Little Ferry. 
N. J., in addition to those in Newark 
and Montclair. 


Sid Harvey Truck equipped 
for ‘One Stop’ service Calls 
TO ASSIST dealers and service compa- 
nies to outfit their service trucks prop- 
erly, Sid Harvey, Inc., Valley Stream, 
N. Y., has set up a scientifically 
equipped Model Service Truck which 





Oi sim agg 





WMS, 
Wes yy 





carries a complete line of rebuilt fuel 
units, relays and controls, together 
with the Harvey nine essential service 
packages and other assorted parts nec- 
essary for “One Stop” service calls. 
The complete replacement inven- 
tory involves an investment of ap- 











—ALL-NEW! 








NEW ALL CHROME 
FLAME MIRRORS 


HARSCH(. 


Nozzles and Inspection Mirrors 





ALL-NEW NOZZLES 


/ Precision point valves give bal- 
anced spray in both hollow and 
solid cone—no lopsided flame 
pattern. 


Jf Each nozzle individually flame- 
tested and checked for spray angle 
and capacity. 


Perform at peak efficiency with ALL 
types of U.S. and Canadian fueloils. 


Vv Quality work we're proud of. 














Adjust in. a_ jiffy—the. dependable tele- 


scoping joints STAY put—just pull out the ALSO . 
shaft to its full length. No sections to oop 
screw together—no clamping nuts to pleted steel 
tighten. mirror. Inter- 
changeable 
with the 4/4,” 
Full SWIVEL head—double ball-and-socket round mirror. 


joint permits tilting mirror to any angle! 


For larger in- 
dastrial instal. 


Rugged construction. Soft cloth bag pro- lations. 


tects mirror when not in use. 


Write today for complete information. 





( HL HARSCH & 





3 


230 Tuscan Rd. Maplewood, N. J. 


COMPANY 





y, 
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proximately $500—which, according 
to Leslie W. Algar, Harvey sales man- 
ager, is a very small amount compared 
to the saving that can be made by hav- 
ing the right part at the right time. 

Algar pointed out that most oj 
burner service departments have diff. 
culty in reaching the break-even point 
He said, “Dealers with properly 
equipped service trucks are able to op. 
erate their service departments at , 
profit mainly because their servicemen 
spend most of their time servicing oil 
burners and a minimum of time riding 
or waiting. Thus, the dealer cuts his 
largest cost item, labor, in his service 
department.” 





Interior of truck. 


Comm.-Ind. Airconditioning 
new Name of G-E Department 


BECAUSE OF the expansion in its in 
dustrial airconditioning business, Gen 
eral Electric Company's Commercial 
Products Department located 
Bloomfield, N. J., has been renamed the 
Commercial and Industrial Air Con 
ditioning Department. 

According to G. K. Iwashita, de 
partment general manager, the renail 
ing of the department involves 1 
other changes in its organization. 


American-Standard Campaigt 
designed for the Retailer 


TO STIMULATE fall sales for the heating 
retailer, American Radiator Stand: 
ard Sanitary Corp., Pittsburgh, Pa., 


has launched a “Boiler-Maker Cam 


paign.” 
The highly integrated program 0” 
sists of an advertising schedule 
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On Every Oil Burning Installation... 
SELL AND INSTALL 


"Me West Filter 


fr Your money 
¢ Profitable Sales 
@ Fewer Service Calls 
¢ Customer Satisfaction 
 Competitively Priced 


Repulses and eliminates for- F-10B 














- = _MS-3 


Microstone® Element 


FILTERS 


T Only Filter Featuring Pre-Screening 





KS-3 


eign matter . . . Positively *MODEL F-10B *MODEL Z-1 *MODEL MS-3 T MODEL KS-3 

prevents clogged burners List Price $2.80 each. For small List Price $2.80 each. For small List Price $3.95 each. For List Price $7.80 each. For the 
and damage to pump valves, to medium installations. to medium installations. Fits medium to large installa- targest, dirtiest jobs. 
bearings and fittings. ALL control valves. tions. 


*UL APPROVED 








DEALERS: If your jobber cannot supply you, order direct. Supplied 
postpaid anywhere in the U.S.A. Normal discount in dozen lots. 


DISTRIBUTORS: Some valuable territories still available. Write today! 


Feature, sell and install... SETTE Microstone Element FILTERS 





MARQUART MANUFACTURING COMPANY 
1241 HIGH STREET + OAKLAND 1, CALIFORNIA 
EXPORT DIVISION-—OCEANIC EXPORT COMPANY 
400 MONTGOMERY 


Sts, SAN FRANCISEO 4, ERG 








two promotional kits that contain sales- 
creating items to help every heating 
dealer, regardless of his method of 
operation. 

Kit “A,” $15.00, contains display 
aids, while Kit “B,” $13.25, is designed 
for the contractor who does not have 
display facilities. 

To back up the campaign, an ad- 
vertising schedule in leading national 
magazines will be utilized. 


American Air Filter buys 
Morrison, Ill., Company 


THE PURCHASE OF the entire plant and 
equipment of Ice Cooling Appliance 
Corp., Morrison, IIl., by American Air 
Filter Co., Louisville, Ky., was an- 
nounced recently. 

The 152,000 square foot Morrison 
plant will be operated by AAF’s Her- 
man Nelson Division, Moline, Illinois 
which produces automatic heating 
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and ventilating equipment. 

Pointing out that new orders for 
Herman Nelson industrial and com- 
mercial equipment were up more than 
20% above 1953, W. M. Reed, presi- 
dent of AAF said that the purchase of 
the Morrison plant was needed to help 
the Division handle this rapid expan- 





Formerly idle, the oil truck of the In- 
dependent Oil Co., St. Louis, is still in 
business during the summer months. 
Now the 800 gal. truck carries enough 
Monsanto’s Folium, water-soluble fer- 
tilizer to take care of an acre of turf. 
Jobs are on a contract basis. 
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sion in business, as well as to contribute 
to production economies, 








~ 


SERVING THE ST. 


Use "CRESCENT PARTS" Service 


LOUIS TRADE AREA 


T 4 





ww 


"FACTORY REBUILT" Repair Exchange con- 


trol service on all popular makes at regular Parts 
manufacturers list prices and trade discounts. 


Installation Materials 











CRESCENT PARTS AND EQUIPMENT CO., INC. { & Accessories 


MAIN OFFICE 
825-831 S$. Boyle Ave. 
St. Losis 10, Mo. 


BRANCH 
1140 St. Louis Ave. 
East St. Louis, Ill. 
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Douglass of Sundstrand Machine 
Tool lectures at OHI Schools 


DURING THE past winter and spring, 
Burdette Douglass, service manager of 
the Fuel Unit Division, Sundstrand 
Machine Tool Co., Rockford, IIl., was 
among the lecturers at a series of 15 
schools conducted for oilheating con- 
tractors and their servicemen by the 
New England Oil Heat Institute. 
Approximately one thousand deal- 
ers attended the meetings, and since, 
in New England, members of fire de- 
partments set up codes, inspect instal- 
lations, and investigate causes of fires, 
the number and interest of fire depart- 
oilheating 


ment executives in the 


equipment was unusually high. 


Barber-Colman opens new 
Atlanta branch Office 


A BRANCH office to serve the Birming- 
ham, Ala, territory has been opened 
by the Automatic Control and Uni- 
Flo Division of Barber-Colman Co., 
Rockford, Ill. 

Located at 2807 Central Ave., Bir- 
mingham 9, Ala., this branch office is 


under the management of Stanley 
Simpson. The .telephone number is 
2-6264. 


Honeywell’s Seattle Office 
offers expanded Facilities 


THE OPENING of a 7,500-square-foot 
office and warehouse in Seattle, Wash., 
has been announced by the Minneap- 
olis‘- Honeywell Regulator Co., Minne- 
apolis, Minn. 

The facilities will provide for the 
expanded sale and service of automatic 
controls in the Pacific Northwest and 
Alaska. The original office in Seattle 
was first established in 1942. 


Steinen increases Marketing 

Staff; adds 4 Sales Reps. 
THE ACCESSORIES Division of Wm. 
Steinen Mfg. Co., Newark, N. J. has 
recently added four sales representa- 
tives to its staff which now brings cov- 
erage for the company to 41 states and 
Canada. 

Those recently assigned to the fol- 
lowing territories are: Frank Harbin, 
Baltimore, Virginia and North Caro- 
lina; Ben D, Waller, Charlotte, N. C., 


South Carolina, Alabama and Geor. 
gia; Howard A. Weller Co., Wash. 
ington, Oregon, Idaho, Montana, Brit 
ish Columbia and Alberta, Canada: 
and B. L. Rushton, Pennsylvania ang 
West Virginia. 


W. M. Acker Company move 
Operations to Meridian, Migs, 


TO PROVIDE greater efficiency in opera. 
tion, the W. M. Acker Organization. 
Inc., formerly of Cleveland, Ohio, has 
moved to Meridian, Miss., where it 
will operate in conjunction with the 
Soulé Steam Feed Works. 

According to Carman R. Acker, 
president of the organization, Soulé 
will manufacture and distribute Acker 
equipment which includes Equalizer 
Systems for automatic steam drainage, 
deaerating, and boiler feeding. Ship. 
ments and billing will be made direct 
from the factory. 


Peerless Heater Co. to sponsor 

Commentator in Philadelphia 
PEERLESS HEATER CO., Division of 
Eastern Foundry, Boyertown, Pa., has 

















The greatest AIR FILTER 
development in history... 


An amazingly efficient air filter that is 
easily cleaned and guaranteed for life 


application! Use of MICROTRON brings 


about increased efficiency and capacity of 
air furnace or summer air 


any warm 


conditioner. 


Proved by millions of hours of test 
under operating conditions! Developed by 
MICROTRON to meet a critical need! 


Electrostatic Air Cleaner 


MICROTRON monofilaments are impervious to 
attack of acids, chemicals or alkalis and will not 


support bacteria or fungus. 


THERE ARE MORE THAN TWO MIL- 


MILES 





LION TRAPS, MORE THAN TWO 


OF MONOFILAMENT IN A 


MICROTRON 20 x 20 x 1 FILTER! 


PROFITABLE DISTRIBUTOR-JOBBER FRANCHISES AVAILABLE 





Wicretron 


615 Fugate Ave., Charlotte, 


N. C., FRanklin 7-1039 
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begun a five day a week radio cam- 
paign over station WIP, Philadelphia. 
The campaign is to help dealers in the 
metropolitan Philadelphia area and in 
South Jersey where dealerships are in 
the process of being set up. 

The company will sponsor the 
Washington commentary of Fulton 
Lewis, Jr. This supplements the na- 
tional trade advertising campaign and 
will promote automatic heat for both 
residential and industrial units, 


Filtrex to make and sell 
replaceable air Filters 
, NEW organization, the Filtrex Corp., 
with ofices and plant at 33-40 127th 
Place, Corona, E 
N. Y., has been 


formed as a man- 






ufacturer of a 
new type of re- 
placeable glass fi- 
ber filter for the 
field of residential 


and commercial ] 


and Davidson 
airconditioning equipment. 


warm cool 

Heading the new company is Nor- 
man J. Davidson, president, formerly 
founder, president, and general man- 
ager of East Coast Aeronautics, Inc. 
Other executives include Sidney Lev- 
ine, secretary; John W. Clarke, sales 
manager; and J. Edgar Mooney, pro- 
duction manager and plant superin- 
tendent. 

The new corporation has developed 
a special process which makes glass 
fiber soft and pliable, eliminating the 
danger of glass slivers, and preventing 
minute splinters of glass from breaking 
off the filter pack and circulating 
through the air stream. The filters are 
of the re-usable type, utilizing a spe- 
cial laminating technique which com- 
bines all portions of the filter into one 
integral unit. 


Crown Petroleum sponsors 
weekly television Program 


CROWN PETROLEUM CoRP., Hartford, 
Conn., has announced expansion of its 
marketing Operation in New England, 
M conjunction with the Richfield Oil 
Corp, which it represents, In addition 
0 extensive newspaper advertising, 
Crown is sponsoring the television pro- 















gram, Duffy’s Tavern. Presentation of 
the show, which marks its first appear- 
ance in New England, is made weekly 
on Thursday nights over WWLP, 
Springfield. 

The announcement was made at 
Crown’s annual sales meeting at the 
Hotel Bond in Hartford. Top execu- 
tives of Richfield were guests of honor, 
including Howard G. Meyers 
president in charge of 


, vice- 
operations; 
Ralph Glock, vice-president in charge 
of sales and Ben Pollack, sales promo- 
tion manager. This is Richfield’s 25th 


anniversary year and Crown has been 


Richfield’s distributor for 23 of those 
years. 


Addition completed on Chester 
Cable plant in Chester, N. Y. 


THE FOURTH MAJOR plant expansion in 
the last five years was recently com- 
pleted by the Chester Cable Corp., 
Chester, N. Y. The newest addition 
to the corporation’s plant has been de- 
signed specifically for new processes 
and developments. 

It was also revealed that the com- 
pany has named John Lachmann as 
executive technical director. 





Sharpsville, Pa. qa 


BUILDERS OF TRUCK TANKS, STORAGE TANKS, 
PRESSURE VESSELS AND AUTOMOTIVE FIRE APPARATUS 
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Penn Controls issues residential 
airconditioning Control Manual 


A RESIDENTIAL aircondftioning control 
manual has been recently published by 
Penn Controls, Inc., Goshen, Ind. The 
84-page manual discusses in simple 
language the contro] systems for this 
market. 


installation data is in- 


Practical 


ne 





cluded and is illustrated with exam- 
ples from current practice. The first 
section discusses the basic construc- 
tions in various types of aircondition- 
ing systems and breaks the individual 
systems down into their components. 


The control requirements of each 
component and the methods of pro- 
viding control functions for each part 
of the system are outlined, A section is 
devoted to wiring diagrams showing 
the complete control hook-ups as used 
by manufacturers in their current pro- 


duction. 

The manual has been designed for 
use by sales and engineering person- 
nel as well as dealers, installers and 
servicemen, A free copy may be ob- 
tained by writing to Penn Controls, 
Inc., Goshen, Ind. 


Shell Chemical Company 
reorganizes Marketing 


IN A REORGANIZATION of the marketing 
department of the Shell Chemical 
Corp., New York, N. Y., to unify re- 
lated product groups, G. W. Huld- 
rum, Jr., has been appointed general 
sales manager of the department, and 
J. M. Selden, eastern division manager 
is named assistant to L. V. Steck, mar- 
keting vice president. 

At the same time W. E. Keegan was 
promoted to sales manager; K. R. Fitz- 
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simmons to industrial chemicals map, 
ager; J. J. O'Connell, to solvents man 
ager; and F. W. Hannsgen to Newarh 


district manager. 





Trailers are used by Delta 
to demonstrate unit Heater; 


SEVERAL TWO-WHEEL trailers are used 
by Delta Heating Corp., Trentop 
N. J., for mobile demonstration tp 





dealers, distributors, and commercial 
users of Delta’s oilfired unit heaters 
According to A. L. Nathan, president 
of Delta, the mobile units result from 
inquiries seeking details and asking to 








FOR FASTER FUEL TANK LINE INSTALLATIONS 

















fittings are machined brass. They can be removed from 
the cast iron body and replaced with plugs if desired. 
Bushing size is 2 inches; fittings and plugs are available 
in % or % inch sizes (any combination). 
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BUCKEYE No. 4084 
TANK PLUGS 
Available in these sizes: 
2 inch (% lb.), 3 inch 
(1% lb.), 34% inch (2% 
Ib.) and 4 inch (3% lb.). 


Bucksa® 


BUCKEYE IRON & BRASS WORKS, P.O. Box 833, Dayton 1, Ohio 
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DUPLEX TANK BUSHING =| The WEBBER 1954-55 Catalog| | = 

Custor 

school 

The Most |] *: 

One tank opening does the work of two when you use e 0S Th 

the No. 857 DUPLEX TANK BUSHING. Just thread in contai 

the bushing unit and you’re ready to connect both suc- C i { wesice 

tion and return oil lines between burner and fuel tank. omp e C 4 

Installation is quicker, easier, more economical. Line 

seat 


Catalog 
for the 


160 Pages of Every Item for 
the Industry, Completely 
Illustrated and Priced 
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give you 7 iltadelil thitetitets for Vaporizing Oil Burners 


of vital features 











We will gladly furnish literature and speci- 
fications for your particular requirements. 
Write us today! 


p. 1. WNCCORKLE co. 


Box E, Station A Berkeley, California 


@ Patented dual blade bi-metal assembly—insures 
trouble-free operation — supplies a wide margin 
of extra power. 


@ More rapid heat transmission. 





@ Snop acting Micro-switch. 
@ Heavier, more rugged construction. 
@ Less service— greater customer satisfaction. 
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ge the new product in operation. 

Since every city and town will be 
visited, anyone wishing to see the new 
dilfired units may do so by mailing a 
postcard to the Corporation at Tren 
ton. 

At the same time it was announced 
that Delta is enlarging its present plant 
wer 50 percent to accommodate new 
products recently added tw its line and 
the increasing volume of business. 


GE introduces traveling 
controls service School 


4 TRAVELING SERVICE SCHOOL on do- 
mestic heating controls was introduced 
at the Indoor Comfort Show in Phila- 
delphia by the appliance control de- 
partment, General Electric Co., Sche- 
nectady, N. Y. Completely housed in a 
custom-built airconditioned trailer the 
school began its nationwide tour with 
the first showings in New England. 
The trailer (shown in the photo) 
contains panels for dealer “take apart” 
sessions, illustrated charts and system 
diagrams, The trailer is equipped to 
seat 24 dealers for the one-hour pro 





gram when a slide film, movie, enter- 
tainment and giveaways will be pre- 
sented. 

A specially trained sales engineer 
will make the presentations and also 
drive the unit which is completely self- 
contained with its own power genera- 
tor, sound and projection equipment 
and airconditioning equipment. 

More than 100 franchised servicing 
distributors are sponsoring the school. 
Three or four daily showings can be 
scheduled. 


Scully Signal offers free 
advertising Mat Service 


4 FREE ADVERTISING mat service is be- 
ing offered by the Scully Signal Co., 
Melrose, Mass., to those organizations 
who now use or are about to use VENT- 
ALARM signals. 

Stressing the point that oil delivery 
can be clean and convenient, Scully is 
also including in its offer sales tools 
such as envelope stuffers, direct mail 
pieces, descriptive literature, and per- 
sonalized letters with contract return 
cards. 



















































Sid Harvey opens two 
Branches in New York Area 


TWO MORE branch stores in the New 
York area have been leased by Sid 
Harvey, Inc., Valley Stream, N. Y. 
Both stores will carry the full line of 
Sid Harvey replacement parts for oil, 
stoker and gas burners, including re- 
built units for immediate exchange, A 
motor rebuilding shop also will] be in- 
stalled in each. 

The new stores are located at 88-51 
31st Ave., Jackson Heights 69, N. Y., 
and at 130 E. Main St., Elmsford, 
N. Y. With the addition of these two 
stores, Sid Harvey, Inc. now has 31 
major outlets. 


Worthington Corp. holds 


five district Conferences 


SHOP TOURS, sales discussions and new 
product exhibitions were featured by 
the Worthington Corp., Harrison, 
N. J., at a series of five district sales 
managers’ conferences which took 
place in the corporation’s major plant 
cities on May 24 through May 28. 

The purpose of the conferences, ac- 
cording to T, J. Kehane, general sales 
manager, was to bring sales managers 
up to date on product improvements, 
manufacturing facilities and plans for 
the future. Specific discussions were 
presented by the product division and 
departmental managers, members of 
their staffs, and members of the engi- 
neering department and works organ- 
izations. 

The cities covered by the meetings 
included Buffalo, N. Y.; Holyoke, 
Mass.; Plainfield, N. J.; Harrison, 
N. J.; and Newark, N. J. 
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For 
Dependable 
Performance... 





Specify... 


BERKSHIRE 











Ignition Transformers 







| e You'll find the highest standards of 
See engineering and dependability built 
into every BERKSHIRE you purchase, 
Each transformer is individually test. 
ed, and adjusted. U.L. Approved, 
Shielded. 


guaranteed. 





Interchangeable. Fully 








Write for full Information: 








cL isey at. ony >a 
Phitaddontes 6. ce 
rate 


TRANSFORMER CORP. 
15 South Ave., New Milford, Conn, 


CLISBY & ASSOCIATES 
P.O. Box 654 
York, Penna. 
















Names in the News 
(Begins on page 6) 
Garwood, N. J. Leigh has been with 


Thatcher since 1947 in various sales 
positions including Pennsylvania, sales 
representative and New England dis- 
trict manager. 


Harold R., Fosnot has been promoted 
to Sales Manager for the Garver 
Water Conditioning Co., New York. 
A member of Garver’s first training 
program, started in 1935, Fosnot was 
formerly Chicago district manager, 
eastern sales manager, and most re- 
cently assistant general sales manager. 
It was also announced that Leonard 
Limon has been named manager of 
the organization’s Industrial Boiler 


Feed Dept. 


Oscar L, MacDonald has joined 
York Corp., York, Pa. as 
Equipment & Maintenance Represen- 
tative at the firm’s Middle Atlantic 
district office in Philadelphia. In this 
capacity, MacDonald will supervise 


Accessory 


sales of York accessory equipment and 
supplies to authorized York jobbers 
in New York, Philadelphia, and Dela- 


ware. 


Theodore Skoglund has been pro- 
moted to the newly-created post of 
director of sales training, Unitary 
Equipment Division, Carrier Corp., 
Syracuse, N. Y. Skoglund’s duties in 
residential sales promotion will be 
taken over by Theodore F. Preston. 


Emory M. Fanning has been named 
director of a new sales training sec- 
tion of the Organic Chemicals Dept., 
E. I. Du Pont. de Nemours & Co., 
Wilmington, Delaware. William A. 
Bours, III has been assigned to replace 
Fanning as assistant sales director of 
the “Kinetic” Chemicals Division, and 
Francis L. Shackelford, Jr. has been 
appointed chemical sales manager of 
the Dyes and Chemicals Division, the 
post formerly held by Bours. 


Cecil Walton, a district sales man- 


ager of U. S. Machine Div., Stewart- 


Warner Corp., Lebanon, Ind., was x. 
lected by the Indianapolis Sales Execu. 
tives Council for its Distinguished 
Salesman of the Year award. Walton, 
who was twice cited by his company 

s “Winkler DSM of the Month” and 
chosen top district representative in 
1953, was presented a “Sammy” stat 
uette. 


Jack J. Spurrier has been appointed 
district sales manager of the Toledo 
ofice, A. P. Green Fire Brick Co, 
Mexico, Mo. He has been connected 
with the company for many years pri 
marily in sales; he was formerly sales 
supervisor at the Mexico office. 


Bennett Archambault hasbeen 
elected president and director of Stew: 
art- Warner Corp., Chicago, according 
to James S. Knowlson, chairman of the 
board and former president. Archam 
bault had been vice president and get 
eral manager of the M. W. Kellogg 
Co. During World War II he headed 
activities in the European Theater of 
Operations for the Office of Scientific 











1809 Ambhurst St#., N. E. 





KEEP YOUR PROFITS UP! 


With Low Cost 


FUELGUARD 


The only remote reading tank 
gauge which needs no direct 
connection to the tank. 


Find out 
FUELGUARD principle keeps 
costs down—your profits up! 
Send for catalog today. 


how the 


THE R. S. TEESDALE CO. 
Grand Rapids 3, Mich. 





simple 


2 W. 45 St. 








VAPORIZING BURNER SERVICE 


A compilation of articles from FUEL- 
o1L & OL HEAT by a veteran service 
manager and an oilheating engineer. Gives 
important wrinkles and angles of servicing 
pot-type units. 32 pages, 814 by 11 inches. 
Many diagrams. 


(Please send remittance with order.) $1. 


HEATING PUBLISHERS, INC. 


New York 36, N. ¥- 


— 
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Research and Development and re- 
ived decorations for his service from 
she President of the United States and 
the British government, 





Fenmore E, Dunn has been named 
general manager, Vertical Turbine 
Pump Division, Worthington Corp., 

“ T 12 _ ? _ - 
Harrison, N. J. His headquarters will 
beat Worthington’s Succasunna, New 
Jersey, Works, where this product's 
manufacture is being transferred from 


Harrison. 


Howard L. (Red) Clary has been 
made director of sales, Bryant Heater 
Division and vice president of Affili- 
ated Gas Equipment, Inc., Cleveland, 
Ohio. Before joining Bryant he was 
vice president of the Norge division 
of Borg’ Warner Corp. Ronald Camp- 
bell was also elected a vice president 
of the company. He has been assistant 
to the president of AGE and director 


of manufacturing for all plants, 


John W. Gingerich has been pro- 
moted from assistant merchandising 
manager to merchandising manager of 








BASE RADIATION 


with all these features: 


Snap-on Installation 


Single or Double Fin 


Neat & Economical 


Stock or Custom Lengths 
Copper-Aluminum Fin-Flush-Recessed 


and PANEL-LINE 
BASE RADIATION 


York Shipley, Inc., York, Pa. Gin- 
gerich joined the organization three 
years ago and will now direct adver- 
tising and merchandising of all York- 
Shipley divisions. 


John G, Kearns has been elected vice 
president in charge of the General Di- 
vision of York-Shipley, Inc., York, Pa. 
He directs sales of York-Heat auto- 
matic heating equipment and Shipley 
airconditioners to building projects, 
national users and export markets. 
Kearns has been with the organization 
for more than 12 years; he was gen- 
eral production manager and headed 
the Ordnance Division of the company. 


M. M. MacKinnon has been ap- 
pointed district sales manager of New 
England for Century Engineering 
Corp., Cedar Rapids, Iowa. He was 
formerly sales representative for the 
Radiant-Ray Radiation Co., New Bri- 


tain, Conn. 


Louis G, Pacent, Jr., assistant to the 
vice president in charge of Manufac- 
turing, Emerson Radio and Phono- 


MFG. CO. 
BETHANY 
CONNECTICUT 





available. 


The Ov 


LAUND-R-VENT 


For automatic clothes 
dryers. Friction free. Rust 
and ice proof. Built en- 
tirely of aluminum. 3’ 
and 4” sizes. Prices start 
at $1.95. Complete kits 


Best Performance 





graph Corp., has been made works 
manager of Quiet Heet Manufactur- 
ing Corp., Newark, N. J. He has been 
with Emerson since 1944 when he be- 
came the company’s chief industrial 


engineer, 


Walter H. Sieger has been appointed 
sales manager of petroleum and in- 
dustrial meters, Neptune Meter Co., 
New York, N. Y, Sieger has been with 
Neptune since 1933; he was assistant 
manager of engineering from 1945 to 
1951 when he transferred to the sales 
division. 


Donald R. Longman has been named 
manager of Market Research, Atlantic 
Refining Co., Philadelphia, Pa. He had 
been executive director of Dunn & 
Bradstreet’s Marketing Research Di- 


vision. 


Walter F. Spath has been named 
New York Division manager, Esso 
Standard Oil Co. He succeeds W. H. 
St. Clair who has accepted a special 
assignment with the company. Spath 


joined the company in 1933. 
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Vow Low. Prices 


Standard Round 
DRAFT KOREKTOR 


Low priced gate control for 
oil burners and _ stokers. 
Exclusive friction-free knife 
edge bearings. Stock sizes 
7” to 12’. Also available 
4” to 6” sizes for stove and 
space heaters. Prices start 
at $1.83 for 7’ size. 


COLE-SEWELL ENGINEERING CO. 
2288 UNIVERSITY AVE., ST. PAUL 14, MINN. 


MODEL 909 





Profits in Cooling compressor equipment and less 





(Begins on page 70) water-cooled equipment. 

is needed for a modern heating sys- 3. Cooling equipment sizes will be 
tem. This part of the service work will reduced to help keep operating 
mean very little special training for costs reasonable and to help pre- 
the man who understands what it vent overload on existing power 
takes to make the heating system per lines. 
form. 4. Fueloil dealers will be big par 

Diagnosing a service complaint is ticipants in the overall activity. 
not always easy and not always difh- There are naturally many interest- 
cult, There are established procedures ing problems with which the industry 


which apply regardless of the make or _ has been struggling, and will continue 
specific design of system. These are to struggle, for some time. This is true 


shown on the Service Diagnosis Chart. wherever a new industry is anxious to 
If an installing dealer intends toservice | expand on a very sound basis. 
several different makes and models of New answers that are an improve- 
systems, it will no doubt pay to pre- ment to old questions may be found 
pare similar charts for each make and _—_ quickly or possibly after extensive ad- 
type of unit so that special peculiari- ditional experiments. Perhaps the pres- 
ties can be included in their proper | ent methods and practices will prove, 
place along with the standard proce- in the long run, to be the best. In any 
dures that apply for each installation. event, the several subjects which seem 

Taking a broad look at residential to be worthy of more study include: 
air conditioning and what it may in- 1. Adding cooling in old homes 
volve for the next few years, one can which are provided with wet 
draw a few definite conclusions: heat. 

1. There will be a substantial ex 2. Better humidification required 





pansion in this industry. during the winter heating. 
2. There should be more air-cooled 3. Better dehumidification required 











during the summer cooling gy. 
son. 

4. More standardization for wary 

air supply and return outlet log, 

tions. 

Establishing which set of air 

conditions is the most beneficia| 

to the occupant of a resideng 
in a particular climate. 

6. Establishing the helpful effeg 
that airconditioning can hay 
with individuals with a specif 
physical ailment. 


wr 


7. Anticipating architectural 
changes which may becom 
popular for residential buyer 
and noting how these charges 
may affect the size and type of 
conditioning system that wil 
perform the best job. 

A group of experienced engineer, 
representing prominent manufacturer: 
and others interested in assisting in 
this new development are constantly 
working to get answers that will help 
to make airconditioning even more 
popular than it is today. These answers 
will help in making the airconditioning 
more profitable for every fueloil dealer 












Oil Burner 


HYDROVALVE Service Parts and 


engineered for Tools open the 


replacement door to 
MORE PROFITABLE 
Oil Burner Servicing 










¢ Fuel unit and relay service parts, bellows, nozzle- LS 
ports, seals, helixes, elements, etc. aR 

* A complete line of SUPERSEAL gaskets for all fuel 
units, filters and fill boxes. 

* An entire line of ENGINEERED FOR REPLACE- 
MENT standard and special electrodes for all oil 
burners. 

* Servicing tools to make servicing easier and quicker. 


The high quality of HYDROVALVE products, pre- 
cision made by skilled craftsmen is recognized through- kis 
out the oil burner industry. fi; 
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BUY THROUGH YOUR JOBBER 
—HE SERVES YOU WELL! 





HYDROVALVE 





BUckminster 4-1330 


The Outstanding Leader 
in Hundreds of Makes of Oil Burners 
= In Domestic and Industrial Types 







IE LECTARIL 


5 cinaland axe 1319 Utica Avenue PRODUCTS CO.. Inc. 


FREOROED 2 Es Oe 125 VIRGINIA AVE., JERSEY CITY 5, N.: 





















DIELECTRIC Ignition Electrodes are 
available in standard types, and in 
special sizes and shapes — all with 
Underwriters’ Laboratories appro’ 
al. Cable assemblies and bus bors 
for your most efficient hook- uP 
from transformer to electrode. Com 
sult us. DIELECTRIC is at your service. 
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= T= September Issue will be of very special value to our Readers and Advertisers. It will 
have a special 32-page Section, on FUELOIL MANAGEMENT. 


ees We have sampled 4,000 fueloil-oilheating dealers—the cream of the crop—to obtain 12 pages of 
bo special statistical information of top value to the dealers themselves, and to manufacturers of fueloil 

handling equipment, oilheating equipment, materials, accessories, and supplies. The dealers have 
tural | known and respected FuELomw & O1HEat for 30 years, as their “bible.” They co-operate, knowing 
ecom | that the information they supply will establish a pattern against which they can measure their ewn 
buyer operations. 


yo & The contents projected tor the September Issue include: 
(1) Statistical Analysis of Operating Methods and Costs. (12 pages) 


(2) “Building Fueloil Gallonage With Oilheating,” by Jack Campbell of 
Elliott-Lewis, Philadelphia. 


ing in (3) “We Like Credit Losses.” How Watson-Hall built a 12-million gal. 
stantly volume in 10 years through unusual consumer attitudes, including 
Il hel liberal credits. 

- more (4) ‘Converting Gas to Oil.”” How Robeson Oil Co. switched 92 fine homes 
nswers from gas heating to oil. 

Honing (5) “Building a New River Terminal.” Layout, details and costs on Cope- 
dealer land’s new plant on the St. Lawrence River. 


(6) “Degree-Days 1954 Style,” by John Schulz, originator of the “K” 
Factor. 


(7) “The Case for larger Trucks.” A Study. Each reporting company de- 
scribed the last truck bought, and why. 


(8) “Diversified Fueloil Activities.” A thorough study of Diesel Oil Co.’s 
operations. 


(9) “Is Your New Truck Obsolete?” Ed Griffin of Griffin Fuel shows how 
fast the improvements keep coming. 


Remember that the type of Independent Fueloil-Oilheating Dealer covered in these articles, 
wld 72% of all the oilheating sold in the U. S. last year; do 84.3% of the servicing; and sell and 
deliver 80% of the fueloil. It is this reader audience which makes the SEPTEMBER FUELOIL 
MANAGEMENT ISSUE such a good one for advertisers. 


Advertising Forms For The September Issue 


ee Close August 25 


Should We Reserve Space For You? 


2 West 45th Street, New York 36, N. Y. 
(MUrray Hill 2-4786) 
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Helpful Ideas 


(Begins on page 82) 


afew years ago. This committee is very 
active, and is helpful in erasing many 
mysteries and taboos that pertain to 
the industry. They have reached even 
into the school systems and libraries, 
where text books are available on every 
phase of this, one of the most impor- 
tant and romantic businesses in the 
world, This is all in the category of 
ethics and high business principles, 
and it encourages dealers like us to do 
our share to better our public relations. 

As a fueloil marketer for almost 18 
years, I have been both proud and 
pleased to do business with a company 
which in my estimation has etxremely 
high business ethics. Through their 
guidance, I have improved my busi- 
ness each year. With their permission, 
I have adopted many of their policies 
have always 


and programs which 


proven most helpful. 


More of the helpful ideas from 
FO®%OH readers will appear in a fu- 
ture issue and they, too, will reveal 
precisely what the editors receive when 
they ask readers to contribute their 
useful ideas. We wind up this month's 
batch with the following contribution 
from E. A, Del Prete, sales manager, 
Boulevard Fuel Oil Co., Bogota, N. J. 
‘He entitled this, “A Fueloil Man’s 
Dream,” and here it is in its entirety, 
word-for-word just as he prepared it: 

The retail fueloil business—“a cash 
business’"’—no accounts receivables; no 
invoices or statements; no credit or 
collection problems; earn discounts; 
pay bills on time; get your profit im- 
mediately. Just deliver and collect. 
This is a sweet business! End of dream! 
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Avoid Seasonal Layoffs...Keep Your Men Working Profitably! 


. . this year put your fueloil truck drivers and extra seasonal personne! ty 
work making ducts and fittings for warm air and summer cooling jobs. Yoy' 
not only keep valuable personnel all year round, but you'll also save q big 


slice of profits by not 


This One Tool... 


‘‘farming-out’’ your sheet metal work. 


... Solves Your Problem 


Let us Show You! Write: 


- HALLMOR ING, — McMurray Road, Bridgeville, Pa, 





The question is, howe can this ‘hie ac’ 
complished? Let us see if this dream 
can come true. 

Now that we are awake, let’s go on. 
The first person connected with the 
financial institution that will take time 
out and analyze this problem, is either 
going to be made a V.P. or, get the axe. 
At any rate, there is money to be made 
here, at the same time render a “much 
needed” service to the retail fueloil 
dealer. Yes, there is work for the finan- 
cial institution. However, some are al- 
ready set up and adapted to this type 
of financing. 

Up to the present time financial in- 
stitutions have been reluctant to assist 
the small retailer. True, larger retailers 
have received some help but not 
enough. The feeling is, you can get 
ten bucks if you have twenty, Who 
needs the money if you are in this 
bracket? 

Aside from this, it can safely be said 
that 60% to 70% of fueloil retailers 
are in need of capital. On the other 
hand, very few retailers come up to 
the standards required by banks and 
financial institutions, with the result 
that the retailer is constantly strug- 
gling—finds it impossible to increase 
his volume and in some cases main- 
tain his present volume due to insufh- 
cient working capital. However, in a 
last desperate move, the retailer weari- 
ly wanders to his supplier and manages 
to squeeze a little more credit. He’s 
O.K. for a day or two but, Zowie! 
he’s right back again in the same posi- 
tion. Well, since financial institutions 
have been unable to help the dealer, 
let us now look at the possibility of 
giving assistance to the retailer (by 
way of his customers). Banks today 


finance such commodities as TY. and 
radio sets, refrigerators, deep-freez. 
pianos, furniture, cars, books, auto in. 
tires, clothes, silverware, 
dishes, and yes! even food. How about 
that? Practically everything we use is 


financed. Why not fuel? 


surance, 


The Suggested Plan 


Financial institutions purchase from 
the oil dealer, the delivery ticket show: 
ing the cost and the quantity of oil 
delivered, for five mills per gallon, plus 
one mill per gallon for reserve—total, 
six mills. For example, assuming that 
500 gallons of oil was delivered a 
$.133 per gallon, total cost of 500 gal 
lons oil—$66.50. The bank purchases 
this ticket from the retailer for $63.50 
and sets aside $.50 for reserve. 

Since there are approximately nine 
turnovers (40 days) in a year, in the 
retail oil business, it is reasonable to 
believe that the customer will pay the 
amount in full within 40 days or les. 
So, let us again take a hypothetical 
situation of a dealer whose volumes 
4,000,000 gallons. The bank winds up 
with a gross of $20,000, and a $4,000 
reserve for bad debts, Not so bad 
Just figure out the largest amount ad 
vanced at any time and assuming thet 
the consumption of oil is based on per 
centages as follows: 


June 4% December 16% 
July 2% January 20% 
August 2% February 16% 
September 3% March 12% 
October 6% April 6% 
November 9% May 4% 


The financial institutions caf ob 
tain a large volume of this typé 
business if, of course, it is merchaty 
dised properly. 
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Helpful Ideas 


eon* 


The first shot out of the box is: 
our margin is low enough and five mills 
ems to be rather high. Well, now 
let us see whether it is or not. The same 
dealer with a 4,000,000 gallon volume, 
which represents approximately 2,600 
accounts, is charged $20,000 by the 
hank, Following are the approximate 
savings which can be earned and ap- 
plied against the $20,000: 


EE se oe en Ka ings 08's $1,500 
Printing and Stationery .... 500 
Discounts Earned ......... 4,000 
One Less Employee ........ 2,600 
aie Soa a dws aie! hao $8,600 


Deduct this amount of $8,600 from 
the $20,000 and the actual dealer’s 
cost is now reduced to less than three 
nills per gallon. Taking into considera- 
tion you are no longer required to be 
a credit collection man, bookkeeper, 
accountant, etc., it appears to be a 
fairly good shake for the retailer. 
Dealers that are doing a volume less 
than 1,000,000 gallons can really keep 
their ofce-in their hats. 

This plan in effect, will put your 
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KING ENGINEERING CORP. 


sales on a virtual cash basis. The cost 
is reasonable, and in line with the value 
to you of the quick cash working capi- 


tal. Some retail dealers, in desperation, 
have tried giving a 2% discount to 
their customer if paid within ten days. 
Since the largest part of his customers 
were not able to take advantage of 
this, the plan was subsequently aban- 
doned. 

I have discussed this matter with 
several retailers and after I explained 
it in some detail, they definitely 
showed signs of interest. On the other 
hand, institutions 
were also contacted with respect to 
this matter, but they showed little, or 
no concern, One institution, however, 


several financial 


was interested at higher charges. 
ee 

John W. Frazier has been named 
field manager, Air Filter Sales, by 
American Air Filter Co., Inc., Louis- 
ville, Ky. He served as general sales 
manager of Trion, Inc., and supervisor 
of dealer relations with Equitable Gas 
Co., Pittsburgh. His headquarters will 
be in Pittsburgh. 


Baffles 


(Begins on page 63) 


let. Watch out for this when you are 
looking for the reason a job runs a 
terrifically high stack temperature! 

No matter which type flue baffle or 
combustion-chamber baffle you install, 
do not baffle excessively! Excessive 
baffling increases the draft drop of a 
furnace or boiler so much that proper 
over-fire draft cannot be maintained. 
Baffle a job excessively, and the over- 
fire draft becomes positive—or the 
proper negative over-fire draft cannot 
be maintained. 

When you baffle a furnace or boiler, 
use all your oilburner know-how to 
increase the job’s efficiency to maxi- 
mum. Make certain the firing door and 
flue clean-out doors fit tightly so that 
there are no air leaks around them. 
Candle the furnace or boiler to find 
all of its air leaks—seal any leaks you 
find in a permanent, shipshape man- 
ner. Check for air leaks between the 
sections of cast-iron boilers; often it’s 
best to remove inadequate 7” asbestos 
from cast-iron 


cement “insulation” 
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Demand Every Day 


Lima Extended 
Baseboard 
Perimeter Diffuser 


Smartly styled for new or old 

houses. Assures better air dif- 

fusion for complete comfort 

Exclusive features for easier 

installation, including mechan- 

ical built-in damper. Four foot 
and two foot sizes. 


Lima Square 
Step-Down Design 
Ceiling Diffuser 
Popular for rectangular rooms and 
square block ceilings. Lima-engineered 
for complete 4-way diffusion withaut 
drafts. Full center damper opening 
Perfect for perimeter return air. Avail 
able in six sizes 


Write for literature and catalog on the 
complete Lima line of quality dif- 
fusers, registers and grilles. 
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sold exclusively through 
heating wholesalers 
and manufacturers 


INDOOR COMFORT 
* 9 


LIMA, 
(Me OHIO 
4 register co. — 


Box 410 a Ann Arbor, Mich. 


““NUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 
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.... Baffles 


boilers, use loads of furnace cement to 
really seal up between the sections, and 
wind up by putting really effective in- 
sulation on the boiler, like a 2” cover- 
ing of 85% magnesia. Make certain 
your jobs wind up with excellent 
smokepipe draft regulators, and the 
excellent flames that result from in- 
stalling the best of atomizing nozzles, 
and the best of air-handling parts. 

In short, do everything that must 
be done to arrive at maximum CO, 
readings practical for your installa- 
tions, together with smoke-instrument 


readings which are acceptably low. 
Wind up with minimum stack tem- 
perature readings, and of course with 
the proper draft-gage readings. 

Don’t overlook safety, as far as con- 
trols, prompt positive ignition, shut-off 
valves, oil leaks, etc. are concerned. 

Be on guard for heating plant short- 
comings that waste fuel—such as 
plugged filters in forced-air furnaces, 
played-out old vent valves in one-pipe 
steam heating plants, and sluggish cir- 
culation and radiator air-binding in 
hot-water systems. 








Only ME Le~e Vil Floor Furnaces 


have these 


2 





H.C, Little Automatic, Electric 
ignition Oil Floor Furnaces: 


Standard Register, 50,000 and 


75,000 BTU Output. Dual Register, 
55,000 and 80,000 BTU Output. 





sales-making advantages! 


t The only floor furnaces with a 
vaporizing burner listed by the Under- 
writers’ Laboratories for #2 oil! 





Electric power failure can’t crip- 
ple these automatic, electric ignition 
furnaces! They can be operated by 
hand during power failure, to main- 
tain heat when it’s really needed! 


Revolutionary new H. C. Little 
Air-Jet ignitor gives efficient, de- 


‘pendable service even under adverse 


conditions, such as poor draft, leaky 
valves or low voltage! 


These three sales-making advantages 
ean be making sales for YOU! 


Head Office: 

San Rafael, Calif. 
Distributors in 18 
Principal Cities 
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Don't torget that clock thermostats 
can save important amounts of fueloj] 
In addition, they improve the Opera- 
tion of many heating systems, reduce 
the number of times boiler and furnace 
flues need cleaning. 

Despite these many advantages of 
clock thermostats or equivalents for 
reducing house temperatures auto, 
matically at night, most homes sti 
lack the feature of automatic reduc 
tion of temperature at night. The fuel 
savings it provides, by itself, is enough 
to justify installing a clock thermostat 
or its equivalent in a home! 


Reducing stack Temperatures 


At the start of this article were the 
words: To bring 650°F. to 950°F 
stack temperature down to about 400°, 
simply work the boilers’ direct and in 
direct heating surfaces much harder 

This seems paradoxical to many 
servicemen, but the fact is that in 
creasing the flame temperature of an 
oilfired boiler decreases its stack tem 
perature . . . because increasing the 
flame temperature works the boilers 
heating surfaces harder. 

As an example, a boiler fired at 2. 
gph has 30 sq. ft. of heating surface 
(direct and indirect) and its heating 
surface does not work very hard; in 
numerical terms, we'll say that the 
average transmission rate of these lazy 
heating surfaces is 4,000. On the aver 
age, 4,000 Btu’s per hour pass through 
each square foot of this boiler’s heat 
ing surface. 

Multiplying the 4,000 Btu per 
square foot transmission rate by the 
30 sq. ft. of heating surface produces 
120,000 as the number of Btu's ab 
sorbed hourly by the boiler. The 2 
gph flame is releasing, in round nul 
bers, 280,000 Btu’s per hour (eatl 
gallon of oil provides roughly 140,000 
Btu), and of these only 120,000 at 
absorbed by the boiler. Dividing te 
120,000 absorbed Btu’s by the 280,00" 
released Btu’s produces an absorptio® 





H. C. Little Burner Co., Inc. 1 efficiency figure for the boiler of only 
San Rafael, California Dept. F-8 43%. If the COs reading of this boiler 
rn. . > 4 

Send profit making fact ee ibis q 
OIL FLOOR FURNACES fo: | | is even over 6%, the boiler s stack tem 

| perature must be terrifically high 

_— j | since the absorption efficiency 6% 
Address. | |’ 43%. Actual efficiency of the boiler 
of course, below 43%. 4 

seillipeaiea-aepamaaelenetenns enn ene All the Brooklyn serviceman had 
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go, to arrive at 400° stack tempera 
wre readings, was to make the boiler’s 
heating surfaces work much harder. 
Suppose he did this—so that now the 
transmission rate of these surfaces is 
upped to 7,500 instead of the original, 
zy 4,000. Now the boiler absorbs 7,- 
500 x 30 or 225,000 Btu’s per hour. 
That’s 7,500 transmission rate times 
0 sq. ft. of boiler heating surface. Ab- 
yrbing 225,000 Btu’s per hour of the 
released 280,000 Btu per hour from 
the 2.0 gph flame, the boiler now is 
80% efficient—absorption basis. Its 
tack temperature is exceptionally low. 
for 80% absorption efficiency can’t be 
had with a high stack temperature. 

It's that simple. All you have to do 
toturn 950°F. stack temperature read- 
ing and 43% efficiency to a much 
lower stack temperature and 80% efh 
dency is to make the boiler’s heating 
surfaces work harder! 

To make the boiler’s heating sur- 
faces work harder, use all the tricks 
you've got up your sleeve. Use highly 
dfective combustion-chamber and flue- 
travel baffles, and use hotter and hotter 
oil flames. 








Gaies Aapoin tments 


Radio and Appliance Corp., Nash- 
ville, Tenn. and Warberg Bros., Twin 
Falls, Idaho have been named as dis- 
tributors, respectively, for the Weath- 
ertron Dept. and the Home Heating 
and Cooling Dept, of General Elec- 
tric Co., Bloomfield, N. J. 


William D. Boswell, Green Island, 
N. Y. appointed as sales representa- 
tive covering eastern New York State, 
western Massachusetts, and Vermont 
for Eckhart Mfg. Co., Inc., 
N. J. 


Union, 


The Eastern Co., Providence, R. I. 
named as distributors in a five-state 
New England area of packaged resi- 
dential and commercial aircondition- 
ers for the Airtemp Div., Chrysler 
Corp., Dayton, Ohio. 


William Davis, Rochester, N. Y.., 
has been appointed factory represen- 
tative in northern New York State for 
Skuttle Mfg. Co., Milford, Mich., 


while H. L. McNally, Des Moines, 
Iowa has been selected as Skuttle rep- 
resentative in Iowa. 


W. A. Case & Son Mfg. Co., Bing- 
hamton, N. Y., announced as distribu- 
tor of room airconditioners for Rem- 
ington Corp., Auburn, N. Y. 


Jim Edgar and Ed Black appointed 
as representatives in eastern Pennsyl- 
vania, southern New Jersey, and Del- 
aware for Maid-O’-Mist. Inc., Chi- 
cago, Il. 


Heating and Cooling Products, Chi- 
cago, IIll.; Eldon C. Thomas, Oklahoma 
City, Oklahoma; A. C. Mellott, Free- 
port, Ill.; Edwin P. Cook, Denver, 
Colorado; and M. D. Spanton, 
Mound, Minnesota have been named 
as representatives for Mt, Hawley 
Mfg. Co., Peoria 4, Ill. Their terri- 
tories respectively are: greater Chi- 
cago area; Oklahoma; northern IIli- 
nois and the western half of Iowa; 
Colorado, Wyoming, Montana, Utah, 
New Mexico, and El Paso, Tex.; Min- 
nesota, North and South Dakota. 
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WRITE FOR COMPLETE INFORMATION 


BOSTON MACHINE WorKS COMPANY 


e) 
Vv 


Heating Supplies Division, Manufacturers, Lynn, Mass. 
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| HOW LONG DO YOU 
GUARANTEE PERFORMANCE? 


Year in, year out, Acme Electric oil burner ignition trans- 
formers prove their steady performance in actual service. They 
often represent the insurance between satisfactory operation 
and costly service to your burner. 

Add Acme Electric transformer's dependable performance to 
your oil burner. They'll help make warmly satisfied customers. 


ACME ELECTRIC CORPORATION 
Main Plant: 508 Water Street @ Cuba, N. Y. 
West Coast En 


1375 W. Jefferson b 
in Canada: Acme Electric Corp. Ltd., 50 Northline Rd., Toronto, Ont. 


neering Laboratories: 
ivd., Los Angeles, Calif 
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INSTALLING THE DOMESTIC OILBURNER 


This is the first practical guide on oilburner installation. 
It contains the most significant articles from FUELOIL 
& OIL HEAT that cover all phases of installation step by 
step. It is 8% by 11 inches and contains 64 pages. Illus- 
trated with numerous diagrams, charts and photos. 


These Books will help you solve your Heating Problems 


$2. 


PLEASE MAIL REMITTANCE WITH ORDER! 
HEATING PUBLISHERS, INC., 2 West 45 St., New York 36 


OILHEATING SNAGS 


This book gives the solutions to many of the Everyday 
Snags that annoy you in installation and service. We've 
been working on them for years. They are all simple and 
practical answers to the most common goat-getters on jobs, 
It’s an 8% by 11 inch book of 64 pages. 


$2. 








Answer to Service Losses 
(Begins on page 67) 


partment do to take advantage of this 
money making opportunity? 

1. The service manager must sell 
management on the idea of permitting 
the service department to enter the 
sales business. 

2. Very specific rules must be laid 
down as to what the service depart- 
ment will sell and what type of pros- 
pects will be turned over to the sales 
department. 
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GASKET & JOINT 
SEALING COMPOUND 


Makes all assemblies : 
leakproof and pressure -tight ! 


BASIC BLENDS for 

every sealing 

requirement. 

Heat-proof, non-sol- 
| vent, will not shrink, 
| crack or crumble. 


| 
Ask your distributor | 
or write us for information | 
RADIATOR SPECIALTY CO. 


1700 Dowd Rood 


LIQUID TYPE 
NON-HARDENINO 


, GASKET & JOINT 
/, SEALING COMPOUN? 


Se year, 


3. A standard modernization proce- 
dure must be established. 

4. Modern instruments must be made 
available for the sales engineer to use. 

5. The sales engineer should work 
full time at his sales job if he is to 
become efficient in his selling. 

6. An attractive prospect commis- 
sion should be worked out for all serv- 
icemen who turn in leads to the sales 
engineer that are sold. 

7. Financing plans should be made 
available for both short and long terms, 


Some Managers lack Knowledge 


There are some indications that a 
great many service managers and serv- 
icemen lack the mechanical and engi- 
neering knowledge necessary to carry 
out a first-class modernization job. If 
any service manager questions his 
knowledge in this respect he should 
take steps to expand his education re- 
garding draft control, air patterns and 
the use of modern testing equipment 
before he embarks upon his sales pro- 
gram and he should train at least one 
of his servicemen to carry out this 
work, 

In our effort to scold the industry 
for overlooking a vast and profitable 
income opportunity for oilburner serv- 
ice departments, we do not wish to 
give the impression that our theories 
are without factual foundation, for we 
do know of a few isolated cases where 
modernization selling is done with 
good success, An outstanding example 
is Heat Control Associates who have 
modernized upwards of 4,000 jobs in 
recent years in Boston, Mass., and 
Providence, R. I. The complete story 
of this firm was covered in an article 
in FUELOIL AND O1L Heat in the No- 


vember 1952 issue. It is well worth 
rereading. This operation has been » 
successful that Heat Control Ass 
ciates now runs a school for other deal 
ers to teach “How to Organize and 
Sell the Modernization Program.” 
The dealer or service manager who 
seriously desires to prepare himself to 
carry out a modernization program 
may be interested in a refresher cours 
on the subjects of draft control, air 
patterns, etc. There are several sources 
of information on these subjects that 
are reliable. First the Boston Machine 
Works, Lynn, Mass., conducts the 
Boston School of Advanced Oil Heat 
Training, at their plant in Lynn, Mass. 
It’s a three day school and runs every 
week, A letter to Werner P. Pohle of 
that company will get detailed infor 
mation. Letters addressed to manufac 
turers of draft controls and combustion 
testing equipment will bring valuabl 
information on those subjects, Finally, 
a complete home study course is avail 
able to everyone free of charge sift 
ply by referring to back copies of 
FUELOIL AND Ort Heat magazines for 
the authoritative articles of J, W. 
Schulz. They cover every conceivable 
phase of oilfiring and control, Recett 
December issues carry an index of 
articles printed during each yeat. 
There is much serious work f 
done by any oilheating dealer, or his 
service manager, who wishes to ealét 
the field of modernization sales bi 
with the profit picture what it is today 
in service it would seem that the 
for a new approach is urgent. If prof 
erly planned and executed it shoul 
the means of making oilburner service 
a profitable division of the fue 
business. 
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